fueloil 


rrayl mits ne 


38 Years devoted to Progress in Oilheating and Airconditioning 














Ce a ae 


Big tarerr 
| pe * —— 


Oil Heat %& |} 2-4 =e 


shows Strength 


Ou! Affairs 
reflect Confidence 


Product Report x mi a 4 


: ‘ ro 
Some new Products > * a ‘ ts 
at the Coliseum a. Weal = *, 


It pays % 


to communicate 


Progress traced | + ; 
for Nec Program a 
; o Pid ~ a 
Oilheating oh | . in 
market Map ) y 
~ 
a wai’ 


.... Meters that stop when 


. air gets into the line 
Here’s 
For high speed fuel oil deliveries (up to 120 
Your Answer GPM) Brodie has developed high velocity 
BiRotor tank truck metering that makes pos- 
sible accurate measurement at high flow rates. 
: - This is accomplished through the combination 
aa a rt &- i 
to Fast, Accu ate of: (1) New Brodie Air Control System; 
(2) Brodie balanced, free opening outlet valve; 
(3) in conjunction with full capacity Brodie 


BiRotor Meters. They said it couldn’t be done 
-with ~ but Brodie did it. 


Fuel Deliveries 


909R 
Positive Air Control 
System and 


Free Opening 
Outlet Valve 


Brodie Air Control 

prevents the en- 
trance of air into meter at high 
rates of flow with no restriction 
under normal operating condi- 
tions. Does not depend on liquid 
level in air eliminator. 


Brodie Differential 

Check Valve closes 
tight when air enters system. It 
has far less restriction than a 
spring loaded back pressure 
check valve. 


Get in touch with your Brodie Metering Specialist who can help you with your metering problems, or send for Bulletin 670, today. 
RALPH N. BRODIE COMPANY 
San Leandro, California, U.$.A.* CABLE ADDRESS: ““‘BRODICO” 





SEND ME COMPLETE DETAILS & PRICES 
-.. On the Brodie Air Control System, and Differential Check 
Valve used with Brodie BiRotor Meters. 
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_AELY-ABILITY 


More than 6,000,000 homes are 
reliably served by oil burners 
equipped with Sundstrand fuel units 


turers, dealers, and fuel oil suppliers 
who build, install, and service oil 
burners throughout America. 

The record of dependable operation 
established by domestic oil-fired heat- 
ing systems is backed by the reliable 
performance of Sundstrand fuel units 
... fuel units that each year pump fuel 
oil from the storage tanks to the oil 
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An estimated 9 billion gallons of fuel 
oil are pumped each year through the 
nozzles of more than 6,000,000 oil burn- 
ers equipped with Sundstrand fuel 
units. 


on 
Over 2144 milion public circulati 


, +! 
Lt ivertisement 
this adadvertiot 


The ability of modern oil burners to 
perform reliably with little or no main- 
tenance is a tribute to the manufac- 


SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


2210 Harrison Ave., Rockford, I!l.— Eastern Sales Office: 89 Summit Ave., Summit, N. J. Made in Canada 
by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand Hydraulic AB Stockholm; in 
France by R. S. Stockvis, et Fils, S. A, 20-22 Rue Des Petits - Hotels, Paris 





“We find the SUN-RAY 
OIL-FIRED WATER HEATER 


to he eminently satisfactory on every point” 


PATRICK F. 
CAPUTO 


SUN-RAY 

FULLY AUTOMATIC 
OIL-FIRED 

WATER HEATER 


@ 4% times the recovery rate of gas water heaters 

@ 8% times the recovery rate of electric water heaters , 

Up to 180 gallons per hour —100°F. temperature rise 15 YEAR WARRANTEE 
ON COPPER MODELS 

COPPER MODELS—30, 45 and 65 gallon sizes 


10 YEAR WARRANTEE 
GLASS LINED MODELS—30, 50 and 70 gallon sizes ON GLASS LINED MODELS 


SUN-RAY BURNER MANUFACTURING CORP. 


9 24 QUEENS BOULEVARD - JAMAICA 35. N. 
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Among other things. . . 


The first 15 feature pages this month contain highlights 
ef the Oil-Heat Institute Convention and Exposition. 
There's a general convention report, beginning on page 51, 
followed by similar wrap-ups of the Technical Division 
symposium, the Distribution Division sales building rallies 
and the C-I Association program. 

Next there’s a round-up of some of the new equipment 
displayed at the Coliseum exhibits and finally there's Dick 
Wright's discussion of some of the problems facing electric 
heat and how oilheating can compete. He presented this 
paper at two symposiums for oilheating people during 
Show Week. 

There's an interesting oilburner service analysis in this 
issue, too, beginning on page 74 and then the article on 
page 65 updates the CommunicationsPublic Relations 
phase of National Fueloil Council activities. 





a ne OF oilheating equipment 
manufacturers meeting at th 
time of the OHI convention in New 
York were asked how they did on th 
first quarter, or what they think of 
the outlook for 1960. Here in capsul 
form are some replies: 
“We're up 15%” 


customers are pessimistic” 


“Ahead but 
“We 
look better, expect a very good ul 
~.. Were ahead’... “Excell 
but we're concerned—prices are hor 
rible” . “Up”... “First quarter 
up 25%”... “Wet heat is gaining” 
... We're fine” . “Ofl 
jobbers are looking for deals, wait 
... Quota up 10%; we'll make 
it”... “Oil equipment is up; gas is 


nt 


a little 
ing” 


down, probably because we don’t push 
it enough” “Expect slightly 
ahead” . . . “Little below what we 
had planned.” 

All together this makes a favorable 
showing, a good climate. Maybe the 
fact that they came shows they're do 
ing well, There was little grumbling, 
and certainly that’s true about their 
exhibits at the Exposition. Only one 
manufacturer told us he was disap 
pointed in his booth activity 


-_ WHILE thinking of manufac 
turers it was Charlie Bendix in 
that same meeting who lit the fuse 
that eventually brought a very im 
portant resolution by the Institute's 
Board of Directors the next day. It 
was on the question of OHI! joining 
with the National Fueloil Council and 
the Research Committee of Api to 
form a single industry organization. 

Bendix made a motion that the 
manufacturers request of the Execu- 
tive Committee that they propose to 
the board the appropriate enabling 
resolution, All of this in turn was 
done. 
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A line or two of history is probably 
First the Barrett 
then the Marshman subcom- 
mittee of the Fueloil Committee, API 

orked for a total of three years in 
Not too 
much headway was made until last 
fall 


in order subcom- 


mittee, 


the direction of a merger 
when a wholly new form of or- 
ization chart was presented to the 
up, and unanimously adopted for 
nmendation to the three entities 

called a “functional” 


as contrasted to a class- 


or- 


organization such as OHI now 
the functional 
would not be 


organization 
a manufacturers 
on, dealer division, refiners divi- 

ind the like, Rather the divisions 
would be built around specific objec- 
uch as a marketing division, 


sales promotion, advertising and 
research 


Those 


the three main functioning 


ommunications division, a 


and development division 


would be 
divisions, plus an administrative divi- 
sion for housekeeping needs, budget, 
legal and all such 

There would be all classes of trade 
in each division, marketers, manufac- 
turers, refiners, research people. 

The refiners seemed to like this, as 
evidenced by the fact that the board 
of directors of the National Fueloil 
Council unanimously approved it last 
October, the 


Committee most 


Re sea rch 
of both 


and so did 
of API, 
groups being major oil men 

Now the committees can get busy 
on the details of the structure and get 
everything down on paper for ap- 
proval of the membership, which re- 
two-thirds OHI. 
Among the oil companies their only 


quires a vote in 
significant final hurdle would be their 


legal departments. 


the API 


as chairman 


Fuel 


its 


Oil 
of Re- 
search Subcommittee made some very 
about the pro 
gram being conducted for it by the 
Battelle Memorial Institute. 

The Battelle report 
first year’s operation recommended 


to 


J L. MINNER of Shell Oil Co., re- 
@ porting 


= 
Committee 


forceful statements 


covering its 
future annual outlays several times 
those of the first year, and outlined 
some very useful projects. 


May 


Minner further told the group that 
when he explained the urgency of this 
work to the top management at Shell 
they not only approved it in prin- 
ciple but agreed on the larger neces- 
sary supporting funds. 


_ RUMOSHOSKY, marketing di- 
rector of the American Petro 
leum Institute, made some _ very 
significant comments on April 12 at 
the Virginia Petroleum Jobbers As- 
sociation convention in Richmond. 
He to the Oil Daily’s 


campaign on “Expand oil demand” 


re fe rred 


which has stirred up quite a lot of 
notice in the industry. He praised 
the fueloil crowd around the country 
for not accepting defeat at the hands 
of the big gas and electric utilities, 
but setting about in a vigorous pro 
gram of advertising and public rela 
tions that seems to have reversed the 
down curve within five years 

Other segments of the oil industry, 
faced with somewhat similar troubles, 
have been less resourceful. It’s true 
that gasoline and lubricating oils have 
no direct competition such as fueloil 
encounters, but they have very much 
competition for the consumer's dollar. 
The average annual mileage per car 
has declined while folks stayed home 
to watch football on television, with 
the program sponsored by an oil com- 
pany. 

Lube oil volume has dropped badly 
in the past five years, because motor 
car salesmen in boasting of their 
economy said you only needed to 
change oil at 4,000 or 5,000 miles. 
That's being reversed this year, with 
Chrysler saying 2,000 miles is safer. 


Rumoshosky had 


point about a man who tried to in- 


an interesting 
terest the country in putting all holi- 
days on Monday so we'd have three 
day weekends, but the oil industry 
has never tried to support this. A 
three-day weekend always sees gaso- 
line sales jump. 

For a half hour he spoke ex- 
temporaneously because he was sub- 
stituting for Otis Ellis, but he cer 
tainly enthused his audience over 
what might be accomplished if the 
gasoline and lube departments were 
as imaginative as the fueloil crowd in 
the industry. 
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ACTUAL PHOTOGRAPH OF SCULLY HYDRA 


The SCULLY MOBILE HYDRAULIC LABORATORY, fully equipped 
to demonstrate under actual field conditions all phases of modern, high 
speed delivery is available at any time to prove to you that the SCULLY 
UNIFIL® SYSTEM is cleaner, faster, more dependable and more profitable 
than any other tight connection or fast fill system used in fuel oil delivery. 


We invite you to evaluate on the MOBILE LABORATORY the relative 
merits of the UNIFIL® SYSTEM versus any other system. Before your own 
eyes with your own drivers under actual delivery conditions you can 
prove to your satisfaction the unbeatable advantages of the SCULLY 
UNIFIL® SYSTEM. 

See for yourself why SCULLY is always first. 


Call collect for a SCULLY MOBILE visit: 


Melrose, Mass.: NOrmandy 5-3900 New York, N. Y.: OXford 7-5388 
Chicago, Ill.: HArrison 7-8584 






































NOZZLE CONNECTOR ALL-WEATHER CAP TYPICAL ADAPTOR 


SCT LLY sicxr4r comrany 
MELROSE 76, MASSACHUSETTS 


IN CANADA: €E. S. Gallagher Sales, Ltd., 10 Hafis Rd., Toronto, Ontario 





©1959 by SCULLY Signal Company 
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GOVERNMENT 
INFLUENCE 


by James M. Collins 


WASHINGTON—The coal industry 
is now up in arms over what it calls 
“surrender” by the Interior Depart- 
ment to demands by some major 
residual importers that quotas be in- 
creased during the current allocation 
period to meet residual requirement: 
in the Northwest. 

The repercussions from this prob 
ably will involve far more than just 
imports. The coal industry’s real drive 
is to get Congress to make a national 
fuels policy study, which is vigorous 
ly opposed by major oil companies, 
particularly. Both the National Coal 
Ass'n. and National Coal Policy Con- 
ference plan to use the imports situ 
ation as a lever to push through some 
action by Congress—or the Senate, 
at least. 

There is no possibility this year 
that Congress would pass any legis: 
lation to set up specific restrictions 
on oil imports, but the coal industry 
apparently feels it could be persua- 
sive, for legislation next year, if it 
could obtain a congressional forum 
where a case could be made 

The sudden action by Intterior to 
hike residual import quotas by twelve 
million barrels for the April-June 
period—much of this going to New 
Jersey Standard—is also stirring the 
coal industry to drive hard for con 
trols on “dump” sales of gas to in- 
dustrial consumers by the interstate 
pipelines. This issue, too, is all bound 
up with the “fuels policy study” that 
the coal industry wants. 

Most observers, right now, how 
ever, do not give the fuels study 
resolution much of a chance of pass’ 
age in either the Senate or the House. 
More likely, a standing committee 
of the Senate (probably the Interior 
committee) will make an intensive 
fuels study of its own. This would 
not require any action by Congress, 


in the way of a joint resolution, Coal 
men may be just as satisfied with this 
approach, for it will give them ample 
opportunity to air grievances and to 
press for action 


Gulf Challenges Residual Rules 


Meanwhile, Gulf Oil Corp., in the 
first major challenge to the oil im- 
port control program, is seeking a 
more “equitable” division of the total 
residual allowable among importers. 
With a big investment in Venezuelan 
heavy crude production and a re- 
finery turning out residual, Gulf said 
it had sales commitments this year for 
100,000 barrels daily of residual East 
of the Rockies and would be short 
31,000 barrels a day, unless its quota 
is raised. The company, in its court 
suit, complained that New Jersey 
Standard, with 30.4% of the total 
residual import allowable, had sales 
1957. East of the 
Rockies, only twice that of Gulf’s, 
but has 50 times Gulf's import quota. 


of residual in 


Gulf has been turned down repeated- 
ly by the Oil Import Appeals Board 
for upward adjustments in its re- 
sidual quota. But, Gulf, in its suit 
in district court here did not chal- 
lenge the overall limits on imports of 
residual, and did not attack the re- 
strictions on crude oil imports 


Gas Bill Drive Is On 


Independent oil producers are 
pressing hard for action on a bill to 
eliminate federal utility-type control 
of prices by the Federal Power Com- 
mission. The IPAA is discussing its 
bill with congressmen and with top 
Administration officials. So far, little 
enthusiasm has been shown for any 
do-or-die attempt to get a bill 
passed—but the producers intend to 
go ahead for they believe progress, 
at least, can be made this year, on 
which to build in 1961. 

The IPAA bill is limited solely 
to the function of production 
and gathering, etc. up to the 
entry of gas into the pipeline. It 
would require FPC to consider gas 
as a “commodity” and bar the func- 
tion from being considered as a “util- 
ity service.” The FPC would be em- 
powered to set a “reasonable market 
price” for the producers’ gas, based 


on a number of standards (similar 
to those in the bill voted by President 
Eisenhower in 1956). The bill does 
not deal with the issue of pipeline- 
produced gas—but it is obvious that 
FPC would have to use the same 
standards for pricing this gas. Nor 
does the bill deal with “dump” in- 
dustrial sales by the pipelines. But, 
since it is clear that coal-state votes 
would be needed in the House to pass 
a bill 
ance between the oil producers and 
coal men on the bill. 

If the IPAA joins up with the 
TIPRO, in helping the coal industry 
to get action on such a study, it is 


watch for some kind of alli- 


almost certain to make progress on 
Capitol Hill. It will be remembered 
that cooperation between coal and oil 
producers succeeded in the approval 
of a tightened “security clause” in 
the trade law, which led to control 
of oil imports—including residual. 


FPC Under Attack in Congress 


The most sensational “fuels” story 
invelves the 
back-door visits to FPC Commission- 
ers by at least one lawyer (Thomas 
Corcoran, one of FDR's brain trust- 
ers during the New Deal) for Mid- 
western Gas Transmission Co. on its 
projects to deliver gas into the upper 
Midwest. This is now under investi- 
gation by the special House legisla- 
tive over-sight committee (which 
scalped Sherman Adams in 1958) 
Indications are that this probe will be 
broadened. Although a pipeline is on 


in Washington now 


the firing line now, the whole subject 
of FPC regulation of gas prices may 
become involved. 


NLRB Tosses Out Fueloil Case 


The National Labor Relations 
Board has dismissed a petition by 
Teamsters Local 524, Yakima, Wash- 
ington, finding that the Yakima Cas- 
cade Fuel Co., was not a retailer 
under the NLRB’s Standards ($500,- 
000 annual sales), nor was it a “non- 
retailer’ because the latter part of its 
business was only 4%. The board has 
a rule it will not apply non-retail 
jurisdiction, where an employer's 
non-retail business is “de minimis,” 
which it was in this case. 
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DAYTON, OH!O—Storage for 1% million gallons of heating oil; metered loading racks; high-speed pumps; and modern filter. 


Sun’s new Rhode Island and Ohio facilities 
speed loadings of cleaner, drier Sunheat 


Protected by modern filters, the 
latest in dryers and new tank traps, 

. shipped from new refining 
units... delivered through high- 
speed pumps... today’s SUNHEAT 
is moving faster and faster for 
more and more distributors. 


Choice distributorships for SUN- 
HEAT, the quality-blended heating 
oil, are open in many areas. Blue 
Sunoco gasoline distributorships 


are open in a few areas. Sun has 
one of the lowest dealer and dis- 
tributor turn-overs in the business. 
The reason: territorial assignments 
that assure profitable volume. 
There are other benefits, too. 


Get all the facts by writing today 
to: Fuel Oil Department FO-5, 
Sun Or Company, 1608 Walnut 
Street, Phila. 3, Pa. All in- 


quiries will be confidential. 


} 
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MAKERS OF FAMOUS CUSTOM-BLENDED BLUE SUNOCO GASOLINES 
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THESE 5S GREAT THERMOSTATS are visible proof of the quality of your heating 
or air conditioning systems. If your system is General Controls equipped you’re telling your prospects it is 
quality-built...that it’s more efficient... that it will maintain its reliability for years to come. 


Automatic Controls for Produet or Process 
Giendale, Calif. +» Skokie, lil. « Guelph, Ontario, Canada 
Nine plants — 44 factory branch offices 

c ) the U.S,, Canada and Western Europe 
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BE QUALITY SURE... ALWAYS SPECIFY GENERAL CONTROLS G E N E R A L Cc oO N T RO LS 
we 
® 


T-190 DECOR...the freshest touch yet in 
room thermostats. And this dependable 
mercury switch thermostat can be color-styled 
to blend with paint, paper or fabric. 


Popular T-99 middle line thermostat features mercury 
switch dependability and clean modern styling 
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T-241 air conditioning mercury switch thermostat with automatic 
switchover for one-spot control of heating and cooling. 


T-270 TEMPOTHERM electric clock 
thermostat for perfect day and night heating 
control the year round. Also available 
Model T-271 for heating and cooling. 


T-265 THERMOSTAT... nite set back and automatic morning 
pickup by simply setting timer knob. Two-wire circuit... 
no extra transformer electrical connections. 
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separate burners, 26,175; boiler burn- 


Monthly oilheating Trends 


M* saw a nice rise in installa- 
tions of oilheating equipment 
with an estimated 42,225 domestic 
burners and units, or nearly 9% 
above last year’s 38,831 in the same 
month. For the total first quarter, in- 
stallations were 126,199 compared to 
118,539 last year for a rise of 6.5%. 

The March installations by types 
were new homes, 15,661; replace- 
ments of old oilheating 13,637; con- 
versions from other fuels, 12,927. For 
the full quarter: new homes, were 
44.125 compared with 37,950; re- 
placements were 50,032 as against 
46,147; conversions from other fuels, 
32,042 and last year 34,442. 

It is encouraging to see the pick 
up in new home sales. We naturally 
expect to see the replacements get 
bigger as the average age of the pres- 
ent oilheating jobs increases. We also 
expect the conversions from other 
fuels to decline each year as the coal 
business vanishes, but these are hold- 
ing up surprisingly well. 

Oilheating dealers in March in- 
stalled an estimated 449 central air- 
conditioning jobs in homes, They also 
installed approximately 1,971 pressure 
burner water heaters. 


March Minimum Retail Prices 
Key Dealers 
Mar. Avg. Feb. Avg. 
Separate Burners $314 $314 
Boiler Burners 744 747 
Furnace Burners 625 624 


Price Index: Separate Burners 
1947-49 is 100%, 
WHOLESALE 
March 94.3 
February 94.8 

RETAIL 
March 91.2 Six months ago 
February 91.5 Year ago 


Six months ago 
Year ago 


Stocks: At the close of March, deal- 
ers were holding approximately 50,- 
434 domestic oilburners and units. 
This compares with 64,604 at the end 
of February, and with 69,825 on 
March 31 last year. Notice that the 
month registered a very real drop on 
both comparisons. Just why is hard to 
say. This indicates that the factories 
didn’t have as good a gain in the first 
quarter as the dealers showed on in- 
stallations. This is going to be an in- 
teresting thing to watch because it is a 
healthy situation for future factory 
sales. 

The March 31 stocks were divided: 


IN - 
DOMESTIC OILBURNERS & 


er units, 9,027; and furnace burner 
units, 15,232. 

Factory stocks at the close of Janu- 
ary were 42,343 compared with 38,- 
896 the previous year. 


Tank stocks: At the end of March, 
dealers stocks of customer oil tanks 
were approximately 39,594 compared 
with 34,444 a month earlier and with 
31,430 on the same date last year. 

This is odd since they were drop- 
ping their heating equipment stocks. 
One suggestion in the office is that the 
rust inhibiting additives have saved 
more tanks this season so the new 
ones piled up. 
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Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than those reporting to 
Census Bureau, Fuetom & Om Heat's estimates of shipments are: 


— JANUARY 





TWELVE MONTHS 

Percent 

Change 
+21.2 
+ 2.6 


Percent 
Change 
—20.4 
—12.6 
—39.0 
—24.0 
+10.1 


1960 
27,753 


1959 
34,854 

2,388 
10,227 
47,469 

2,435 


49,904 


1959 1958 
451,479 372,557 
48,625 47,409 
144,870 152,446 7 
644,974 572,412 12. 
41,844 36,225 15. 
2. 


Separate Burners 
Boiler Burners 
Furnace Burners 
All Domestic 
Commercial 
Total 38,767 —22.3 


686,818 608,637 1 





SPECIAL STUDY 


THIS MONTH 


Is a Subsidy for Oilheating 


a logical competitive Idea? 


N THE PAST couple of years, there 
has been quite a lot of discussion 

about the feasibility of subsidizing 
oilheating installations because they 
cost more to put in than either gas or 
electric heating. Naturally, they are 
better in many ways including the 
actual life-time quality of the equip- 
ment, but yet the cheaper other-fuel 
jobs have a great appeal. This is par 
ticularly true in the new home market 
which is so important to us because 
as an industry we get a valuable fuel 
account. 

Some areas of the country have had 
very fine cooperative advertising cam- 
paigns for some years and still we 
find that the builders will put in gas 
heating because they figure the houses 
will sell about as well, and they save 
from $100 to $150. 


One Experiment 


One group in the West has ex 
perimented successfully with actual 
cash subsidies of $100 a house on a 
trial run of 1000 homes spread over 
more than a hundred different build 
ers, Some other groups have discussed 
the possibility of the oil company 
supplying the tank and the fittings 
without charge—the tank would re 
main the company’s property. 

There are other suggestions being 
developed such as prize contests that 
would accomplish the same thing in 
some unusual way. 

On the other hand, some fueloil 
men in our reporting group feel that 
subsidies in any form are a bad idea 
and that if the same amount of money 
were added to promotional funds, the 
results could be as good. 

Our first question this month asked 
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if the group believes that more oil- 
heating installations could be sold if 
part of the cost were subsidized. Sur- 
prisingly 65% of the whole group 
voted in the affirmative. This does not 
necessarily say that they believe it 
would be a good idea because they 
have some reservations on the eco- 
nomics as we'll see later, but this 
large number does believe that a 
subsidy would get more installations. 

Then we asked how much of a 
subsidy it would take to swing the 
deals and the national average was 
$128. New England showed $114; 
Mid-Atlantic, $143; the Midwest 
$110; the Pacific Northwest, $137. 

Next, the question was raised that 
if subsidies were applied should they 
be just for new homes or other ap- 
plications, too. The percentages add 
to more than a hundred because many 
of the dealers spread their votes 
Favoring new homes were 70%. Then 
44% suggest this type of help on 
converting present gas users to oil. 
Some of them (46%) felt that this 
should apply to any conversion from 
another fuel because the other fuels 
would be after the same conversion. 
Finally 27% felt that a subsidy would 
help replacement sales because the gas 
people are trying pretty hard to get 
those away from us. 

Then we brought up the question 
as to who should pay the subsidy. On 
the program previously mentioned 
that was conducted in the West, the 
cost was shared equally between the 
refiners and the dealers as a group. 
We find 65% voting that this method 
is best. 

We asked if a subsidy plan should 


be a part of a cooperative advertising 


May 


campaign probably of the type spon- 
sored by the National Fueloil Coun- 
cil, and 63% vote that it should. 
What they are thinking here is that 
in Nec the costs are already being 
shared by refiners and distributors, 

Another approach to the whole 
subject visualizes half the subsidy be- 
ing paid by the dealer who gets the 
oil business, and the remaining half 
coming out of campaign funds. 

When we asked the group what 
they think of this idea, 51% think it 
would be reasonable for the dealer 
getting the oil business to pay half 
of the subsidy. Other dealers felt that 
the man getting the oil business 
should pay about a third of the 
subsidy. 

Next we find that 40% of the 
dealers at one time or another have 
discussed seriously a subsidy plan at 
the meetings of their associations. 


Where needed? 


A curious point came out when we 
asked if subsidies should be con- 
sidered only in communities that have 
serious natural gas competition. Only 
half of the dealers agreed with this 
viewpoint. Some of them would be 
thinking of electric heating competi- 
tion, but more likely they were think- 
ing of the desirability of the subsidy 
as an investment to secure oil accounts 

individually or for the group. 

This is an indication of how widely 
industry men recognize that the utili- 
ties selling either gas or electric 
energy very commonly spend large 
sums to get individual consumers 
hooked on to their lines in anticipa- 
tion of the fuel sales down the road. 

We asked if any oil companies in 
their areas are today furnishing free 
tanks and 12% report that they are. 
This does not mean that 12% of the 
jobs get free tanks, but rather one- 
eighth of the reporting companies 
know of one or more fueloil men who 
supply free tanks. 

Following this money-saving line a 
step further, we asked if any com- 
panies in their markets were renting 
oilburners, and 9% say that they 
know of such companies locally. 

The comments on this whole sub- 
ject fall more to the negative view- 
point which shows that those who 
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question the subsidy idea have more 
to say on the subject. 

These were typical— 

“Subsidies must be on an area-wide 
basis. Trying to charge only the dealer 
who gets the oil business is unwieldly 
and leads to customer-relations prob- 
. “They are not a good 
business practice, create more price 
cutting, demoralize the heating indus- 


ales 


Oilburner Permits * 


MARCH 3 Months 
1960 1959 1960 
2 Albany, N. Y. 1 2 
32 Baltimore, Md. 66 51 
47 Bridgeport, Conn. 119 
2 Columbus, O. 4 


38 Detroit, Mich. 119 
14 Elizabeth, N. J. 38 
14 Freeport, N. Y. 34 
35 Hartford, Conn. 157 

Irvington, N. J. 31 


Meriden, Conn. 74 
Milwaukee, Wis. 45 
Minneapolis, Minn. 74 
Montclair, N. J. 21 
Morristown, N. J. 6 


Mt. Vernon, N. Y. 89 
Newark, N. J. 120 
New Bedford, Mass. 82 
New Haven, Conn. 121 
New Rochelle, N. Y. 37 


Norfolk, Va. 87 
Omaha, Neb. 17 
Orange, N. J. 5 
Passaic, N. J. 8 
Paterson, N. J. 41 


Philadelphia, Pa.** 314 
Portland, Me. 121 
Portland, Ore. 189 
Poughkeepsie, N. Y. 13 
Providence, R. I. 111 


Richmond, Va. 90 
Roanoke, Va. 164 
Rochester, N. Y. 77 
Rockville Centre, N.Y. 6 
Salem, Mass. 77 


St. Louis, Mo. 144 
St. Paul, Minn. 21 
Schenectady, N. Y. 15 
Spokane, Wash. 73 
Springfield, Mass. 113 
Stamford, Conn. 45 


Washington, D. C. 78 
White Plains, N. Y. 29 
Wilmington, Del. 44 
Worcester, Mass. 195 
Yonkers, N. Y. 33 


Matched Totals 
Percent Change 


2,768 2,736 
—1.2 


*Permits are net total sales in each mar- 
ket since none are reported from suburban 
areas, which normally account for 20% to 
60% of total sales in each market; nor are 
they an accurate index where enforcement 
is lax. Rightly used, however, they are a 
useful working index. 


**Courtesy of “Philadelphia Inquirer.” 


try and just make more problems.” 

“Basically oil is the cheapest heat- 
ing and should stand on its own 
merits.” . . . “We are seriously con- 
sidering tanks and piping for cus 
tomers on a lease basis.” . . . “We be- 
lieve that cooperative funds should 
be used to really plug fueloil on Tv 
and in newspapers. If any company 
wants to give tanks away, it is free to 
ae 

“We doubt if we could afford to 
pay half of a $300 subsidy on each 
job, but we feel that it would take at 
least $300 to make a subsidy effec- 
tive.” .. . “It may be a bad thing to 
start, but it could be the only answer 
to gas competition.” 

“The subsidy would depend on oil 
consumption.” . . . “It must be on a 
national basis—look at what AGA 
and the electric power industry have 
done in selling homeowners, archi- 
tects, engineers, and builders.” . . . 
“In New York City, a subsidy would 
help in the area served by Brooklyn 
Union Gas Co, Con Edison is not so 
tough.” . . . 

“It seems to me that subsidies rep- 
resent a rather negative approach; 
after all, anyone can give something 
away, but a good man tries to get his 
price for his product. If the same 
subsidy money were put into a good 
sales training program, the entire in- 
dustry might benefit.” . . . 

“I believe subsidizing new homes is 
the only way we will be able to breach 
the gas monopoly in this field.” . . . “I 
think we should subsidize the cost of 
developing a marketable oilburner to 
replace existing gas burners.” . . . 

“I'm not in favor of subsidies.” . . 
“Local situations vary—it seems that 
this subject should properly be re- 
solved by Api and the price level of 
fueloil should be raised nationwide to 
support a subsidy.” . . . 

“Subsidies always have been dan- 
gerous. The gas company has a sure 
thing, but that would not be the case 
with the individual oil dealer.” . . 
“Conversions from gas to oil should 
be at cost or close to it—to expedite 
the changeover, but no subsidy.” . . . 

“The company in our area which is 
renting burners at $1.50 a month in- 
cluding maintenance has been the 
worst cut-price offender. Apparently 


these tactics didn't build volume so 
they are resorting to rent.” 

“There is no substitute for hard 
hitting salesmanship, but that cannot 
do the whole job alone in certain 
cases. A subsidy of some type can 
reach the cheap gas unit buyer and 
keep him from making this mistake 
because he thinks it is a saving.” 


Where is the 


New home Market? 


No. of Permits 
Issued 

12 Mos. 
17,863 
20,652 
3,726 
231,749 
15,398 


16,979 

1,717 
10,678 
81,226 
21,210 


1,972 





Jan.* 

Alabama 785 
Arizona 720 
Arkansas 231 
California 13,237 
Colorado 1,076 


Connecticut 
Delaware 

District of Columbia 
Florida 

Georgia 


Idaho 
Illinois $4,124 
Indiana 18,548 
lowa 8,176 
Kansas 6,359 


9,108 
16,542 
1,224 
27,602 
21,900 


37,506 
18,508 
3,114 
24,804 
1,836 


6,763 
3,373 
1,780 
35,958 
8,192 


98,345 
14,022 
2,594 
49,471 
9,834 


8,584 
37,346 
2,750 
4,319 
1,939 


18,271 
69,224 


Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 


Michigan 
Minnesota 
Mississippi 

Missouri 
Montana 
Nebraska 

Nevada 

New Hampshire 
New Jersey 
New Mexico 


New York 
North Carolina 701 
North Dakota 15 


io 
Oklahoma 460 


Oregon 

Pennsylvania 
Rhode Island 187 
South Carolina 169 
South Dakota 53 


Tennessee 
Texas 4,409 
Utah 311 
Vermont 7 
Virginia 2,016 


Washington 584 
West Virginia 106 3,656 
Wisconsin 499 19,200 

88 1,768 


29,822 
21,520 


*These figures are collected by the Cen- 
sus Bureau from 3,014 selected areas which 
last year accounted for more than 90% of 
all permit-authorized c It should 
be noted that about one-seventh of all con- 
struction is outside of permit areas. There- 
fore, these figures represent approximately 
77% of all dwelling construction based on 
last year's experience. 
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i ge PRICE TABLE has very littk 
change this month except on the 
Pacific tank car 
figures are down, Throughout thi 


Coast where the 
East they were already quite low after 
the February reductions. 

The splendid total of degree-days 
in March saved the winter for the oil 
men. To March 31, the weighted aver 
age East Coast 
colder than normal and the Midwest 


for the was 0.9% 
7.6% colder than normal for a total 
weighted average East of the Rockies 
of 2.9% colder than normal. 

year we check sec’ 
ondary stocks of No, 2 oil at the dis 
tributor level. This special table shows 


Twice each 


these in percent of bulk capacity filled 
on March 31 in three years. 


Secondary Stocks 


Percent of bulk Capacity 
Mar. 31 
1959 
26.0 
32.0 
42.8 


1960 
35.5 
20.8 
23.9 


Filled New Eng. 
Mid-Atl. 

South Atl. 
Total East Coast 


Filled Midwest 


31.4 
18.7 


East of Rockies 27.5 


Distillate Fueloils 


PRIMARY STOCKS* 
(Thousands of Barrels) 
East of Rockies 

Apr. 15 
1960 
25,452 
22,336 
15,072 


62,860 


Apr. 17 
1959 

30,497 

21,255 


16,211 


East Coast 
Midwest 
Gulf Coast 


Total 


67,293 
*American Petroleum Institute. 
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No. 2 Heating Oil 
{Including No. 3 & PS200) 


Pric« 1960 
Tank 
Wagon 
14.3 
14.1 
9 
9 
| 


6 


per gallon as of April 10 
Tank 


Cart 

Portland, Me 9.7 
Boston 
Pri vidence 
Hartford 
New Haven 


Syra use 

Albany 

New York 

Newark 
Philadelphia 
Baltimore 
Wilmington, N. C 
Washington 
Richmond 
Charleston, S. C 


~ ww 


> 


ww w 


Pwphww 


Chicago 
Detroit 
Cleve land 
Minneapolis 


St. Louis 


Se ed 


a 


Indianapolis 

M lu aukee 47 

Des Moines 15 
San Francisco 2.05 
Portland, Ore 10.825 


~ “I h 


15.1 


Seattle 10.6* 15.2 
Spe kane 


16.8 
s Angeles 14.3 


11.55% 


are for maxi 


delivery discounts 


Tank wagon prices shown 
mum one-time 


* Delivered 


*Tank car prices are typically those paid 
by fueloil distributors as a purchase price 
On the West Coast, 
indicates 


this term more often 
1 retail sale to a large commercial 
This usually is a half cent below 
tank wagon price 


account 


Degree 


Albany AP 
Atlanta AP 
Baltimore CO 
Boston AP 
Buffalo AP 


Charlotte, N.C. AP 
Chicago AP 
Cincinnati CO 
Cleveland AP 
Dallas AP 


Denver AP 

Des Moines AP 
Detroit AP 
Grand Rapids AP 
Hartford AP 


Helena AP 
Houston AP 
Indianapolis AP 
Kansas City AP 
Los Angeles CO 


Louisville AP 
Milwaukee AP 
Minneapolis AP 
New Orleans CO 
New York CO 
Omaha AP 
Philadelphia CO 
Pittsburgh CO 
Portland, Me. AP 
Portland, Ore. CO 
Providence AP 
Roanoke, Va. AP 
St. Louis AP 

Salt Lake City AP 
San Francisco CO 
Sault Ste. Marie AP 
Seattle CO 
Toledo AP 
Washington AP 


*Compared with 


Day Table 


SEPT. l- 


Norm 
6045 
2673 
3804 
4972 
5769 


3176 
5516 
4110 
5196 
2197 


5240 
5745 
5527 
6652 
5365 


6898 
1352 
4973 
4477 
1235 


4055 
5972 
6919 
1156 
4423 


5559 
4061 
4496 
6406 
3500 


5213 
3782 
4290 
5099 
1996 
7671 
3595 
5522 
3923 


normal 


MAR 


1960 
5992 
3059 
3982 
4789 
5821 
3311 
5766 
4781 
5413 


2709 


5537 
6605 
5665 
6125 
5536 


7044 
1739 
5480 
5037 

824 


4394 
6505 
7266 
1642 
4439 


6398 
4498 
4917 
6051 
3577 


5042 
4202 
4876 
S501 
1611 


7578 
3553 
5852 
3967 


3] 
Percent 
Change* 
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COST OF LIVING 


THIS CHART DOES NOT REFLECT ACTUAL PRICES, BUT RATHER _ 
T “ 


+ , COMPOSITE 
+ —+ 


» SPACE 
~HEATING 


NO.2 FUELOIL 











SAFE AT HOME... 


When you dust yourself off and look at the scoreboard, this hasn’t been 
a bad year for the independent oil dealer. Beating out rough weather and 
tough competition is what makes the ball game. For over three decades 
HARTOL has been “on the team” with independents, providing 17 con- 
venient terminals, storage for peak operation, and dependability under 
all conditions. Call in your HARTOL representative and talk over next 
year’s strategy with him. He’s working for your interests — 100%. 


@ Largest independent marketer of gasoline and fuel oil on the Eastern 
Seaboard. 


@ First in experience . . . cooperation with independent jobbers and 
dealers . . . ability to serve. 


HEATING OILS * GASOLINE * KEROSENE 


HARTOL PETROLEUM CORPORATION 
50 ROCKEFELLER PLAZA ¢ NEW YORK 20, N. Y. 








All THE HOT WATER 
OE RNY 


AT A COST OF ONLY “an A MONTH 
WITH 


Names in the News 
® 

OL FIRED Rupert H. Gustafson died of a 
heart attack in Springfield, Mo., Feb- 
ruary 28. He was president of Sund- 
strand Engineering Co., Rockford, 
Ill., until the firm was sold to Nu- 


WATER HEATER 


With a Gun Type Oil Burner 


LOW COST 

That's right, a home owner can 
have all the Hot Water he can 
use, at a cost of $4.00 a month 
or less. Eligible for F.H.A. tepms 
with NO DOWN PAYMENT. 


FAST RECOVERY 

30 gallons of Hot Water in 15 
minutes with the 30 gallon 
model. Quicker on larger 
models. That’s 5 to 6 times 
faster than any other type Water 
Heater on the market. 


5 TANK SIZES — TWO TYPES 
A size for every use, bungalow, 
apartment house, restaurant, 
motel, etc. Either copper or 
glass lined tanks. 





CLEAN, CLEAR HOT WATER 
Glass lined and copper tanks are 
rust and corrosion free. You get 
crystal clear Hot Water. Magne- 
sium anode assures extra long 
tank life. 


AVAILABLE AT ALL 
SID HARVEY STORES 





Way Sundstrand, and remained ac- 
tive in the newly formed company. 
Gustafson was a member of the board 
of directors of Oil Heat Institute of 
America, Inc., and also belonged to 
the Old Timers Club. He served on 
the Rockford Board of Education and 
on the Rockford Library Board. He is 
survived by his wife Lois and two 
daughters. 


Earl W. Weaver has been named 
manager, branded marketing, Ashland 
Oil Co., and has assumed responsi- 
bility for the general management of 
Ashland’s four branded marketing 


divisions. 


E. J. Bassett has been appointed 
general sales manager, Sinclair Refin- 
ing Co., New York. He was formerly 
vice president in charge of the West- 
ern Region. Harry H. Young is now 
general sales manager of the Western 
Division with headquarters in Chicago. 
The territory has been enlarged to in- 
clude the Central, Great Lakes, West- 
ern, Southwestern, and Rocky Moun- 
tain Divisions. Both Bassett and 
Young began their careers with Sin- 
clair in 1931. 


GET THIS SALES HELP FREE 
Attractive leaflet in color, with 

your name, address and phone number. 
Ask for it on your letterhead. 








VALLEN STREAM HREW ‘oR 












HOW \ 
NEPTUNE © \i 
METERS ™& : 
SPEED 
LOADING 
OF 
MISSILES 
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TITAN | VANGUARD 
ATLAS SNARK 
f 


In the tense moments before blast-off, when the “bird” is being fueled, a Neptune 
Meter is at work. As liquid fills the missile’s tanks, the meter smoothly ticks off 
every pound. If required, it can shut off the flow at the exact preselected quantity; 
it can even turn off the pump and light a “ready” lamp. 

For fueling-up and other purposes, four missiles . . . Atlas, Snark, Titan, and 
Vanguard . . . count on Neptune meters for ground support. Simplicity, accuracy, 
and proved reliability are the reasons. 

The basic meter is exactly the same as those you use on your trucks and bulk 
plants. These same meters are widely used for metering jet fuels. Because Neptune 
engineers have been working on ideas for your future, we were able to help solve 
special metering problems, such as temperature compensation, required for missiles. 


Past, present, and future, Neptune is the meter . . . and the meter company... 
you can rely on. 


NEPTUNE METER COMPANY 


19 West 50th St., New York 20, N. Y. 
Branches and Jobbers in Al/ Principal Cities LIQUID METER DIVISION 


In Canada: Neptune Meters, Ltd., Toronto Ontario 


for a better 


QUALITY is our business 
.. Without any ——e 


AND ONLY 
GIVES YOU ALL THREE— 


Be FLEXIBLE COUPLINGS 


Reauiar Set Screw 
Splined 
Jaw 


Only Guardian gives you these features— 


@ ROLL SPINNING—Exclusive process joins all 
three cumponents at one time—while in final op- 
erating alignment 


BRAIDED RUBBER—Ground to absolute true con- 
centric. ty. Furnished in BUNA-N TUSE end NEO- 
PRENE COVER Lateral and angular alignment 
requirements fully met. 

ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required 


Over 5,000,000 Guardian couplings ore on 
riginal equipment. This is your assurance of 
— quality and universal acceptance in the 


2. OIL TANK VALVES 


No. 1910 B 


Check These Superior 
Guardian Features— 


@ Metai-to-metal seating 


e en aa quality machined bar 
stock 


@ Greater wall and body strength 
@ Fusible linkage available in ali designs. 
@ Vaive designs for every type of installation. 


3. QUIK JOINT 


Steel compression 
fittings for con- 
necting steel pipe 


Patent No. 
2,685,460 


@ Eliminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis. 
@ Guaranteed for pressure up to 2000 P.S.!. 

@ Allows 7° angular deflection. 

@ UL. approved tor oll end gas. 


Write 
for free 
descriptive 
literature. 


PRODUCTS CORP. 


COUPLING DIVISIKON 


Dept. F-50 1215 East Second Street 
MICHIGAN CITY, INDIANA 


. Names in the News 

G. Gordon Biggar has been named 
vice president in charge of public re- 
lations. Shell Oil Co.. New York. He 
succeeded H. L. Curtis who has re- 
tired. Biggar has been manager of the 
public relations department since 1952 
ind joined Shell in 1929, H. Frank 
Brown takes over as manager of the 


public relations department 


Alfred B. Meeg has been appointed 
president-sales, Bell & Gossett 
Co. Morton 
Grove. Ill He 
was formerly sales 
manager for the 
ompany and suc 
eeds William A 
one wh re 
yY Was name d 
utive vice 
president and Meeg 
treasurer. Meeg joined the company 
in 1949 
ount was mad 
n 1954, 


sales manager in 1957 


is Manager of national ac- 
assistant sales man 
and was promoted to 
Before joining 
Bell & Gossett he had been 
of the Milwaukee branch of Iron 


Fir man 


manager 


C Fred Hill 


district sales manager, 


has been appointed 
northeastern 
Heating & Cooling Division, 


Irvington. N. Y. He 


Cambridge 


district 
Burnham Corp., 
will direct the >, Springfield 
and upstate New York branches. 
Four other district managers were 
recently named by Burnham: Philip 
Barrett, Metropolitan New York; G. 
M. Corcoran, Middle Atlantic district 
covering Philadelphia, Lancaster and 
Baltimore branches; J. Roy Knox, cen- 
Pitts- 
burgh, Zanesville and Detroit branches; 


and J. A. Harris, Chicago district. 


tral region district covering 


Herbert L. Carragher, Carragher 
Bros., Inc., Lowell, Mass., died in Fort 
Lauderdale, Fla., February 28. A pio- 
neer in the oilheating and fueloil in- 
dustry, he founded the company and 
was president and treasurer of the firm 
at the time of his death. He was ac- 
tive in civic and fraternal affairs in 
Lowell. Survivors include his wife; a 
daughter, Mrs. John P. 


Carragher; and six 


Donahue; a 
son, John C., 


grandchildren 





7-S O err 


the delivery you need 
in the space you have! 


125 “BLASTAIRE” 
“=>” BLOWER WHEELS 


Single and double inlet in 22 
dia. from 327%.” to 15”; widths 
1” to 35". For = air and 
pressure in minimum space. 


BLOWER WHEELS 


For heavy duty applications in 
oil burners, industrial ovens, 
etc. Diameters 54%” to 125”. 
In steel, aluminum, stainless 
steel. 


Reveor 

FAN 

BLADES 
HOAKRERH 


High efficiency propeller fans 
for every application. 8 types 


in diameters from 6” to 48”. 
2 Inlet Rings and Housings 
\.) also Available 
q 


WRITE FOR FREE BROCHURE 
or send specifications to: 


Reveor swe. 


ENGINEERS- -_MANUFACTURERS 


261 Edwards Street 
Carpentersville, Wl. 











for the first time—a unit 
made by and for “burner men” 


The burner industry has been waiting for an oil burner man’s 
boiler. Industrial Combustion, Inc., puts the burner before 
the boiler with its new Highlander. This completely assem- 
bled boiler-burner plant (Scotch-type two-pass unit) has been 
designed and constructed from the burner specialist’s point 
of view — built to bring out the best efficiency and reliable 
operation of the burner. 

And “burner men” design is just the beginning! The new 
Highlander will be sold exclusively by authorized Industrial : 
Combustion dealers. It will be installed and serviced by these NE Pe ee Sige _ 
qualified burner technicians. HEV-E-OIL burner especially engineered to 
Write today for complete information — Dept. FO-50. make use of inexpensive heavy oils — num- 
ber 4 and 5. Number 6 or Bunker C in larger 
models. Available from 5 to 150 gph. 











INDUSTRIAL COMBUSTION 


INC. 
EXECUTIVE OFFICES: 4507 N. OAKLAND AVE., MILWAUKEE 11, WIS. 
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quelity forged 
— precision machined 
Uniform woll thickness 
—ne weak spots —~s) 
Extra heavy reinforcing rim A 


lerger diameter cam ears 
for longer service life 


Superior quality forged body 
— precision machined 
—eccurate tolerances 


Recess retains gasket 
in coupler and assures 
proper placement 


your best buy is 


FAVA om = 
-the best quality 
quick couplings 


Bronze 
Aluminum 
Stainless 
Carbon 
Malleable 
Hastelloy 


You save time and 

money when you use 

EVER-TITE 

COUPLINGS, because 

you get speedy 

deliveries—no leaks, 

The tightness is 

F predetermined in 
manufacture so you 
can be sure with 
EVER-TITE. 
The EVER-TITE 
trademark is a 
hallmark of 
dependability. 
EVER-TITES do the 
best job in the trans- 
fer of every type of 
product through 
hose or pipe. 

E Get EVER-TITE and 
get the best. Ask your 
EVER-TITE distributor now. 
Shank 


Hose 
Coupling 


EVER-TITE 
Standard 
Adapter and Coupler 


EVER-TITE 
Adopter 
ond 
Coupler 


254 West 54th Street 
New York 19, N. Y. 


r 


Dust Piug 


EVER-TITE Dust Protectors 


EVER-TITE COUPLING CO. INC. 


. . « « Names in the News 


I. G. Morgan has been elected vice 
president in charge of domestic sales, 
Texas Co. Formerly general sales man- 
ager, Pacific Coast Region, he joined 
the company in 1931. During this 
tenure he served as assistant division 
manager in the Houston, Dallas and 
Atlanta Divisions. In 1947, he became 
manager of the Dallas Division and 
in 1953 was named assistant general 


sales manager, Pacific Coast region. 


W. Gene Dart has been named mer- 
chandise manager, residential heating 
and cooling products, York Division, 
Borg-Warner Corp., York, Pa. He 
joined the firm in 1950 and has held 
positions as test engineer, liaison engi- 
neer and product design engineer. 


Arthur H. Page, Jr., been 
named manager of advertising, OPW 
Corp., Cincinnati, O. He joined the 
company in 1957 and for the past two 
years has worked in the advertising 
department. 


has 


George D. Becker has been named 
general manager, Heating and Aircon- 
ditioning Division, Control Company 
of America. Although the Division is 
located in Milwaukee, Becker will re- 
main at the company’s Schiller Park, 
Ill., headquarters. He is also vice presi- 
dent-operations for Controls Co 


Edgar Green, executive vice presi- 


dent, Pullman Vacuum Cleaner Corp., 


additional 

He 
head the sales force both in this coun- 
He joined the 


firm in 1953 and was instrumental in 


the 
manager. 


Boston, has assumed 


position of sales will 


try and in Canada. 
developing the company’s secondary 
filter. Clyde R. Drum who has been 
with the company since 1957 has been 


named assistant sales manager. 








@ A size to meet every re- 
quirement. Uses pressure burner, 
number 2 oil and sells at popular 
prices. Has every feature for vol- 
ume sales. 

Made in large commercial sizes 
for schools, hotels, hospitals and 
public buildings. Approved for 
| 180 degree outlet water. 
| Details on request. 
| 














Presenting 


The Circulator 


The Hydronics 
~ Taleltraay 


_ Has Asked For 





The combination of many years of design 
manufacturing skill, and field experience has made | 
sible the development of the Watts 1000 Circulator 
=a Uleleiere] Mere) aiaaiele lac amcemcal= ience of heating 
cooling with water. Outstanding features set new 
ards for the industry, new ncepts in performar 


@ QUIET-SMOOTH PERFORM- 
ANCE achieved by eliminating 
electrical, mechanical and hy- 
draulic sounds common to 
other circulators. 


@ UNITIZED CONSTRUCTION 


eliminates bearing bracket, 
coupling and impeller shaft, 
minimizing service. 


@ COMPACT DESIGN for mod- 
ern package boilers and small 
utility rooms. 


e CORRECT HYDRONIC PER- 
FORMANCE CURVE meets flow 
design standards of modern 
piping and zoning. 


e MOTOR DYNAMICALLY 
BALANCED—specially selected 
and matched to circulator de- 
sign for long life and depend- 
able performance. 


e NO LUBRICATION RE- 
QUIRED IN PUMP. Motor 
requires no oiling on installa- 
tion or during first operating 
year. 


e BUILT TO THE HIGHEST 
STANDARDS of design, manu- 
facture and quality control. 


e@ PROVEN under toughest on- 
the-job conditions and exhaus- 
tive laboratory tests. 


e PREMIUM PERFORMANCE 
at no premium cost. Ample 
starting torque assures reliable 
operation at all times. 


@ TIME-PROVEN DESIGN 
PRINCIPLES of rugged, depend- 
able component parts. 





THE HEART OF EVERY HOME FUEL OIL 
DELIVERY TRUCK IS THE PUMP! 





Choice of horizontal or 
vertical 2’ suction and 
discharge ports simplifies 
piping and installation. 


Cover plates give ready 
access to pump interior 
for inspection purposes 
without disturbing piping. 


Rugged, durable, cast 

iron construction means 
long life under the toughest 
operating conditions. 


impeller and diffuser 
design eliminates 
metal-to-metal contact, 
resulting in long service life. 


Mounting pads spaced for 
5'2" or 6” saddle without 
the use of adapters or 
“trick mounts.” 





Discharge rates 
30 to 120 g.p.m. 


Rotation can be either 
clockwise or 
counterclockwise at input 
shaft, as required. 


“Remite”’ self-lubricating- 
seal ends shaft leakage 
and customer complaints. 


Heavy-duty gear box with 
helical-cut ductile-iron 
gears running ina 

bath of oil. 


Gear boxes supplied in 

6 o'clock position but can 
be quickly rotated to 3 or 
9 o'clock position in the 
field if required. 


W! The new MARLOW UNIVERSAL 
0 ® truck pump for home fuel oil delivery 


This fine new unit represents one of the greatest advances in 
truck pumps since Marlow introduced the speed increaser 
self-priming centrifugal truck pump to the Petroleum Indus- 
try in March of 1949. There’s no metal-to-metal contact or 
close clearances in this pump; that’s why it maintains full 
capacity throughout the entire life of the unit. And—you'll 
appreciate the unit’s leak-proof “Remite” seal that makes 
messy driveways and customer complaints a thing of the past. 
Here’s a pump that will make it possible for you to realize full 
utilization of your tank truck investment. Why not write 
Marlow today for complete information on these new truck 
pumps and the name of your nearest Marlow dealer. 
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MARLOW PUMPS 


DIVISION OF BELL & GOSSETT COMPANY 
MIDLAND PARK, NEW JERSEY 


Morton Grove, Illinois * Longview, Texas 9.540 
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Apt directs Battelle 


to continue Program 


4 CONTRACT that would permit Bat- 
telle Memorial Institute, Columbus, 
Ohio, to continue the coordination 
of the research program on equip- 
ment for fueloil has been extended 
through 1960 by the American Petro- 
leum Institute, New York. 

In Hot Springs, Va., at the annual 
meeting of the API Fuel Oil Commit- 
tee, April 19, a comprehensive oil- 
burner research program was recom- 
mended. This “master plan” of re- 
search for the industry was based on 
the results of a year’s preliminary 
study by Battelle. 

J. L. Minner, Shell Oil Co., chair- 
man of the Research Subcommittee of 
the Fuel Oil Committee, made the 
recommendation on the basis of a re- 
search report prepared by Battelle 
Memorial Institute. 

A review of the research study 
leading to the present recommenda- 
tions was presented by D. W. Lock- 
lin, head of the Battelle team of com- 
bustion and product-design specialists 

nducted the study. He noted 
that independently-financed research 
directed to new oilburner develop- 
ment by manufacturers and by oil 
companies, has begun to accelerate 
from a relatively low rate of activity 
over the past few years. 


Results 


Although the oilheating industry 
has heretofore lacked an industry- 
wide program of research and devel- 
opment, some degree of coordination 
has already been achieved in the past 
year among the burner research labo- 
ratories of oil refiners. A substantial 
expansion and redirection of effort, 
however, will be necessary to provide 
significant advances required for the 
development of fueloil markets and 
products 


Locklin observed that conventional 


12 new ways 


to cut overhead... beat inflation 
and save more money 


Keeps a BULL DOG GRIP 
on the PROFIT END 


of YOUR HOSE 


FIL-QUIK saves 1 to 2 hours 
flow time per truck, per day 


FIL-QUIK is a NEW PAT- 
ENTED PRINCIPLE—now in use 
nationally—that provides the safe 
way to pump oil as fast as 120 gal- 
lons a minute! 


SAVES TIME, OVERHEAD, EQUIPMENT 


It costs you $6.00 or more per op- 
erating truck hour. Increasing your 
pumping rate from 30 to 90 gallons per 
minute, will save you $2,220.00 on 
every million gallons pumped! 


OTHER SAVINGS, TOO 

Less pumping time 

is only one FIL-QUIK 
economy. It increases 
deliveries per man, per 
truck, per hour. Ends 


Johnson Fil-Quik System 
Div. OAKLEY & OLDFIELD + 329 S. Pitcher Street 
Kalamazoo, Michigan 


You will find complete details in 
the FREE BOOKLET—“12 Ways to 
Save with FIL-QUIK.” Send for it now. 


(Some territories still open for qualified 
distributors. Address T. O. Johnson) 


JOHNSON FIL-QUIK SYSTEM 
Div. OAKLEY & OLDFIELD 
329 S. Pitcher St., Kalamazoo, Mich. 


MAIL THIS COUPON TODAY 


Dept. OH-2 


SEND ME FREE BOOKLET 
"12 New Ways to Save with FIL-QUIK” 


Number of trucks you operate 


spills. Ends time-wast- 
ing “nurse fills.” Over 
all, cuts delivery costs 
up to 35%. 


oilburners have reached a state of com- 
mercial development by “cut and try” 
methods whereby substantial advances 
are unlikely without the introduction 
of new concepts. Among promising 
concepts, he listed fuel vaporization in 
the precombustion zone, unusual atom- 
ization techniques, and controlled re- 





PUT NEEDLESS 
OPERATING COSTS 
INTO YOUR PROFIT 

COLUMN! 














circulation of combustion products. 
Research is needed in such fundamen- 





Pane ets Sa Ses tal areas if significant advances in 
4 ; —=&B A burner development are to be 
pe 3 ee achieved. 
; Locklin outlined specific research 
needs within several general categories 
as follows: (1) combustion fundamen- 
tals and burner concepts, (2) product 
development and application, (3) resi- 
dential installations, (4) industry 
codes and standards, and (5) new 
uses for fueloil. Research priorities 
were also suggested in the Battelle 
report. 

He emphasized that research on 
combustion fundamentals and burner 
concepts should be directed to small 
burners, due to the growing impor- 
tance of low capacity burners in resi- 
dential comfort heating, water heat- 
ing, and other applications. In addi- 
tion to research needs, he outlined spe- 
cific recommendations for improve- 
ment of technical communications 
within the oilheating industry. 

The Battelle report marks the com- 
pletion of a year’s study, made under 
contract with the API, to appraise spe- 
cific research and development needs 





of the residential oilheating industry. 


No. 14 No. 15 No. 16 As part of the Fuel Oil Committee's 
e e ad ° 
install in cast Install in cast install in cast over-all interest in strengthening oil- 
or bronze tee to iron tee to pone ag to , heating markets, Minner’s Research 
complete a complete a complete an angle re ro TAL 
balancing valve balancing valve balancing valve Subcommittee carries the assignment 


of developing “a research plan de 
for hot water heating . . . for chilled water cooling. . . 


7 voted to improving existing fuel-oil- 
for any system where liquid is circulated... 


burning equipment and developing 


With MAID-O’-MIST balancing valve adapter units, you can avoid new uses for fueloil.” 
carrying heavy stocks of balancing fittings. That’s because the Cc Livi ‘ 

; Wi , ». J. Livingstone, Gulf Oil Corp., 
MAID-O’-MIST units can be installed without advance planning J i § oe P 
They’re simple as A-B-C to install, and they cost a mere trifle chairman of the Research Subcommit- 
They are sweat-fitted into copper, bronze or brass tees, and threaded 


tee’s Technical Advisory Group, re- 
ported that the Group had endorsed 
the comprehensive Battelle report as a 


into cast iron tees. And what a 
remarkable job they do in lettiag 
water flow freely thru the tee! 
Since the pipe diameter isn’t re- 
duced, there’s no water restriction 
except for the balancing required 
Contractors and Engineers agree 
MAID-O'-MIST Adapter Units 
teamed with MAID-O’-MIST’S 
famed Auto-Vents make a hard-to- 
beat team for efficient water cir- 
culation, 


basis for implementing a coordinated 
program of research and development. 


Dealer rating Test devised 
by N. Carolina Association 





DON M. WARD, executive secretary, 

aang PEER yg Ah North Carolina Oil Jobbers Associa- 

a See tion, recently devised a quiz so that 

fueloil dealers might rate themselves. 

Get full information from your The test includes 17 questions and 

jobber or write for catalog today! “Yes” 

ranking: 17—perfect; 15-16—excel- 

lent; 13-14—good; 11-12—poor and 
under 11—terrible. 


4 % 4 It is Ward's feeling that there aren't 
Z .O-=-MIST, tiie 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 


answers have the following 











YOU FIND THEM 
ON THE 
FINEST 
INSTALLATIONS 














Webster WexgaxXyiame aL 


Where comfort influences sales and production, it’s important to select 
heating equipment that assures uninterrupted service. Especially 
for overhead furnace installations. Here you can count on Webster Booster 
Pumps. These dependable, big capacity units were developed for high 
lift requirements — lift oil 15 feet from a storage tank and discharge it 
35 feet or more above the pump! Means an ample supply of oil at all times. 
Webster Booster Pumps are available in 15, 30 and 65 gph sizes. 
They’re quiet, versatile and serve as continuous or intermittent duty 
transfer pumps for filling small overhead feeder tanks or for other 
transfer uses. And, they’re equipped with the exclusive Webster rotary 
filter that ends cleaning problems forever. 
Write for Bulletin PU3 - 1 — contains complete specifications 
and installations data. 


HEATING DIVISION 


cr 
WEBSTER ELECTRIC 
| 
EJ RACINE-wis wantin ot 4199 


Frieloil & 25 


litete 








“WILL CALLS”’ 
CAN BE 
CONVERTED TO 
AUTOMATIC DELIVERY 


New low cost Fuel Use 
Computer proved to be 
great salesman by 
enterprising oil dealer 








This new low cost Fuel Use 

Computer . . . which helps 

you estimate fuel use at a 

glance . . . has been success- 

fully used by an enterpris- 

ing dealer as a means for 

converting die hard ‘‘will 

call” customers to automatic delivery. 

He’d found the major reason for their refusal to 

convert to be fear that their needs would not be adequately 

anticipated . . . that they’d run short of fuel during a cold spell. He 
eliminated this fear by explaining how the Fuel Use Computer enabled 
him to estimate their reserve exactly . . . built their confidence . . . and 
converted most of his list to automatic delivery. Result: maximum profit 
out of the use of his trucks through scheduled trips. 

You can convert your “will calls’, too . . . and we'll help you do it. 
For detailed information, just fill out the attached coupon and return 
it to us today. 

How The Fuel Use Computer Works 

A rugged measuring unit . . . easily attached to your roof . . . continuously 
relays the weather to a compact computer on your desk. This computer 
converts the information into average fuel use at any time . . . and gives 
you the information on four direct reading registers. It indicates fuel oil 
use both for customers who combine house and hot water heating and 
those who heat house only. It’s safe, entails far less clerical work, eliminates 
degree day calculating, and allows use of your present card system. And 
it can be used to convert “will calls’’ to automatic deliveries. Fill out 
the coupon now, 


HRB-SINGER, INC. 
A SUBSIDIARY OF THE SINGER MANUFACTURING COMPANY 
90 Schureman Street, New Brunswick, N. J. 


HRB-SINGER, INC. 
90 Schureman St., New Brunswick, N. J. 


Please send detailed information on how to promote the Fuel 
Use Computer to convert ‘“‘will calls’ to automatic delivery. 


Name 
Company 
Street 

City 
State 

















a dozen distributors in his state who 
rate as “excellent.” In his opinion, a 
great many fall in the “good” cate- 
gory and just as many in the “terrible” 
group. 

Take a few minutes and check your- 
self and your company. 

1. Does firm use a scientific auto- 
matic keep-fill system on a degree day 
basis? 

2. Does company have burner serv- 
ice department or provide at least 
moderate burner service through its 
own or allied company personnel? 

3. Is a record kept on the age, etc 
of each customer’s burner, boiler, or 
furnace so that contact for replace- 
ment may be made before losing out 
to competitive fuels? 

4. Is each customer's usage peri- 
odically checked by studying K factor 
in order to spot burner trouble, tank 
leak, or other inefhciency? 

5. Are company’s trucks and equip- 


ment always attractive and clean? 


Driver Attitudes 


6. Are company’s drivers extremely 
careful not to mess up lawns, etc.; and 
are they courteous and polite; and do 
they always have clean uniforms? 

7. Does the company’s drivers noti- 
fy the dealer of an accident such as 
spilling oil or damaging property with 
truck, before the customer gives such 
notice; and does the dealer act im 
mediately to preserve the good will? 

8. Does company provide each cus- 
tomer, especially new ones, a written 
outline of the company’s credit, de- 
livery and other policies so there will 
not later be a misunderstanding? 

9. Does company have a budget 
plan so that customer's payments may 
truly be a “Little Bill” everytime? 

10. Does dealer or an employee 
really know how to figure estimated 
heating usage (Btu’s basis) and esti- 
mated costs? 

11. Is dealer an active member of 
any two of the following: local oil 
dealer association; Oil Heat Institute 
Distribution Division; and the state 
association? 

12. Does dealer belong to a coop- 
erative or group advertising effort for 
oil heat, such as the Oil Heat Council 
(not just a credit organization) ? 

13. Does the dealer regularly attend 
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SAVES MONEY... 
CUTS UNLOADING TIME! 


| | ...that’s what LEADING OIL COMPANIES say about the 
ucnenecennene 


“VAPOR-FLO” MOTORPUMP 











@6 This pump is less expensive than the self-priming 
type pumps which have been specified for unloading 
operations. It is very little more in cost than a reg- 
ular centrifugal pump of equal capacity. 


@@ it has the unusual characteristic for a centrifugal 
of being able to pump gas or air and therefore 
particularly well suited for transport unloading 
Vapor-flo’ Motorpumps are built in service. 89 
2 to 714 hp sizes with threaded dis 


charge connections from 11 to 3” for It will pump continuously, even under severe vor- 


deliveries to 425 gpm. Time-tested, . ae , 
ee or - texing conditions normally experienced at the end 


fool-proof mechanical seals are stand- 


ard and give long drip-proof service. of a tank truck pumping operation. It will also 
operate where partial vaporization occurs due to 


sun heat or extended down times. 99 
It is suitable for dual service in loading and un- 
loading operations and has ability to strip cargo 
hoses. 99 


The cost advantage of this pump is a primary 
A patented diverging impeller with consideration . . . slightly more than straight cen- 
fewer blades enables the pump to trifugals but less than centrifugal — positive dis- 


handle air or gases. This patented fea- placement combinations. 
ture will not let the pump clog or 


vapor bind 











OTHER INGERSOLL-RAND PUMPS FOR BULK PLANT SERVICE 


MOTORPUMPS SELF PRIMERS 


a century 


from the leading manufacturer . . . 


Ingersoll-Rand 


7B8A9 11 Broadway, New York 4, N. Y. 
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MORE EFFECTIVE FILTERING 


Delavan’ Sintered Hilter 


Delavan’s Sintered Filter was. designed to provide greatly 
improved nozzle protection for small burners (from .50 GPH 
through 2.00 GPH). Sintered Filters are made of thousands of 
tiny bronze balls fused together into a uniform thickness and 
dense filtering medium. This filtering device lasts longer, is 
harder to contaminate, and provides more effective filtering 
than 200 mesh strainers. Sintered Filters are furnished at no 
extra cost on all Delavan nozzles under 1.00 GPH. 

All Delavan oil burner nozzles are Bi-Metal Construction, 
brass. body with stainless steel in those parts where wear is a 
factor. The perfect combination for fine performance. 

Be sure to try the Delavan type A hollow cone nozzle and 
type B solid cone and, of course, the all purpose type W . 
all with Delavan Sintered Filters. 


o> PELAVAN 


W// lanufucti ung c ompany 


Canadian Representative — Ontor, Ltd. 


12 Leswyn Road, P.O. Box 608, Station T, Toronto 10, Ontario, Canada 


fueloil sessions or conferences at con 
ventions or other industry gatherings 
such as Oil Heat Council, Ncoja, or 
OHI? 

14. Does the dealer subscribe te and 
read, trade publications on fueloi or 
oil heat in order to keep abreast of 
industry developments and improve 
ments? 

15. Does dealer or an employee 
regularly call on architects and/or 
builders in order to remind them of 
the advantages of oil heat and inform 
them of new improvements 

16. Does dealer and/or his branded 
supplier, when advertising their brand 
of fueloil, ever promote the over-all 
advantages of oil heat? 

17. Has dealer in past two years ar 
ranged a speaking or other fueloil pro 
gram at a civic club? 


Shell offers Manufacturers 
royalty-free burner Design 


THE VENTRES blue flame burner, a 
new oilburner design, (described in 
the August 1959 issue of FUELOIL & 
Oi Heat, p. 49) is being offered to 
manufacturers on a royalty-free basis 
by Shell Oil Co., New York 

Shell is willing to consult, when 
needed, with manufacturers who 
might wish to adapt the new oilburner 
design to their own burners 

The burner originated in Shell's 
fueloil and oilburner research labora 
tory. It differs from that of conven- 
tional burners in the way the oil-air 
mixture is prepared for combustion 

Tests have indicated that it has high 
eficiency at the low firing rates re 
quired for water heaters and residen- 
tial heating units. 

Inquiries concerning royalty-free 
use of the new Shell burner design 
should be addressed to Shell Develop- 
ment Co., 50 W. 50th St., New York 


20. 


Appliance Manufacturers 
list space heater Sales 
THE INSTITUTE of Appliance Manu 
facturers, Washington, D. C., has 
published a report on the distribution 
by states of vaporizing pot-type oil- 
burning space heaters during 1959. 
The companies contributing their 
sales figures made approximately 60% 





...A NEW AIR COOLED CONDENSING UNIT 


ss DESIGNED TO 


CREBEE Y* 


a ‘Vlease 


Fea inites high velocity air nuisance 
. . . minimizes operating noise! 
With the new 2 Ton and 4 Ton sizes of Moncrief Air 
hig Cooled Condensing Units, a powerful fan, housed com- 
= 


at, Cahtiniiemes pletely within the cabinet, propels air through the top- 
Round, Plenum .. heavy gauge mounted condenser coil. 
pe aon oe wed Sa. Condenser air is exhausted upward at low velocity and 


... vertical condensate noise is subdued by the cabinet. 
drainage. 


be: In addition, performance is boosted to peak Btu ratings. 
es Available in a complete line of 2, 3, 4 and 5 Ton sizes, 
, Moncrief Condensing Units have premium construction with 
cabinets of 16 gauge, zinc-coated steel for unsheltered 

‘ outdoor installation. 


Matched with Moncrief Evaporator Coils, these rugged 
: units are adaptable to virtually any application — Upflow, 
—— Condensing = Counterflow, Horizontal Flow or Blower-Coil — with unex- 
nit... top discharge aaa 
with centrifugal blower celled flexibility. 
ee y= teal The low prices of these premium cooling units contradict 
Blower-Evaporator Unit their excellence. 


-- . compact air handling lf you want to advance in the air conditioning business 
unit... accessory 


plenum-grilles the competitive, profit-making way, call your Moncrief 
available. Wholesaler now! 


Counterflow Evaporator 
Slides into accessory 
cabinet . . . zinc coated 
drain trays. 
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"~ 
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THE HENRY FURNACE COMPANY - MEDINA, OHIO 


HEATING AND AIR CONDITIONING UNITS 


= 
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of the sales during the year, but this 
@  @ | a + R | report covers only 48% of the total 
industry shipments, since private 
brand sales generally are not detailed 


HELPS CUT ae 
Manufacturers’ Sales of vaporizing 
A N T |  pot-type oilburning space Heaters 


by States 


All Along the Way! CALENDAR EAR 


1959 Per 
Unit Percent cent 
Ship- of agesin 
ments Total 1958 
Maine 2 51 
New Hampshire 12 
Vermont 33 
Massachusetts 
Rhode Island 
Connecticut 
NEW ENGLAND 


New York 
New Jersey 
Pennsylvania 
MID. ATLANTIC 


BULK PLANTS AND ) “Vn Delaware 

; aaa Maryland 

TERMINALS - & : } a 4 Dist. of Columbia 

-_— £2 | Virginia 

Roper Series 3600 Pumps mounted on steel . , West Virginia 
bedplates are compact units that require North Carolina 
minimum installation space. The interchange- South C | 
able gear reductions provide for 3 pumping Fr oouth aro ina 
speeds. Furnished with or ready to receive “i Sue, Georgia 
standard NEMA motor. No pump house needed. > Florida 
SOUTH ATLANTIC 
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Ohio 

Indiana 

Illinois 
Michigan 
Wisconsin 

E. NO. CENTRAIL 
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Kentucky 
Tennessee 
Alabama 
Mississippi 

E. SO. CENTRAL 


Ne 
w Oo 


Minnesota 

Iowa 

Missouri 

North Dakota 
South Dakota 
Nebraska 
Kansas 

W. NO. CENTRAL 


TANK TRUCK DELIVERY Roper Series 3600 Truck Pumps are 
quiet, smooth-running units that enable fast, safe deliveries. Thus — more Louisiana 22 
calls per day .. . more profit per week. All along the line — from bulk — 287 
plant to home delivery — you can rely on dependable Ropers to help W. SO. CENTRAL 466 


step up efficiency and cut down operating costs. 


Arkansas 


Montana 390 
Idaho 464 


. wee ‘ . Wyoming 18 
@ Furnished in hi- and lo-drive design Colorado 81 
@ Alloy iron gears promoté long life New Mexico — 

Arizona 15 


@ Heavy-duty high lead bronze bearings Utah 143 
@ With or without adjustable relief valve Nevada = 


MOUNTAIN 1,351 1. 
@ Operates equally well in either direction 


Washington 3,478 2. 
Oregon 1,707 a 
California 442 


Roper Hydraulics, Inc. PACIFIC 5,627 4.56 


Dept. 763, P. O. Box 269 UNITED STATES 123,386 100.00 
—— trea ROTARY PUMPS EXPORTS 12,324 
ee aT 


135,710 
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OWNERS HEAP PRAISE ON CHEVY'S HIGH-PERFORMANCE POWER! 


eas, 











“IDEAL TRUCK FOR THE MOUNTAINS”—TORSION-SPRING 
CHEVY WITH WORKMASTER SPECIAL V8! sin sridges wint ton you. He's a 


driver for Farmers Hardware, Athens, Ga. He’s behind the wheel of that V8-powered LCF 6 days a week, 
200 miles a day, with a lot of it low-gear mountain-country driving. ““You could drive this one even if 


you've never driven a truck before,” Bill Bridges says. “‘Handles just as well loaded as empty . 


. . takes 


curves like a passenger car and it’s got plenty of power for long, hard pulls up steep mountain grades.” 
Mr. Douglas Meyer, president of the company, praises his Chevy’s 8-9 mpg economy, calls it ‘‘remarkable”’ 


on a route like this one. 

@ The Workmaster Special V8’s secret of success is 
nothing less than a_ super-efficient combination of 
high performance, gas-saving economy and high- 
mileage durability. Wedge-head combustion cham- 
bers are fully machined for smooth high compression 
(7.75 to 1), with short-stroke action pouring out a 
high 185 h.p. Owners talk about the performance 
of this engine, astonished at the way it handles 
big-tonnage loads. The next moment they’re talking 
about its dependability, the way it keeps humming 


along on a low minimum of maintenance. Drop in 
on your dealer and check his engine specs in detail. 
Ask about the new Powermatic transmission, too. 
Talk engine, models, capacities, everything. Just be 
sure to save some time for a trial run in a 60 Chevy. 
You'll see it’s like no truck you’ve ever driven 
before. You'll also see why so many Chevy truck 
operators are able to get more work done in a day. 
Make it soon. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


1960 CHEVROLET STURDI-BILT TRUCKS Azzy 
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WILLIAM PINNOW, PINNOW OIL CO, ROME, W NSIN AYS 


Since switching to Texaco Fuel Chief 3 years ago our sales have 


increased 15%. Shifting our customers to Fuel Chief was easy—people 
know the high quality of other Texaco products. We have fewer serv- 
ice calls. There are definite benefits in selling this national brand, and 
.we like to do business with Texaco.” Sell the best ... sell TEXACO 
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Mr. Pinnow is a full-line Texaco Dis- 
tributor, operating service stations and 
supplying farmers with Texaco prod- 
ucts, including Fuel Chief Heating Oil. 


5 reasons why it 
pays to bea 
Texaco Fuel Chief 
Distributor 


1. Texaco Fuel Chief is clean-burning. 
2. Dependable and efficient delivery at 
all times. 
3. Immediate acceptance. Fuel Chief is 
sold under the nationally famous trade- 
mark, the Texaco red star with the 
green “T”’ 
4. One of the largest producers of heat- 
ing oil, Texaco is the only petroleum 
company to build up successful distri- 
bution of its products nation-wide. 
5. Profitable and proved sales policies. 
A SOLID FUTURE is one of the advan- 
tages of being a Texaco Fuel Chief 
Distributor. There may be an oppor- 
tunity for you. Investigate send this 
coupon to Manager, Fuel Oil Sales 
Division, Texaco Inc., 135 E. 42nd St., 
New York 17, N. Y. 
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Boston Council plans larger 
advertising Budget for 1960 


A BUDGET of $429,000 has been set by 
the Better Home Heat Council, Bos- 
ton, to advertise and promote oilheat- 
ing in the area. This is an increase of 
$87,000 over last year. 

Wat Tyler, The Wat Tyler Co., 
is chairman of the group; Charles An- 
drias, George W. Pickering Co. and 
Thomas P. Doyle, Doyle & Long, are 
vice-chairman; and Robert E. Cullen 
is secretary and treasurer. 

The Council's executive committee 
and board of directors are as follows: 

Executive Committee: Verner A. 
Anderson; Alvin O. Bicknell; Wil- 
liam J. Bursaw, Jr.; Herbert R. 
Church, Jr.; Francis M. Coan; C. 
Everett Elliott; Robert W. Fawcett: 
Nicholas Fitzgerald; Lester R. God 
win; Orodon Hobbs; Conrad G. Ken- 


iston; John Matthewman; John New ° 


by; J. Brooks Robbie; Daniel Valpey; 
R. O. Beauregard; Stewart C. Brown; 
Rupert S. Carven, Jr.; Donald Clark; 
Harold Davies; David G. Fanning; 
Leslie C. Fitzgerald; Richard L. Gard- 
ner; Archie Gould; Donald Hughes; 
A. L. Levitt; Robert Morse; Martin 
Niland; Thomas 7, Scott: Catherine 
Woodbury. 

Board of Directors: William Breed; 
Harold N. Farrar; John Gamble; 
Joseph P. Hernon; John A. Hill, Jr.; 
Guy Howe; John Kaneb; Austin 
Knight; Frank Larkin; Raymond D. 
Nelson; Stanley Oliver; Paul Rim- 
bach; James Scanlan; James Smith; 
William H. Sullivan, Jr.; Mahlon 
Walker; Lawrence Williams; Frank 
A. Brewer, Jr.; Lee Friedman; Wil- 
fred H. Hall; Thomas Hickey; Rich- 
ard T. Horan; Walter Irvine; Harold 
Kelley; Walter Lanergan; Peter Mac- 
Noone; Stanley 
Paterson; Raymond Rosenthal; Minot 
M. Shaw; David Sullivan; Michael 
Vidette; and Earl Webb. 

Honorary directors are Fred N. 
Beckwith and J. Leonard Johnson. 
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LINCOLN 


HIGHEST QUALITY 
FULL FLEXIBILITY 


HANDSOME PROFITS 


LINCOLN AIR-COOLED 
CONDENSER UNITS 


Two yg 3, 4, 5, 7%, and 10 horsepower 
to operate — easy to 





service, 


LINCOLN EVAPORATOR COILS 


Hi-Boy and Lo-Boy, Counter-Flo and Horizontal 
Models for all applications. 





EVAPORATOR-BLOWER UNIT 


Ideal for attic, basement, or craw! space instaile- 
tion — 2, 3, 4, 5 and 72 horsepower capacities. 


¢ LINCOLN: 


AIR-CONTROL - 
PRODUCTS, INC 


WARTHMORE. PENNSYIL 





. Industry Groups 


Out of Rochester sponsors 
oilheating service School 


urse covering installa 
of oilhe equip 
sponsored by the Oil 


f Rochester (N. Y.) 


PACKAGE — 
FOR | Seco Pi 
FILLING | 


q PHILLY ALL-WEATHER 
Fool -proof, 


iting 





| 


i WeeK 


School 


evening 





OIL TANK 
GAUGE 


%& DESIGNED FOR PERFORMANCE 
%& MANUFACTURED FOR QUALITY 
> PRICED FOR VOLUME SALES 


CAP 
ice-free, non- 
rusting. woter-tight. 
ADJUST-O-SWIVEL 
Leak -proof swiveling 
for hose or Philly nipple. 
Repairable, self adjusting. 
PHILLY FILLING NIPPLE 
“O-ring seal. 


~~ 


One turn connects 
with Insert of Adaptor. 
a 


New England Associations 
name Fay new Secretary 
FAY has b come secre 
ot the )] Hy it 
England and executive 


f the New Fuel 
Association replacing Robert 


Insti 


England 


PHILLY MALE INSERT 
Threads into Fill-Box 
Cam-locks with 

Philly filling nipple. 


>. Wing who resigned 


issociations have moved to new 
330 Stuart St., Boston. 





~ 
MIRACLE 45° ADAPTOR 
Female No projections, Built- 
in Insert, Perfect for close-to- 
woll fill. 





PHILLY ; 
OEEP-FILL 

For buried tanks. 
Whistle signals 
anywhere. 

No measuring, 
No adjustments, 
No spitting. 


— 
STRAIGHT ADAPTOR oS Coie 
Femole, For fill pipes at ground 


level of above. Built-in Insert. 


PHILLY 


VIN AUTON Y 


Fuel Oil Delivery System 


PHILLY RAPID-TITE DIVISION 
PLASTIC AND APPLIANCE CO., INC. 
5311 WESTMINSTER AVE. PHILA. 31, PA. 























homeward Products Inc. 


Three presidents of New Jersey fueloil 
dealer organizations listen as Frederick 
Stahiberg, Quiet Automatic Burner 
Corp., describes how fueloil can heat 
water rapidly and economically. Stand- 
ing left to right are William A. Fluhr, 


3420 S. W. 9th St. 


MAIL TODAY DES MOINES. IOWA 














Red Bank, North Shore Fuel Merchants 
Association; Roy Cruse, Livingston, Es- 
sex County Fueloil Dealers Association; 
and Robert M. Crane, Cranford, Union 
County Association. 

The presidents wear lapel pins made 
of two pennies. The connection is that 
just two cents will supply a household 
with all the hot water it can use if oil 

is the fuel. 





May 


ies 


Wn. Dealer 


Stock this fast-selling gauge with 
many exclusive features not found 
in higher priced gauges. 


WRITE TODAY FOR OUR LOW 
PRICES AND SAMPLE GAUGE 
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HIGH EFFICIENCY COOLING FOR COMMERCIAL— 
INDUSTRIAL BUILDINGS ... 





Outwardly beautiful and pleasing to the eye, inwardly rugged 
and powerful, new Janitrol 52 Series units combine years-ahead 
styling and cooling performance . .. provide truly low-cost cen- 
tral cooling with matchless reliability and performance. 


JANITROL’S ADVANCED DE- 
SIGN . . . A SAFEGUARD 
AGAINST PRODUCT OBSO- 
LESCENCE! 


The weatherproof, high-efficiency 52 
Series condensing unit, containing all 
moving refrigeration parts, installs 
outside. Available in six basic capa- 


cities from 22,200 to 110,200 btu/hr. 


Full A.R.I. certification: Every Janitrol 
unit meets all standards of Air Con- 


ditioning and Refrigeration Institute. 


STANDARDS OF EXCELLENCE... 


In Performance—large condensing coils assure efficient operation with out- 
door temperatures up to 125°F! 


In Styling—crisp, modern lines distinguish the new 52 Series. Cabinets are 
finished in durable, automotive-type enamel. 


In Economy—The top-mounted fan bathes condensing coils in a jet stream 
of cooling air to raise efficiency and reduce current usage. Coils are shaded 
from the sun by louvers. 


In Quietness—The powerful compressor is mounted on rubber-cushioned, 
resilient springs . . . cabinet is heated with special sound-deadening material. 


In Safety—Complete overload and weather protection is provided. Enclosing 
grilles thoroughly safeguard children and pets. 


In Servicing Ease—all components are easily accessible. Service panels can 
be removed without effecting operation during service checks. 


MULTIPLE COMBINATIONS PROVIDE ECONOMICAL, HIGH CAPACITY 
COOLING Any desired number of 


Janitrol 52 Series units 
may be installed to- 
gether, with zero clear- 
ance between, to pro- 
vide a variety of higher 
capacity combinations 
from 120,000 to over 
1,000,000 btu/hr. Only 
Modular cabinet design and upflow exhaust permit Janitrol offers custom- 
compact, multi-unit installations. Only the grilled, air- built capacities at stand- 
intake side of the cabinet requires clearance. ard model cost! 


JANITROL 
year ‘round conditioner 


Combines quality gas heating 
and waterless cooling! Less 
than four sq. ft. of floor space 
needed for most installations. 
Features include famous Dura- 
Tube heat exchanger with 20- 
year warranty. Unique by- 
pass for correct air flow on 
heating or cooling cycle with- 
out adjustments. Powerful air- 
cooled 52 Series condensing 
unit. ADD-ON cooling — install 
for heating only, add cool- 
ing later. 





ADD-ON 
COOLING 


Adapts most any warm air 
furnace for thrifty, efficient 
central cooling. Cooling coil 
mounts in duct, attractive, 
air-cooled 52 Series unit goes 
outside. Powerful, quiet per- 
formance with outside tem- 
peratures to 125°F. Easy 
to install. 





“*J-LINE”’ self-contained 
conditioners 


An economical solution for 
many cooling needs. One 
compact unit contains blower, 
compressor and coils. For use 
with ducts or as free dis- 
charge. Install through wall 
in crawl space, attic or other 
limited access locations. 





BLOWER-COIL 
UNITS 


Smartly styled cabinet con- 
tains cooling coil and blower 
for use as free discharge or 
with ducts. Units are attached 
to ceiling to save floor space. 
Very quiet and efficient! 





GAS-FIRED 
DUCT FURNACES 


For installation in a duct where 
the air is circulated by a 
separate blower. Especially 
adaptable for industrial heat- 
ing applications in combina- 
tion with cooling. 73 Series in 
six sizes from 50,000 to 225,- 
000 btu/hr. 72 Series in sizes 
200,000 and 300,000 btu/hr. 
may be combined to pro- 
vide unlimited capacity range. 
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QUICK COUPLERS 


SLIPS ON 


% 6 
N 2° 
CAM TIGHTENS _ Nay 


The Fastest, Safest, 
Gurest Coupling Known 


BRONZE > ALUMINUM - MONEL 
STAINLESS STEEL + SEMI-STEEL 


ALL STYLES OF ADAP- 
TORS FITIN ALL STYLES 
OF COUPLERS OF THE 
SAME SIZE. 

Perfectly tight, no leak 
connection in seconds. 
Kamloks couple and un- 
couple instantly regardless 
of “hook-up”. 


Write for Free Bulletin F-10R 


OPW CORPORATION 


2723 Colerain Ave., Cincinnati 25, Ohio 
Phone: Kirby 1-5400 











. . « « Industry Groups 


National Fueloil Council 
seeks oilheating Symbol 


TO DEVELOP an idea for a visual sym 
bol for oilheating promotion, the Na- 
tional Fueloil Council is offering an 
award for the best suggestion. 

This symbol should be usable in 
connection with all advertising, mail- 
ing pieces, outdoor advertising, and 
It should ex- 
emplify the basic qualities and modern 
concept of oilheating. 


identification on trucks 


Prizes will be awarded. Among 
those who are eligible to suggest sym- 
bols are advertising agencies now serv- 
icing Nec markets, individual and 
staff members of NFrc member asso- 
ciations. 

Entries should be sent to the “NFc 
Award,” National Fueloil 
424 Madison Ave., 


N.Y 


Symbol 
Council, Inc., 
New York 17, 


Espa has convention Cruise 
aboard ‘Queen of Bermuda’ 
New York City on 
April 23 were members of the Empire 


SAILING from 
State Petroleum Association, Inc., who 
held their spring convention aboard 
the Queen of Bermuda. Business meet- 
ings and panel workshops were held 
An oilheating panel discussion was 
moderated by Charles Burkhardt, act- 
ing managing director, Oil-Heat Insti- 
tute of America. Among the subjects 
discussed were new burner develop- 
ments: the economics of natural gas 
vs. fueloil; the Westchester Program 
and the promotion of oilheating in 
competition with natural gas. 


Northamerican Wholesalers 
film Movie for Consumers 


A FILM telling the key role of whole- 
saling in distribution has 
been made by the National Associa- 
tion of Wholesalers in cooperation 
with its member organizations, includ- 
ing Northamerican Heating & Air- 
conditioning Wholesalers Association, 
Columbus, Ohio. 

Starring Buster Keaton, the film is 
available for showings at meetings, 
before business and professional asso- 
ciations, before church, lodge and 
trade groups. 


today’s 


(Please turn to page 112) 





USERS PRAISE 
RECTORSEAL +5 


the scientific 
sealing compound 

for oil heating 

installations. 


Rectorseal #5, with its ten ingredients, 
is giving these contractors far better 
seals on threaded connections than any 
other compound. Slow drying and soft 
setting, it covers the threads completely 
and properly, assuring leak-proof seals 
on all oi] heating connections, Use Rector- 
seal #5 on your installations and be sure 
of a completely leak-proof installation. 


West Dennis, Mass., contractor says: 


‘Used Rectorseal #5 Thread Compound 
and found it very satisfactory.” 


Heating Company, Allentown, Pa, says: 
“Rectorseal works fine. Held up under 
pressure. A good product.” 

A St. Louis Plumbing and Heating Co., 

says: 

“Rectorseal works O, K 
on difficult joints.” 


Have used it 


Plumbing and Heating Contractor, Leip- 
sic, Ohio, says: 
“I think Rectorseal #5 Thread Com- 
pound is the best we have ever used.” 


Buckhannon, West Virginia Heating and 
Plumbing Contractor, says: 
“Very good. Best of its type I have 
used.” 


From a Richmond, Maine, Plumbing and 
Heating Contractor: 
“I will say frankly that Rectorseal #5 
Thread Compound is the best pipe dope 
I have ever used.” 


A Wahpeton, North Dakota, contractor 
Says: 
“We have used your #5 Thread Com- 
pound on several jobs and found it does 
a nice job with no leaks.” 


A Philadelphia contractor says: 


“My men think and say it’s the best 
dope ever.” 


We want you to try 
Rectorseal #5, and 
have a free sample 
for you. Please send 
name and address of 
your regular supplier. 


RECTORSEAL, 
Dept. 0 


2215 Commerce St. 
Houston 2, Texas 


RECTORSEAL:5 


THE POSITIVE LEAK PREVENTER 
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WITH THE ARCOLEADER PACKAGED BOILER 


Be more competitive on your hydronic* bids for 
new construction and make a good profit, too. How? 
Use the American-Standard 6-point estimating and 
installation plan, and the American-Standard pack- 
aged Arcoleader cast iron oil-fired boiler with 
Heatrim baseboard panels—both for fast, low-cost 
installation. 


Money-making 6-point plan includes: an accurate, 
easy-to-figure heat loss calculation; accurate sizing 
of boiler, baseboard, pumps and piping; a pre- 
planned labor procedure and I=B-R test-rated 
equipment. 


Packaged Arcoleader |=B-=R rated boiler is shipped 
factory-assembled with circulator and controls 
mounted and wired. All Arcoleader boilers are 
equipped with the new Model DH Arcoflame Oil 
Burner featuring the Exact-aire adjustment con- 


Amunican-Standard and Standard” are trademarks of Amenca 


tandard Sanitary Corporation 


trol that sets air-oil mixture without tools. Tankless 
water heater and de luxe jacket optional. Net I-B-R 
ratings: 75,000 to 183,000 Btu/hr. 


Heatrim panels are low-cost, yet maintain quality 
and styling. Four combinations of enclosure and 
element give economical, efficient heat for all homes. 
Panels go in fast. White satin prime coat on 8” 
model saves painting cost. 


For information on the 6- 
point plan or the complete 
line of hydronic products, 
see your American-Standard 
distributor or write: 
AMERICAN-STAN DARD, 
PLUMBING AND HEATING 
DIVISION, 40 W. 40th Street, 
New York 18, New York. 


*Hydronics—the science of heating or cooling with water 


American-Standard 


PLUMBING AND HEATING DIVISION 





A COMPLETE 
FAMILY OF 
TOP QUALITY 
RELIEF AND 
REDUCING 
VALVES 


A.S.M.E. AND STANDARD RELIEF VALVES 


Bell & Gossett A.S.M.E. Relief Valves, tested by the National Board and 
labeled with the A.S.M.E. symbol, are offered in a wide range of sizes to permit 
close matching of relief valve capacity to the boiler load. They are designed, 
built and inspected to assure that they equal or exceed A.S.M.E. code 
requirements. 

The diaphragm construction of these valves establishes a new low differ- 
ential of not to exceed three pounds, on standard setting, between opening 
and closing pressures. During an emergency, a B&G diaphragm-operated 
valve has much greater opening power, because the effective operating area 
of the B&G Valve is as much as nine times greater than other designs. There 
are no guides to jam and the resilient Silicone rubber seat is extremely resist- 
ant to the effects of high temperature. 

BeG standard relief valves are built to the same high quality which 
characterizes all BeG products. 


REDUCING VALVES...featuring Anti-Siphon Check Valve 


The Anti-Siphon Check Valve feature, now included as standard on all BaG 
Reducing Valves, introduces an entirely new principle of check valve oper- 
ation. It prevents back flow of water from a system, which might occur when 
city water pressure falls below the system pressure. A simple, yet extremely 
effective device, the Anti-Siphon Check Valve is less affected by dirt than are 
ball and flapper type checks. 


wie terreno (:)=\ BELL & GOSSETT 


of "B&G Relief and COM P AN Y 


Reducing Valves,” 
Bulletin No. HZ-856A G Dept. GE-7, Morton Grove, Illinois 


® Canadian Licensee: §. A. Armstrong, Lid., 


1400 O’ Connor Drive, Toronto 16, Ontario 
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Pre-Set Register, 
Lever Controlled 


Micro Adjustment 








T-70 Rotocycle Meter 





ROCKWELL “T-70” KOJ0CYCLE 


40 May 
1960 


NEED for accurate 
tank truck measurement 


in one easy fo install and operate package 


With the Rockwell T-70 we’ve made it easy 
and economical for you to get all the bene- 
fits of tank truck metering; either as new in- 
stallations or as replacements. Consider 
these advantages: 


EASY to install 


You have the option of three inlets and two 
outlet connections. You can even make a 
right or a left hand setting without using 
adaptors. Thus these meters practically ease 
themselves into any truck compartment, old 
or new. 


EASY to service 


To gain access to the meter rotor, strainer or 
air eliminator, it is only necessary to loosen 
a few cap screws. These elements can then 
be removed through full size areaways for 
routine cleaning or examination. 


EASY to calibrate 


A micro adjustment device varies the speed 
ratio between the measuring element and 
the register. It takes only a screwdriver to 
adjust for variations caused by changes in 
liquid properties (viscosities, etc.) or vari- 
ables in the meter installation. 


EASY to pre-set and operate 


You just dial the quantity to be delivered in 
advance by depressing the levers under each 
register wheel, then touch the valye control 
and the meter will ‘count down”’ and shut 
itself off in easy stages as the zero point 
is reached. 


You get all of this plus the precision accu- 
racy of a Rotocycle meter, proved over the 
years for its reliability under heavy work 
loads and designed to take the punishment 
of truck travel in stride. Write for bulletin 
OG-410. Rockwell Manufacturing Com- 
pany, Dept. '22E, Pittsburgh 8, Pa. In 
Canada, Rockwell Manufacturing Company 
of Canada, Ltd., Box 420, Guelph, Ontario. 


ROCKWELL”? 





TANK TRUCK METER 


(RATE OF FLOW 14-70 GPM) 
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SPEED KLEEN. 


Gives you benefits no other filling system offers 


“THE BEST INVESTMENT | EVER MADE” 


“Speed Kleen fittings by Time Saving Fills were the best investment e ein dale ; saa 
I ever made, and moreover, my men agree with me. Last year we . W. Gu Fotng, srameem of Poling 


s ° ; Oil Company, in Westfield, N. J., is one 
operated the most efficient and safest delivery system in our 34 years of New Jersey’s progressive fuel oil 


of business. Any dealer, large or small, who does not have the Time oan —~ aye gna hey dis- 

: : ae — ; . aa ea tributors, large or small, he is saving 
Saving Fills System is really missing something. This is one invest money with Speed Kleen tight-filt 
ment I can recommend to anyone. 








MADE FOR OIL MEN 
BY OIL MEN! 


. Nozzle Tube has 5-year warranty. Tube 
drains deep inside like funnel. Locks 
tightly with twist of a wrist. 

. Fill Cap is chained to pipe. Tamper 
proof, can’t be misplaced or dropped. 
Available with name plate. 

. Flush Sidewalk Cap self-ejects quickly. 
No threads to freeze. Sturdy, water-tight. 

. Underground Drop-In Tube saves you 
up to 75 per cent of filling time. Portable, 
anchors tightly, eliminates measuring 
tank, always vents completely. Whistle 
warns when full. 


TIME SAVING FILLS, INC. 


PHONE: YORK 6119 - 140 W. MARKET STREET .- YORK, PA. 


May 
1960 





Why sell a lesser brand of heating oil ? 
Why settle for less business ? 


MOBIL MEANS 
MORE CUSTOMERS! 








because more people buy Mobilheat 
than any other brand! 


Mobilheat distributors are armed with tailor-made selling 
and marketing plans that work in their particular markets. 


Individual planning with each distributor quickly gets 
down to the hard facts of whom to sell and how. There’s 
no fooling around with “soft” programs that look better in 
print than on profit and loss statements. 


Selling tools that help Mobilheat distributors tell the best 
product and service story in the business mean more 
customers for all of them. If you are interested in how to 
get more customers—and are willing to benefit from 
experience—contact the Mobil Oil Company office 
nearest you. 


America’s 
Largest-Selling 
Heating Oil! 


Tar wa : <g ) / Be A Tie NR na en Mea et 
MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N. Y. 
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V8031 Hydronic Zone Valve can be used 
with all standard Series 80, two-wire 
thermostats. The valve has an integral line voltage 
auxiliary MICRO SWITCH to operate the circulator 
and/or the burner. This eliminates the 
separate switching relay. The V8031 also features a 
stainless steel butterfly assembly with a “Viton A” 
rubber seal to provide long valve life and positive 
shut-off, 


low-voltage 


need for a 





NEW Honeywell Hydronic 
Zone Valve controls both 


hot and chilled water 


Honeywell’s new Hydronic Zone Valve is 
specially designed for both heating and cool- 
ing zone control applications. Its high qual- 
ity assures top performance and a long, 
trouble-free life. You profit many ways by 
handling Honeywell’s complete line of con- 


trols. You have easier installation, simplified 
inventories, field training—plus really fast 
help when you need it. Honeywell backs up 
its products with prompt, efficient, nation- 
wide service—available from 112 Honeywell 
sales-service offices. There’s one near you. 


Specify Honeywell the next time you order thermostats, 
heating equipment or air conditioning equipment 


For information about Honeywell’s 
complete line of control systems 

for heating and cooling, call your 
local Honeywell office. Or write: 
Minneapolis-Honeywell, Department 
FH-5-11, Minneapolis 8, Minnesota. 
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FOR YOUR NEEDS 


ti 
e Tripping lever for locking 
or releasing arm 


e 180° swing permits deliveries from 
either side; 5 locking positions 














e Button on top of handle 
controls motor 


e Adjustable arm extends irom 
14% to 23 in.—fits any size reel 


e Removable pulleys make hose replacement 
easy, without removing nozzle 





Fully adjustable hose guide cuts delivery time, lengthens hose life 


More deliveries per hour! Less wear and tear on hose! 
Guided unwinding and level rewinding! You get all these 

on new or old trucks—with the Philadelphia Valve 
hose guide! Ball-bearing rollers can be removed to per- 
mit replacement of hose and the symmetrical rollers can 
be inverted to double the life of the flange. Arm swings 
out of the way when traveling, locks in any one of five 
positions when in use. Adjustable arm length permits its 
use on any size reel, guides hose around corners of 
truck. Unit weighs only 14'2 I|b., withstands a 500-lb. pull. 

Rugged construction means long life that virtually 
assures freedom from replacement costs. Control wires 
are fully enclosed to prevent cutting by hose. Write to 
us or your distributor for full details. 


PHILADELPHIA VALVE COMPANY 
ARAMINGO AVENUE AND EAST TIOGA STREET, PHILADELPHIA 34, PA, 


DISTRIBUTORS 
NORTHEASTERN PETROLEUM SERVICE & SUPPLY, INC., 37 BROOKLEY ROAD, JAMAICA PLAIN 30, MASS. « OIL MARKETING EQUIPMENT 
COMPANY, 325 FREMONT STREET, SAN FRANCISCO 5, CALIF. *» HOWARD SUPPLY COMPANY, 5125 SANTA FE AVENUE, LOS ANGELES 11, CALIF. 
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MORE DEALERS IN THE “KNOW” 


Because only Hess delivers: security of supply 
...in metered trucks...round the clock...from 
billion gallon storage...on schedule! 

Only Hess delivers the finest #2 home heat- 
ing oil in the industry... PLATINUMIZED 
WHITE-HEAT! So clean, so clear, so consist- 
ently pure it wins more customers on sight 





SAY YES TO A HESS CONTRACT 


...means fewer service calls...more profits 
for you. If you want to do business as an 
independent with the only independent 
refiner specializing in home heating oil, pro- 
viding exclusive service benefits...then you'll 
want to see a Hess representative today... 
and say YES to a HESS contract. 


NEW PLATINUMIZED WHITE-HEAT—THE BRAND TO BUILD YOUR NAME ON! 
Hess, Inc. State St., Perth Amboy, N. J. + phone VAlley 6-1000 


TERMINALS: PERTH AMBOY, N. J.* « WOODBRIDGE, N. J.* + EDGEWATER, N. J. «© PORT READING, N. J.* « PENNSAUKEN, N. J.* « NEW HAVEN, 
CONN. « ALSEN, N. Y. « RENSSELAER, N. Y.* « ROCHESTER, N. Y. « SCRANTON, PA.* « BALTIMORE, MD.* « HESS FUEL OILS, INC.: JACKSONVILLE, 


FLA. « PORT EVERGLADES, FLA. « HESS TERMINAL CORP.: HOUSTON, TEX. « NEW ORLEANS, LA. 


*WHITE-HEAT Terminals 





TO THE 
8 U SS | N E S S 4 | A | \ hether your business is large or small, buying and install- 


ing 2-way radio today can be your most profitable decision. 
Cc ‘e) NT E | PLATI N G Here are important factors you'll want to consider: 


1. HAVE YOUR SYSTEM ENGINEERED BY AN EXPERT. 

4 -WAY RA D |{e) Your system should be planned to your specific requirements 
taking into consideration many factors such as where and how 
| @) 7 19 6 re) far your vehicles travel—integration with your business pro- 
cedures, etc. This is not a job that can be done as a sideline. 
It requires the specialized knowledge of highly trained experts. 


When you choose Motorola 2-way radio, you can expect expe- 
rienced counseling and custom-planning of your radio system. 
The complete responsibility rests with one source. Motorola, and 
only Motorola, sells exclusively from factory to you through full 
time, factory employed 2-way radio sales engineers . . . specialists 
who are backed up by the industry’s largest and most expe- 
rienced systems engineering department. 


2. MAKE SURE THE EQUIPMENT YOU GET MATCHES 
YOUR JOB. Each component of your system should be 
chosen because it is the most efficient for the specific job it has 
to do. Only a complete line can assure you of the model that 
exactly meets your needs. 


When you choose Motorola, the components of your system 
will be carefully selected from the most complete line of com- 
munications equipment available . . . equipment that has been 
proved on the job in thousands of installations for every 
conceivable type of vehicle. 


3. GET THE MOST RELIABLE EQUIPMENT FOR 
LONG-RUN ECONOMY. Your equipment has to be built to 
take a beating—to stand up day in and day out under hard 
usage. Naturally, you can’t tell by looking at the cabinet how 
long a radio will last. It’s better to look at the record. Here’s 
what you will find: police and fire departments, utilities and 
transportation services—the nation’s most critical and most 
experienced buyers of 2-way radio—specify Motorola more 
often than all other makes combined. Why? It works better .. . 
longer . . . and at lower cost. Ask a nearby Motorola user. 


4. DEMAND NEARBY, EXPERT SERVICE. Long outages 
can be more than inconvenience; they can be costly. But when 
you choose Motorola, wherever you are, one of Motorola’s 800 
Service Centers can give you fast, efficient service. A Mainte- 
nance Contract,with Motorola fully responsible,assures you of 
continuing peak performance. And Motorola has its own 
line of service test equipment and staffs its Service Centers 
with factory-trained and factory-supervised technicians. 


5. WRITE MOTOROLA, FOR MOTOROLA IS SPECIFIED 
MORE OFTEN THAN ALL OTHER MAKES COMBINED. 


Motorola... the communications specialist 
to industry for nearly three decades 


2-WAY RADIO 


Motorola Communications & Electronics, Inc., 4501 Augusta Bivd., Chicago 51, Ill. 
A Subsidiary of Motorola Inc. SPaulding 2-6500 
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WILLIAMSON Seq/-Tite* duct, pipe & fittings 
guarantee a faster, better installation! 





JOB: One man to install all duct and fittings, plenum 
to register, with 8 average warm air runs and 1 
central return air. 


INSTALLATION METHOD 


Average Prefabricated 
or Shopmade Duct & Fittings 


Seal-Tite* Duct & Fittings. .........14 hes. 


LABOR TIME 





YOU SAVE...2 hrs. 7 min. 


2 Hrs., 7 Min. X Your Hourly Rate=$ 


Sig 


SAVED! 
*T/M 


Figure out for yourself just how much you can save. 
Even better, try Seal-Tite on one of your jobs and 
make your own “‘stopwatch test”. AND . . . Seal-Tite 
duct and fittings fit perfectly . . . have custom-made 
appearance . . . maximum efficiency. 


THE WILLIAMSON COMPANY 
3312-U-5 Madison Road, Cincinnati 9, Ohio 


Tell me more about Williamson Seal-Tite*! 
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more of everything 


® 


Gas Furnaces 


Upflow — Compact, completely 
assembled and wired units — 


75,000 to 200,000 Btu. 


Counterflow — Completely as- 
sembled and wired — 75,000 
to 150,000 Btu. 


Horizontal — Low and compact, 
assembled and wired — 80,000 
to 140,000 Btu. 


Basement — Compactly pack- 
aged, heavily constructed, eas- 
ily assembled — 105,000 to 
260,000 Btu. 


New! Horizontal Gas 
Furnaces Designed 
with Add-On Cooling 
in mind! Low and 
Slender! 4 Sizes! 


Interior view of 
Upflow Unit, showing 
the rugged 
construction and 
uncomplicated 
design 





Oil Furnaces 


Assembled and Wired — Win- 
ter Air Conditioners with Re- 
fractory Firebox — 78,400 to 
112,000 Btu. 


Counterflow — Completely and 
partially assembled — 78,400 
to 123,200 Btu. 


Horizontal — Heating element, 
blower and motor assembled in 
casing—89,600 to 224,000 Btu. 


Basement — Heavily con- 
structed, readily assembled — 
84,000 to 224,000 Btu. 


3 
° 2 4 
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Gas Fired Gas 


Conversion 


Unit Heaters, 
Burners 


5 Models 


THE Cc. 


New! 3 new sizes of 
Horizontal Furnaces! 
Low and Slim with 
increased Air Handling! 


Interior view of Upflow 
Unit, showing Round 
Heating Element and 
Refractory Firebox! 


(1) 2,3, 4, 5 H.P. Air 
Cooled Condensing 
Units, (2) Plenum 
Evaporator, (3) Duct 
Evaporator, 

(4) Counterflow 


*. Evaporator, (5) Blower- 


Evaporator Unit. 


OLSEN MANUFACTURING 
2 


HEATING 





HEAVY CONSTRUCTION — Heavy- 
gauge, long-lived Heating Elements 
and heavy-gauge, die formed Cabi- 
nets give Luxaire Units unsurpassed 
durability! 


EYE APPEAL — Simple, pleasing 
cabinet styling typifies the uncompli- 
cated design and construction within 
every Luxaire Unit! 


ADAPTABILITY TO COOLING — 
With increased blower capacities, 
Luxaire offers high air handling ca- 
pacities all along the complete line! 


EXTRA-COMPETITIVE PRICING — 
You can depend on Luxaire prices 
because they are consistently com- 
petitive — consistently lower with 
respect to the excellent qualities 
available with Luxaire! 


If you have a problem of choosing 
between a low price and excellence, 
see your Luxaire jobber, today! 


Year ‘Round 
Combination 
Units, Air 
or Water 
Cooled, Gas 
or Oil Fired 


Winter Air 
| Conditioners 
| Gas Fired 

or Oil Fired 


COMPANY e e Etyvria, On10 


& AIR CONDITIONING UNITS 
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Oil Heat shows Strength 


Out Convention and Exposition reflect confident Climate for Oilheating 


'TENDANCE at the 38th annual 
A convention of the Oil-Heat In- 
stitute of America and the concurrent 
23rd Oil Heat and Air Conditioning 
Exposition attracted record crowds 
and evoked record interest. 

The convention took place at the 
Park-Sheraton Hotel, New York, 
N. Y., April 4 to 7; the Exposition 
was located at the nearby Coliseum 
on the same dates. All convention 
sessions took place at the hotel, ex- 
cept for two sessions on electric heat, 
which convened at the Coliseum. 

Registration figures released by 
OHI indicate that a total of 15,208 
oilheating people visited the equip- 
ment exhibits and slightly more than 
1,400 industry people paid for con- 
vention registration. There was no 
charge for those who filled in cards 
to secure admission to the Coliseum 
and examine the 120 or so equipment 
exhibits, but the 1,400 who attended 
convention sessions did pay for their 
registration. 

In the election of officers for the 
coming year, the newly-elected Board 
of Directors (see the listing on the 
next page) re-elected Fred W. Hean- 
ey as president. Heaney heads Skaggs- 
Walsh, Inc., Long Island City, N. Y. 

The following five vice-presidents 
were named at the same time: Stanley 
Czarnecki, Eddington Metal Specialty 
Co., Eddington, Pa.; G. M. Marin, 
Sun-Ray Burner Mfg. Co., Jamaica, 
N. Y.; Larry D. Sibley, Combustion 
Control Div., Cambridge, Mass., all 
from the Manufacturer Divsion. Also, 
Al Loucks, Oil Heat Institute of 
Oregon and T. R. Loizeaux, Sr., Fuel 
Merchants Association of New Jer- 
sey, both from the Distribution Di- 
vision 

At its meeting the new board ac- 
cepted with regret the resignation 


Fred Heaney, president of Oil-Heat Institute of America, and the five vice-presi- 
dents named at the 38th annual convention. From left to right: Larry D. Sibley, 
Combustion Control Division; Stanley Czarnecki, Eddington Metal Specialty Co.; 
Al Loucks, Home Fuel Co., Salem, Ore.; Heaney; T. R. Loizeaux, Sr., T. R. Loizeaux 
Fuel Co., Plainfield, N. J.; and G. M. Marin, Sun-Ray Burner Mfg. Corp. 


of Ralph Becker as managing direc- 
tor. He submitted the resignation on 
the advice of his doctor as a result 
of ill health. Charles H. Burkhardt, 
national secretary of the Distribution 
Division, was named acting manag- 
ing director. Burkhardt also was ap- 
pointed Institute secretary-treasurer 
and became a member of the Execu- 
tive Committee. 

Other members of the staff were 
retained: D. H. Bottrill, technical sec- 
retary; C. H. Pesterfield, technical 
secretary, Commercial-Industrial Sec- 
tions; Robert Griffin, manager of field 
services; Byron Andrews, accountant; 
George Gruberg, counsel; Mahool- 
Myers Associates, Baltimore, public 
relations counsel. 

The new national chairman of the 
Distribution Division is Everett El- 
liott, representing the Oil Heat In- 
stitute of New England. Vice-chair- 
men are: Lavern Schaetzel, represent- 
ing the Wisconsin Petroleum Asso- 
ciation and Al Loucks, representing 
the Oil Heat Institute of Oregon. 

Regional chairmen elected, their 


regions and organizations are: Wil- 
liam Briggs, Sr.. New England Re- 
gion, Oil Heat Institute of New Eng- 
land; Harry Daugherty, South Cen- 
tral Region, Tennessee Oil Men's As- 
sociation; Myles Hall, North Central 
Region, Wisconsin Petroleum Asso- 
ciation; Ed Marquard, Great Lakes 
Region, Oil Heat Institute of North- 
ern Ohio; James Mafh, Mountain 
States, Oil Heat Instiute of Northern 
Nevada; Ray Nathan, Middle At- 
lantic Region, Oil Heat Institute of 
Long Island, N. Y.; Loren Pearce, 
West Coast Region, Oil Heat In- 
stitute of Washington; Corbin 
White, South Atlantic Region, Tide- 
water Oil Heat Association. 

A significant action taken by the 
board of directors of the Institute was 
a resolution approving an industry- 
wide functional type organization to 
be established. This actually would 
entail consolidation of the Institute, 
the National Fueloil Council and the 
Research Committee of the American 
Petroleum Institute. 

The board named a committee to 
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Eee | i eet jointly with a committee from 
BoarRD OF DIRECTORS he National Fueloil Council and ex 


Oil-Heat Institute of America, Inc. re ways and means of implement 

(March 1. 1960 to February 28. 1961) ing the organization. The committes 

from the Oil-Heat Instiute of Amer 

MANUFACTURER ica, with alternates, consists of 

Paul K. Addams, Fitzgibbons Boil Jew York, Ni rk Larry Sibley, Combustion Control 

Robert F. Andler, Electrol Burner \ therford, New Jers Division, with G. M. Marin, Sun-Ray 

Charles Bendix, Bethlehem Foundry and Ma é sethleher Pent uN ; ‘ ; 

Walter E. Blake, Heating & Air lit St rt-Warner Cort ebanor Burner Mfg. Co.. as alternate: Al 

R aoe Oe ae Loucks, Oil Heat Institute of Oregon, 

M. Carnahan, Penn Control soshe with T. R. Loizeaux, Sr., Fuel Mer 

eee he ee che polis chants Association of New Jersey, as 

Lewis J. Cox, Iron Fireman Mi ( 4 alternate; Lavern Schaetzel, Wiscon 

Stanley Czarnecki, Eddington : , 

lg A gg or lig agg Ree alm : W. Heaney, New York Oil Heating 

Forgash, Guardian Prod rp., Michiga ty, Indiat Association, as alternate: Everett El 

B aig «bene Mie W, | 7 rh il 1 liott, Oil Heat Instiute of New Eng 

N F. Hahn, Cleveland Controls, Ir ve 1, land. with Joseph Berry. North Car 
C. L. Hastings, Rochester Mfg este! J lina Oil lbibaes read 


Gilmore Hiett, The Gorman-Rup; 
ternate; Stanley Czarnec 


] 


sin Petroleum Association. and Fred 


nm 


if 
t 
1 
K 


PI 
Dan E. Johnson, S. T. Johnsor | 
C. W. Lang, Sundstrand Hydraulics I 1 I R ford . 2 . d 
R riba Beng mec semie Cc V linetor Je ea ton Metal Spec ialty C with R. ¢ 


B. Mandelburg, Manville Boil Nev N Yor Westover. Ir : Ray Oil Burner Ci 
G. M. M: S ‘Ray Burnet t i New rk : : soe ‘ 
es Newell Are Cond Dept., General Elect rent ww Jere as alternate; John Olson, The Nu 


John W. Olson, The NuWay ¢ | . k Is } Way Ci rp., with Walter Blake, 
Ralph A. Patterson, Bell & G tt Jew k, Ne or eae bs , on ; 
Robt. W. Pixler, The Mettler Co., Rockford, Illi Stewart-Warner Corp., as alternat 


| ling 


H. J. Potter, Field Control Div., H y & Mendota, Illin The committee named to represent 
Gerald J Powell, White-Rodgs ] IV 4 T eR ) : 1, 
ses Ras tadeanial Combustion. tse.. tal , ‘ a the National Fueloil Council in thes 
J. E. Rettke, Sundstrand Eng. Cor Cockford, III negotiations consists of: 
Dudley B. Robinson, The Torrir n Mfg. Co tor nnecticut ee ee A yt wie] 
Frank P. Scully, Scully Signal Co., Melrose, } Sa tt Charles E. Kramb, Gulf Oil, with 
Lewis G. Shenk, Plumbing & Heating iv \me tandard Cor ‘ rk D. | Hoffman, Tidewater Oil, as 

New York i 

ernate S arshma Mobi 

i a 8 ap eee uternate; L Mar hman, Mobil, 

Massachusetts with D. L. Barrett, Esso, as alternate 
Howard C. Stacey, Webster Elect ici! \ il » ney / ] y 
P.M. Stephenson. Aldrich Co.. Wyoming, Ili P. '. i menzo, Atlantic, with V. L 
N. W. Swanson, McDonnell & Miller. Ir hicags Verdiani, Sun Oil. as alternate 
Rudolph Ulrich, Bacharach Industrial Instrument ( Pittsbu ) rRrry oo OC 1 
Milt. Way, Ray Burner Sales, Long Island City, New or} W I Kenny, Meenan ” Pets 
Fred E Weldon, General Controls Co Ok ki Ili is W iley Butler, Coastal Oil, dS alter 
R. C. Westover, Ray Oil Burner Ce San Frar ( Californi: > A V : a Ss , of I 
Wm. W. Wexler, Taco Heaters, Inc., Cranston, Rhode Island ae YS eee ee 


K. L. Wilson, Minneapolis‘Honeywell Regulator Co., Minneapolis, Minnesota diana, with W. C. Scheitlin, Stand 


Joseph R. Ziminski, Sid Harvey, Inc., Valley Stream, New York ard of Indiana, as alternate; J. L 


DISTRIBUTION DIVISION Minner, Shell Oil, with C. R. Romer, 
' — ® , 

lias Meieen: Se. Wha Dikene Chi, Midtown, Connacticet Clow Bnstend) Sinclair Refining, as alternat 

Harry Daugherty, General Oils, Chattanooga, Tennessee (South Central) ee , el . 

Everett Elliott, C. L. Elliott Co., Danvers, Massachusetts (Chairman. Dist. Div.) Distribution Division Growth 

Maurice Goldstein, Maurice Goldstein Fuel Oil, Wilmington, Delaware (At large) 

a .—~ ot. Duluth, Minnesota (North Central) Membership in the Distribution Di 

"re eaney, Skaggs-Walsh, Inc., Long Island City, New York (President. On1) ae — - » he : 

Wm. F. Kenny, Jr. Meenan Oil Co., New York, New York (At large) vision was reported to the board as 

T. R. Loizeaux, Sr., T. R. Loizeaux Fuel Co., Plainfield, New Jersey (Vice-Presi having increased to a total of ap- 
dent On) yroximately 5,500 ch of it com- 

Al Loucks, Home Fuel Co., Salem, Oregon (Vice-President, On1) nig eacsiag Ate ee ee 

Ed. Marquard, Allied Oil Heating & Burner Co., Cleveland, Ohio (Great Lakes) ing from more members in existing 

James Mafh, Signal Oil Co., Reno, Nevada (Mountain States) 

Ray Nathan, Nathan Ray Oil Co., Freeport, New York (Middle Atlantic) , 

Loren Pearce, Pearce Burner Oil Co., Seattle, Washington (West Coast) to the consolidation of sectional 

oo Schaetzel Oil Co., Germantown, Wisconsin (Vice Chairman. groups into statewide Chapters 


Corbin White, C. B. White & Bro., Inc., Norfolk, Virginia (South Atlantic) These new Chapters were accepted 


Chapters. This in turn is due in part 


EXECUTIVE COMMITTEE* for Distribution Division member- 

ship: Oil Heat Institute of Hunting: 

Walter E. Blake J. V. Resek Everett Elliott don County, Huntingdon, Pa.; Clin- 
Lewis Cox Frank P. Scully Lavern Schaetzel aR 

C. W. Lang C. Westover, Jr Corbin White ton County Retail Fuel Oil Dealers, 

>. Platts! = ¢. 

*OnI officers, president and five vice presidents ire members of the committee ~ : nr ana, “ . ; aon 

ex officio. County Oil Men’s Association, Clo- 

UVUNLUNUENUANUAOEAEALUUEAUENUAUUEAUULEUUEUEAEELEAUENLEALE Mt quet, Minn.; and Victoria Fuel Oil 
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Ralph Becker, left, stands with OH! President Fred Heaney (center) and Charles 
H. Burkhardt. Becker resigned as Institute managing director because of ill health. 
The Board accepted it with regret and named Burkhardt acting managing director. 


Distributors Association, Victoria 
British Columbia. 

Associate members added to th 
Division are: Anderson Oil Co., Bat- 
tle Creek, Mich.; Saginaw Central 
Oil Co., Saginaw, Mich.; Atlas Web 
ster Industries, Ltd., Montreal; Wm 
Sprott Ltd., Glasgow, Scotland; Ash 
land Oil & Refining Co., Ashland, 
Ky.; Frontier Refining Co., Denver, 
Colo.; House of J. Hayden Twiss, 
New York, N. Y.; Rich Petroleum 
Sales, Inc., Danville, Va.; Rich Oil 
Sales, Inc., Martinsville, Va.; Angus 
I. Hines, Inc., Suffolk, Va.; Smith 
field Oil Co.. Smithfield, Va.: Swehla 
Oil Co., Sterling, Ill. 

Charles Burkhardt 
Trust 


more than 1,000 firms now are par 


reporting for 
the Insurance stated that 
ticipating in Ou! plans. More than 
$30,000 in dividend checks have been 


Presentation of Aladdin's Lamp and Igniters' Awards were 


distributed, the largest dividend ever 
declared by the Trust, with insur- 
ance coverage now exceeding $120 
million, representing an annual pre- 
mium of about $300,000 a year. 

The Trust has accumulated a cash 
surplus in excess of $49,000 and the 
plan now is to carry a $50,000 sur 
plus at all times to cover contingen 
cies. Burkhardt also outlined a new 
supplemental “A” life insurance plan, 
which increases coverage for owners 
and principals in business from $15,- 
$35,000 


000 to Junior executives 


and department heads who qualify 
under this plan gain increased cover- 
age up to $25,000, Rate for the new 
plan is $1.25 per thousand, compared 
with $1.05 for the previous plan. 

A change in the membership of 
the Insurance Trustees saw Everett 


Elliott 


as new Distribution Division 


Chairman replace George Wolf, 
York, Pa. Other Trustees are Fred 
Heaney and T. R. Loizeaux, Sr. 

The Trust has paid out during the 
fiscal year which ended February 29 
a total of more than $145,000 life 
insurance claims and $72,000 in hos 
pital-surgical and medical insurance 
claims. 

Burkhardt also reported on “Treas 
ury of Advertising” sales, explaining 
that they have increased to a gross 
of $141,780 in the past fiscal year. 
The Treasury is the Division's big- 
gest income producer and the gross 
sales cited represented a total of 31 
million pieces of imprinted literature. 
Of this total about 18 million con- 
sisted of super market sacks with 
local Association imprints. A change 


in policy now permits these sacks to 

be bought in units of 100,000. 
Burkhardt also announced that the 

Institute is preparing a series of taped 


radio commercials to be purchased by 
used—with 
their own company names 


individual dealers and 
on local 
radio stations. The spots would em- 
ploy “big-name” personalities to extol 
oilheating, with such well-known 
voices as those of David Ross, Milton 
Cross and Hildegarde already en- 
gaged. 

In addition, the Distribution Divi- 
sion is planning a complete line of 
billboards to sell for about $28, or 
as low as $9 when purchased in 
quantity. 

Ray Nathan, reporting as chairman 


presented a special plaque in recognition of his two years 
of service as national chairman of the Institute's Distribution 
Division. Finally, Mrs. Catherine Woodbury, C. Y. Woodbury, 
Inc., Quincy, Mass., is shown getting her Igniters’' Award, 
the first woman in the industry to be so honored. Roy C. 
Lindsay, Economy Oil Co., Portland, Ore., also was given 
an Igniters' Award, accepted for him by Al Loucks, Salem, Ore. 
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made by President Heaney during the OHI luncheon on 
April 7. Left, Edmund F. Marquard, manager, Domestic Heat- 
ing Oil and Burner Sales, Allied Oil Co., Pittsburgh, accepts 
his Igniters’ Award. Next Larry D. Sibley, vice-president, 
Combustion Control Div., Cambridge, Mass., receives his 
Aladdin's Lamp. In the third picture Tim Loizeaux, Sr. is 





of a committee working with the De- 
partment of Weights and Measures, 
told of the decision to present a model 
state law as a statement of policy. 
The action was prompted by the re- 
quirement in Model Law 37 com- 
pelling fueloil dealers to leave a com- 
pleted ticket at the time of delivery. 

The committee presented the fol- 
lowing recommended statement of 
policy to be submitted to the Weights 
and Measures Conference in Wash- 
ington in June. The OHI! endorsed 
and approved the statement. 

“Oil Heat 
urges the use of printing type meters 
for the retail delivery of liquid house- 
hold fuel at all times. However, the 
Institute is aware that there are fuel 
dealers who, for valid reasons, do not 
have this equipment. We do not be- 
lieve that such equipment should be 
required by law or regulation. From 
time to time truck equipment must 
be replaced, rebuilt or repaired. We 
urge the installation of printing type 
meters at that time.” 

Robert Griffin, reporting for 
Robert Hundley, chairman of the Ed- 
ucation Committee, stated that 380 


Instiute of America 


men have been certified as a result 
of OHI servicemen’s examinations 
held in Orlando, Fla.; Hartford, 
Conn.; Indianapolis, Ind.; South 
Bend, Ind.; Natick, Mass. 

The procedure involves an OHI 
sponsored examination taken by oil- 
heating servicemen, who are certified 
as heating technicians if they attain 
a satisfactory grade. Companies who 
have more than 50% of their men 
so certified are entitled to post cer- 
tification decals in their offices, on 
their trucks and in show windows. 
The technicians are identified with 
wallet cards and lapel pins. 

Preliminary details and brochures 
were distributed at the meeting out- 
lining plans for an OHI cruise to 
Bermuda, October 29 to November 
4, which will include a Distribution 
Division management conference on 
the way to Bermuda and meetings of 
the board of directors, divisions and 
sections on the return trip. 

Complete details for the cruise, to 
be made on the Furness Line’s Queen 
of Bermuda, can be secured from 
Ou! of America, 500—‘Sth Ave., 
New York 36, N. Y. 


Technical Division Symposium 


hears Olson, Henry and Baker 


OHN OLSON, vice-president of The 
NuWay Corp., Rock Island, IIl., 
was the lead-off speaker in the half- 
day symposium of OHr's Technical 
Division. 

Under the title “Must We take 
Leftovers?” Olson emphasized the fal- 
lacy of permitting gas and electric 
heating to take such a substantial 
share of the new home market either 
through their low equipment cost or 
lack of sales development on our part. 
He made it plain that he was not sim- 
ply speaking to represent a manufac- 
turer's view, since “the needs of re- 
finers, fueloil distributors, installing 
dealers and jobbers, servicemen and 
manufacturers are in most cases iden- 
tical.” 

His first approach would be to im- 
prove the performance of our present 
equipment, starting with more accu- 
rate installation. He mentioned as in- 


cidents that some boiler and furnace 
manufacturers who use NuWay burn- 
ers insist that burner air adjustments 
be set at the factory. They had found 
in the field that often the installer was 
making no air adjustment, so neces 
sary for draft conditions or combus- 
tion air ratios. Thus an approximate 
air setting at the factory was better 
than none at all. 

His proposed remedy is burner serv- 
ice schools to be sponsored by a trade 
association encompassing all elements 
of the industry. He feels that the B58 
and B59 installation standards, now in 
existence, should be promulgated and 
made effective throughout the coun- 
try. He recommended “free service” 
which would actually come through 
increasing the oil price enough to ab- 
sorb it as the gas industry does. 

Olson spoke further of the neces 
sity for a new standard fueloil specifi- 


cation, noting that some of his new 
burner developments would perform 
handsomely on the oils now being sold 
but had trouble with an oil of as low 
gravity as the present Commercial 
Standard 12-48 allows. 

New oilburning equipment, some 
of it first shown at the current Expo 
sition, came in for considerable en- 
thusiasm from Olson, thus . . . “Labo- 
ratories all over the country are vir- 
tually alive with new combustion prin- 
ciples and new burner configurations 

. activity toward new burner de- 
sign attests to the resurgence of inter- 
est in fueloil.” He feels that the man- 
ufacturers of equipment have been re- 
miss in not taking a greater interest in 
the resereach work being done by the 
major refiners. 

In summary, he pointed to the need 
for lower capacity burners, physically 
smaller units, lower cost units, better 
control of firing rates, industry wide 
codes built on a broad educational pro- 
gram and suitable enforcement agen- 
cies. 
Russell Henry, Shell Oil Co., New 
York, next gave a well-documented 
visual presentation of the history of 
progress in the production and the 
quality of heating oil during the past 
ten years. He noted that in the period 
from 1949 through 1958 gasoline de- 
mand increased 150% but distillate 
demand went up 185%. Thus some 
changes in processing were necessary 
to properly balance refinery yields and 
to avoid uneconomical product short- 
ages or excesses. 


Heating oil Quality 


He described and illustrated the dif- 
ferences between refining facilities and 
methods today compared with those of 
the 1940's. Much of the greater re- 
quirement for gasoline and distillates 
has been produced by catalytic crack- 
ing with a corresponding reduction in 
residual volume. He discussed the steps 
taken to improve the stability of the 
fuel in storage, a problem particularly 
related to the catalytic process, and 
demonstrated through slide presenta- 
tions how the various steps taken re- 
sulted in the physical characteristics 
of the fuel. These details are difficult 
to reproduce here but if the subject is 
of special interest, write to Mr. Henry 
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at Shell Oil Co., 50 West 50th St., 
New York 20, N. Y., and ask for a 
full copy. There's a particularly in- 
teresting section on additives and hy- 
drogenation. 

The third and concluding feature 
presentation of the symposium was by 
H. L. Baker of Esso Standard Div., 
New York, outlining the Company's 
very significant Home Heating Efh- 
ciency Improvement Program, known 


as the Hep campaign. For a full de- 
scription of this program see the April 
issue of FUELoiL & Oi HEAT, page 
51-53 in connection with its presenta- 
tion before the National Fueloil Coun- 
cil in Atlantic City. 

The chairman of the symposium 
who arranged the program originally 
and presented the speakers was Eu- 
gene Olson, of Delavan Mfg. Co., Des 
Moines 


Sales building Methods exchanged 
at Distribution Division Rallies 


OOD IDEAS should be the common 
G property of all. This was the 
premise of the Distribution Division 
business-building sales rallies held on 
Wednesday and Thursday mornings 
of show week at the Park Sheraton 
hotel. 

Everett Elliot, Danvers, Mass., new- 
ly-elected chairman of the Distribution 
Division, welcomed the 1,100 dealers 
and distributors that packed the Ball- 
room. Also swelling the group on 
Wednesday were students and two 
professors from Community College, 
New York City. 

Ed Marquard, Allied Oil Co., 
Cleveland, Ohio, was the first speaker 
and told how his company sells heat- 
ing oil in a city where gas is 40% 
cheaper. This isn’t a new develop’ 
ment, natural gas has been a Cleve- 
land feature for the past 40 to 60 
years, and yet the State of Ohio 
showed a 4% gain in oilheating cus- 
tomers last year. 

He advised his audience to get all 
the facts when gas comes into a com- 
munity, Find out whether it is manu- 
factured, mixed manufactured and 
natural gas or straight natural gas and 
the Btu content. His firm stresses the 
comfort, convenience, cleanliness and 
dependability of fueloil and they bear 
down on the safety factor. They also 
value and appreciate their present oil 
accounts, and they attempt to serve 
each customer so well that he wouldn't 
consider any other fuel. 

To provide this service each service 
truck has an emergency oil tank, This 
innovation has proved valuable not 
only in serving run-outs, but is also 


useful during periods of bad road con- 
ditions when delivery trucks can't go 
where the lighter service trucks can. 

James Grady, executive secretary, 
Oni of Westchester, read a speech 
prepared by H. H. Park, Jr., Katonah, 
N. Y.., telling about the Park firm’s 50 
years in the heating oil industry. To 
last that long in any industry, a com- 
pany must have a record of proven 
reliability, he commented. 

Since firms are often achieving an- 
niversaries, Park detailed how such an 
event can do a public relations job. 
The anniversary should be a period of 
looking forward, it should emphasize 
that the organization is made up of 
people from the community, and it 
should result in area-wide publicity. 

Service records are used to increase 
heating oil sales by the Schneider Fuel 
Oil Co., Bronx, N. Y., according to 
Ed Schneider, president. When this 
firm gets a new oil account, the equip- 
ment examined by both a salesman 
and a serviceman, Following this, they 
try to see the husband and wife to 
explain the system and to suggest any 
new equipment that might be needed. 

The serviceman knows of the com- 
pany’s recommendations when he 
makes a trouble call so that he can 
mention the suggested improvements. 
lulls, the 
through the records, find some ac- 


During servicemen go 
counts that might be expected to need 
new equipment and attempt a selling 
job 

This, says Schneider, is selling with 
anticipation rather than waiting for 
an account to get into trouble, get dis- 
gusted and switch to another fuel or 


fuel supplier. Servicemen get no bonus 
for selling equipment, they work for 
the company and in the company’s in- 
terests—a full time job. 

In Baltimore, the Oil Heating Asso- 
ciation has stood for the best in oil- 
heating so its seal has now become a 
hallmark of quality to the public. 
When it establishes such a reputation, 
the oilheating association can help a 
dealer increase his oil and equipment 
sales in the opinion of Fred Gross, 
Fred Gross & Sons, Baltimore. He 
pointed out that the association stands 
for good service, and has sponsored 
schools to provide the servicemen for 
the industry. 

The Baltimore group began adver- 
tising in 1949, and even though the 
gas company has spent $10 to each ad- 
vertising dollar spent by the Ona, the 
losses to gas have been almost nil. 


Creating builder Business 


The next speaker, Frank Cady, 
Rochester OHI, explained how an asso- 
ciation can create builder business. In 
effect, the Rochester organization does 
the selling for the builder—subsidiza- 
tion through advertising. 

When this program started oilheat- 
ing was getting only 1% of the new 
home business in Rochester, a year 
later 10% of the new homes went to 
oil. They aim at 18% of the market 
this year. 

Additives have helped to maintain 
fueloil volume for William H. Sortor, 
Sunrise Oil Co., Englewood, N. J. He 
explained that advertising the additive 
holds customers at full price when a 
discount is offered by another com- 
pany. It peps up salesmen by giving 
them something additional to sell, It 
makes the company different and in 
Sortor’s experience has resulted in a 
reduction of service calls. 

Lavern Schaetzel, Schaetzel Oil Co.., 
Germantown, Wis., acted as rally 
moderator of the session on Tuesday, 
and Reginald Moffat, L. A. Johnson 
Fuel Oil Co., Orlando, Fla., was the 
first speaker. He discussed how a 
southern fueloil dealer increases sales 
in the face of natural gas competition. 

Natural gas came to the area two 
years ago, but the dealers had been 
They got together, 
(Please turn to page 100) 


getting ready. 
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C-I Associates Program highlights Larry Sibley submitted a few sta- 


Commercial-Industrial 


5 Leowarereaesne INDUSTRIAL Sec 
tion of the Oil-Heat Institute of 
America was more in evidence during 
the Oni Convention, April 4 to 7, in 
New York, than at any other time 
This was due in large part to tl 

gram arranged by the C-I pti ci 
recently organized group of commer 
cial-industrial manufacturers’ repre- 
sentatives and dealers 

Charles Pesterfield, technical 
tary, Commercial-Industrial Sex 
and his co-workers had arranged a 
program which consisted of an all 
morning symposium each of the four 
days of the convention-exposition and 
the Sections’ annual meeting during 
the afternoon of April 4. 

On the first day a panel gave a good 
account of the subject “Moderniza 
tion of existing commercial-industrial 
Equipment Depreciation, Replace- 
ment.’ Robert Beningson, Combus 
tion Equipment Associates, Inc., ex 
plained the reasons why moderniza 
tion is not only desirable, but abso 
lutely necessary. In his opinion, the 
period immediately following World 
War 1! became a dividing point be- 
tween the old and the new in heavy 
oil burning. Changes took place in 
boiler design. The use of induced and 
forced draft became more common 
Draft controls were a part of the up 
grading process. 

There were several reasons for the 
changes in thinking. Fuel costs were 
rising. There was a degree of pros 
perity, and oilburners which had been 
in short supply because of wartime 
restrictions suddenly were in demand 
beyond the production capacity of 
most manufacturers. 

Most salesmen preferred to sell com 
plete installations, but lacking the 
equipment, found modernization a 
profitable occupation, Old manual and 
semi-automatic burners often could be 


converted to automatic agen by 


Sectal cnanati n ‘iiesioall had the 
full support of insurance companies 
Economy and safety proved good cam 
paign slogans. 

Schools, churches and other public 


58 


tistics which gave the interested audi- 


Activities ence food for thought. A survey made 


by his company indicated that there 
buildings were prime targets for the were approximately 60,000 installa- 
safety approach. Apartments often re- tions where an average expenditure of 
sponded to the economy inducements. $1,000 would provide the necessary 
The salesman found it necessary to safety and economy to provide up-to- 
how economies which would pay-out date operation—and that meant busi- 
quickly. The rapid turn-over of rental ness in the amount of $60,000,000. 
properties made owners reluctant to Of greater importance to the indus 
spend money for improvements which try is the fact that if this moderniza- 
would add little to the sale value but —_ tion is not done the gas industry is 
would produce savings only for new not losing any opportunity to take ad- 


owners (Please turn to page 104) 


Honeywell Display wins Plaque 


as best Booth in oil heat Show 
gi HONEYWELL display of oil- were: David Levy, John Mather Lup- 


heating controls at the 23d Na- ton Advertising Co.; Clinton Braine, 
tional Oil Heat and Air Conditioning G. M. Basford idicapbialiae Agency; 
Exposition, April 4 to 7 at the New Robert Marien, Sun Chemical Corp. 
York Coliseum, won the FUELOIL & The Honeywell display, laid out in 
Oi Heat plaque as Best Booth in a 40 ft. booth, featured in its center 
the Shou section the company’s 75th Anniver- 
Selection was made by a trio of sary plaque, highlighting the new 
impartial judges, who judged each Diamond Jubilee Round thermostat 
booth at the Exposition on the basis in various decorator colors. 
of over-all appearance, layout, accessi- To the right of this section as one 
bility and sales function stood facing the booth was a display 
The judges were selected from of hot water and warm air zone con- 
among the members of the New York trol system controls, an indoor-out- 
Chapter of the National Industrial door control system for all applica- 
Advertisers Association, picked be- tions—day-night, plain thermostat, 
cause they had no direct connection heating or cooling. 


with oilheating equipment. They (Please turn to page 108) 


Kent Wilson (second from right), Minneapolis-Honeywell Regulator Co., accepts 
from A. G. Winkler (left), Fueloil & Oil Heat, the g *s plaque for Best Booth 
in the 23rd National Oil Heat and Air Conditioning Exposition. Judges who made 
the selection are shown, left to right: Robert Marien, Sun Chemical Corp.; David 
Levy, John Mather Lupton Advertising Co.; Clinton Braine, G. M. Basford Adv. Co. 
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Product Report — 


Coliseum Exhibits aim at “increasing Sales o f heating Oil and oilheating Equipment” 


K* rHUSIASM for the future of the 
oil heat and fueloil industry, re- 
inforced with determination and reso- 
lution, was the big thing brought to 
New York for the 23rd National Oil 
Heat & Airconditioning Exposition. 

The show was at the Coliseum, 
New York, four days, starting April 4. 

The attendants of the exhibit booths 
brought exceptional enthusiasm to this 
oil heat and heating oil show. So did 
the thousands and thousands of show 
visitors, all of the industry (the show 
was not open to the general public). 

The major oil companies who had 
exhibits at the show added especially 
to the enthusiasm by their evidences 
of support to the men who advocate 
and live by oilheating equipment, and 
the use of fueloil. Backing up the 
show and what it stood for were Esso, 
Gulf Oil, Mobilheat, Shell Oil, and 
Sun Oil. 

What the show stood for was ex- 
plained clearly and fully by its an- 
nounced theme: Increasing Sales of 
heating Oil and oilheating Equipment. 

The “heating oil” of the theme 
included fueloil of all 
grades, as oilburners and oil-boilers for 
Nos. 4, 5, 


exhibit booths . 


seemingly 


and 6 oils were in many 
. though, of course, 
most of the oilheating equipment on 
display was domestic and small-com- 
mercial, for use of No. 2 oil. 

Enthusiasm galore, then, was the big 
thing at this Coliseum oil heat and 
fueloil show. Enthusiastic pitchmen 
manned the exhibit booths, outstand- 
ingly capable and sincere, while en- 
thusiastic visitors packed the booths 
and aisles 

This article is, however, a product 
report intended to cover mainly the 
new equipment in the booths. . . par- 
ticularly the outstanding new equip- 
ment, which may have a bearing on 
advancements of oil heat in future 
years, This article does strictly a sam- 
pling job in covering such equipment. 
All worthy, new equipment at the 
show cannot be described, or even 
mentioned, in an article of this type. 


MGC PB Seen 10 


That's because of time limitation at 
the show, and space limitation here. 
One line of equipment at the Colli- 
seum show proved intensely interest- 
ing to technical-minded visitors of re- 
tail organizations, to airconditioning 
and heating engineers, and most espe- 
cially to men who aim to extend great- 
ly the use of fueloil in every way 
possible; in short, this line of equip- 
ment had something special in it for 
practically every show visitor. The 
equipment is the Arkla-Servel all-year 
airconditioner—fueloil operated. 
The Arkla-Servel includes an ab- 
sorption combination refrigeration and 
heating unit (its most interesting part 
by far, which is unique, and is oil- 
fired) ees 


centrifugal 


an air filter section, and a 
blower for distributing 
conditioned air. Here’s the big point: 
During the summer an oil flame pro- 
vides the heat to actuate the absorp- 
tion unit, with the end result that this 
unit cools the house in summer. 
During the heating season, an oil 
flame serves, of course, for heating the 
house. But it does not serve in the 
usual manner. Also in winter, the oil 
flame actuates the absorption unit, 
with house heating as the end result. 
Model 500-FO and Model 750-FO 
are offered by Arkla Air Condition- 
ing Corp. in its Sun Valley Arkla- 


Servel line of conditioners. The small 


er is fired .57 gph for refrigeration to 
provide summer cooling, while the 
larger is fired .86 gph for this, For 
heating in winter, both are fired at .86 
gph, which rate is listed to provide 
96,000 Btu per hour bonnet capacity. 

Using oil flames to provide the re- 
frigeration for domestic summer cool- 
ing, airconditioning, these Arkla-Ser- 
vel and any similar units could, if used 
extensively, make a vast increase in 
the summer use of domestic fueloil! 

Exhibited at a national show for 
the first time, to be studied by thou- 
sands of dyed-in-the-wool oilburner 
lovers, was the Esso Watchdog oil- 
burner Model WD . 
but rapidly gaining fame as the Esso 
Watchdog burner with the double 
“economy” clutch 


. relatively new 


Starting of the burner motor is not 
accompanied by starting of the oil- 
pump shaft. Because of one feature of 
the double clutch, the 
pump shaft starts turning quite a few 
seconds after the motor shaft first 
turns. The prime advantage of this 


“economy” 


lies in a build-up of combustion air to 
full volume before oil starts spraying 
from the atomizing nozzle, hence ex- 
ceptionally clean start-up combustion. 

A second advantage lies in an un- 
commonly light load for the burner 
Until the 


motor is up to speed, it does not han- 


motor during a start-up 
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dle the load of driving the oil pump 

The second feature of the new 
clutch arrangement is new in this 
burner, and includes free-wheeling for 
the centrifugal blower after motor 
current is cut off for a burner shut 
down. The result is described as con 
tinuing the flow of blower air into the 
firebox for about 12 seconds after the 
instant the flame stops burning 

This assures clean combustion dur 
ing stopping of the burner, by mak 
ing certain the blower still is running 
at high speed at the time atomized oil 
stops coming from the nozzle. 

Esso cites advantages as fuel savings 
as much as 24%, and the need to clean 
most boilers and furnaces only “after 
three years of normal operation.” 

However, Esso does recommend that 
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all oilburners, including their own, 
should have an annual lubrication and 
check-up 

A feature emphasized by Esso re- 
lates to the ease with which its burner 
motor comes up to speed, because 
when it first turns it does not drive 
the oil pump. Esso says that a high 
percentage of all service calls results 
from failure of the oilburner motor 
starting switch, which is a standard 
part of a typical gun burner. Its 
Watchdog burner has no such start- 
ing switch (no commutator and 
brushes for starting, either), Esso 
boasts, therefore cannot give starting- 
switch trouble. Easy motor start-ups 
with the oil pump shaft not turning 
relate to elimination of the need for 
the motor starting switch 





A. 


Fedders Corporation, for years a 
leading manufacturer of windowsill 
units and other summer aircondition- 
ing equipment, made headlines at the 
Coliseum show by announcing and 
showing its brand-new line of oilfired 
furnaces. Furnaces are new for Fed- 
ders! Offered in nine models, lowest 
gph rate .80 and highest 1.20, these 
Fedders Trophy oil-fired furnaces pe- 
culiarly are geared to cooling units, 
instead of having such units geared to 
them in the established fashion. For 
example, descriptive literature de- 
scribes oil-furnace Model OU 112— 
C3 as “for 3 hp heating-and-cooling 
installations.” It has a two-stage heat 
exchanger, a “ceramic fibre’ combus- 
tion chamber, and a blower assembly 
of drawer-type. 


May 
1960 





By starting to produce oil-furnaces, 
Fedders is casting its vote of confi- 
dence for the future growth of oil 
heat! 

Johns-Manville had a booth at the 
Coliseum, in which was displayed its 
new combustion chamber kit, which 
includes the Cerafelt refractory felt 
that gained great oil-heat acceptance 
in a remarkably short time, and every- 
thing else needed for replacement of 
worn-out refactory chambers of do- 
mestic furnaces and boilers. A back- 
ing sheet of stainless steel, specially 
made up, is included in the kit, and 
instructions for installing the replace- 
ment Cerafelt combustion chamber. 
In most cases, says Johns-Manville, 
fuel savings of the first year will pay 
a homeowner for the installation of 
the replacement Cerafelt combustion 
chamber . . . because of improved, 
highly efficient combustion. 

Williams Oil-O-Matic had at the 
Coliseum all-new warm-air oil-fur- 
naces of the horizontal, suspended 
type; two different models, each fired 
75 gph, and models for 1.00 and 1.15 
gph. 

Watts Regulator Company had 
something new under the sun in the 
form of a tool for isolating a sick hot- 
water circulator, which needs repairs, 
but which lacks valves on its inlet and 
outlet pipes to close off for water-type 
circulator repairs. This is a metal 
clamp and valve-off device, aimed to 
make servicing circulators as easy as 
though each one had two shut-off 
valves to facilitate servicing it. 

If only because of its utter unique- 
ness, the brand-new “Double Vortex 
Combustion Chamber” drew crowds 
of visitors to the booths of The Nu- 
Way Corporation. Displayed there 
were a NuWay FC domestic pressure 
burner, the new-type combustion 
chamber, and a burner primary con- 
trol all in one unit. 

Truly unique and of potential per- 
formance that is intriguing, the double 
vortex chamber is relatively small in 
size for its gph rate. The domestic 
model on display at the Coliseum, for 
example, was for from .5 to 1.0 gph. 
Its outside, air chamber was only of 
six-inch diameter (this domestic unit 
is in the form of a vertical cylinder), 
and its height was only 11”. The in- 


verted-cone combustion chamber in- 
side the unit was of much smaller 
size. 

Blower air under appreciable pres- 
sure is between the inner and outer 
chambers, both of stainless steel. 
Slanted air slots permit the air to enter 
the inner chamber, and give the air 
a high-speed, swirling motion in this 
chamber. The swirling air is used for 
highly unusual combustion of atom- 
ized fueloil, sent into the inner cham- 
ber by a usual pressure nozzle. 

This you have to see to appreciate, 
for a thousand words cannot describe 
it adequately! Anyhow, five sizes of 
these double vortex chambers, entirely 
of stainless steel, are made . . . the 
largest for firing rates in the range of 
20 to 40 gph (in a horizontal form, 
and featuring four atomizing nozzles 
suitable for two-stage or individual 
control, this largest giant-size unit also 
was on display at the Coliseum). 
These chambers are available for all 
NuWay-Sundstrand pressure burners. 

Manville Boiler Co. featured at the 
Coliseum its new line of M-W water 
heaters for from 2.0 to 20 gph; largest 
provides 40 gallons of hot water per 
minute, 100°F. rise basis. These have 
indirect water heaters, tankless type, 
operate as closed-system hot-water 
boilers, and are termed Manville’s 
“high-volume, commercial, oilfired 
water heaters.” 

Stewart-Warner Winkler had large 
exhibit space, which was fascinating 
to oilburner enthusiasts because on 
display was the new LP Winkler oil- 


burner with the Heat-Keeper. Com- 
plete details of this oilburner, well 
worthy of admiration, are in a two 
page write-up that starts on p. 84 of 
the March, 1960 issue of FuELom & 
Om Hear. 

Radiant Utilities Corporation indi- 
cated at the Coliseum that it has be- 
come a specialist at swimming-pool 
heating. It announced brand-new 
Radiant water heaters for indoor and 
outdoor swimming pools of homes, 
schools, clubs, and institutions. Good 
instructions are given for sizing and 
piping these heaters, available in four 
sizes, which are fired at 1.0, 1.35, 
1.75, and 2.1 gph. Also new at the 
show were Radiant PK extra-high re- 
covery water heaters, glass-lined, fired 
at 1.0, 1.5, and 2.0 gph, and a line of 
water heaters for commercial and in- 
dustrial installations fired at the same 
rates as the swimming-pool heaters. 

The Custom Mark II oil-boiler was 
one of the highlights of the Coliseum 
show, proudly displayed in the booths 
of Iron Fireman, and described as the 
instant-draft boiler. Suitable for either 
steam or hot-water type heating sys 
tems, it features induced draft, of 
course is a companion to the Custom 
Mark II oil-furnace that has been 
causing excitement, as a brand-new de- 
velopment in oil heating, since it first 
appeared. The instant-draft Iron Fire- 
man boiler comes in two sizes for 1.0 
and 1.3 gph firing rates. Interestingly, 
it comes with a tankless water-heating 
coil of either 3.5 or 4.5 gpm—or with 
a tank-type coil for either 120 or 180 
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A section of the Mobilheat booth show- 
ing a liquid burner cleaner arrange- 
ment. It illustrates the special adapter 
which feeds the liquid into the intake 
on the fuel unit. The solvtion is allowed 
to sit for ten minutes; then the burner 
is turned on. The liquid cleans the pump, 
the oil feed lines and the nozzle. If 
screens are 100% clogged, Mobil engi- 
neers say the solution will leave them 
90% clear. Also, the solution is said 
to have some soot destroying effects. 


gallons output in three hours thus 
invites the use of a hot-water storage 
tank to provide vast amounts of hot 
water for special installations 

Iron Firemen booth attendants at 
the Coliseum very properly stressed 
the overwhelming advantages of in 
duced draft, one of the greatest fea 
tures in the Mark II furnaces and 
boilers. 

Also new at the Coliseum, in the 
Iron Fireman display, was the Custom 
Mark II line of oilfired horizontal fur 
naces, FID Series, which similarly fea 
ture induced draft and all its advan 
tages. Suitable for installation in-the 
attic, under-the-floor, in a utility room, 
and in many other locations, this hori 
zontal oil-furnace comes in six sizes, 
smallest fired at .7 
at 2.25 gph. 

Sundstrand Hydraulics, maker of 
the famous Sundstrand fuel 


5 gph, largest fired 


units, 
showed its new Model G unit. cen 
sisting of a pump of the type used in 
a pressure burner, and a pressure reyvu 
lator valve . . . but including no noz 
zle-line cut-off valve, as it’s made for 
oilfired furnace-type equipment and 
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other equipment having solenoid shut- 
off valves in nozzle lines. 

This Sundstrand Model G unit is 
exceedingly compact. Having no built- 
in feed-line oil strainer, it permits a 
choice of the type of strainer or filter 
to be used with it. It’s made in five 
sizes, comes with flange mounting, 
hub mounting, or face mounting 


American-Standard featured its 


new Model DH Arcoflame oilburner, 


type for from .65 to 3.0 gph, 


pre sure 
the Coliseum oil-heat show. It pro- 


. choice of mountings 


or floor 


vides pedestal 


stand; flange: or sling or 
hanger type 

Arcoflame American-Standard en- 
thusiasts at the show did splendidly 
at pointing out advantages of the new 
oilburner. The design starts out. for 
instance, putting the atomizing nozzle 
rigidly and accurately dead-center in 
the gun tube—so that in the firebox 
the nozzle spray matches the air pat- 
tern precisely. But concealed under 
the back-plate of the gun tube is a 
lock screw. Loosening this permits 
moving horizontally the oil feed-line 
to the nozzle, and shifting the nozzle 


This new fea- 


ture for Arcoflame permits centering 


location horizontally 


the oil flame in the firebox precisely, 
where to start out the flame is lop- 
sided for any reason (flame may be 
lopsided to start out because a slightly 
impertect nozzle sprays somewhat 
sideways, because the oilburner is not 
centered perfectly on a boiler or fur- 
nace, or because the combustion cham- 
ber is just a fraction of an inch to one 
side of where it should be) 

The new Arcoflame nozzle-center- 
ing nicety is a feature dyed-in-the- 
wool burner lovers appreciate es 
pecially servicemen 


White-Rodgers in its 


booths showed for the first time its 


Coliseum 


“Main-Line,” described as the room 
thermostat “with the Straight Line 
Look.” It has sealed mercury contacts. 
A nicety which is appreciated by men 
who are installers, servicemen, and 
precision-minded is the new sub-base 
for the White-Rodgers “D*Lux-Line” 
This sub-base fea- 


tures a new and unique device to in- 


room thermostat 


sure its being installed exactly level 
(That's 


it has a built-in bubble-level 


our terminology.) 


. . « « New Products at the Show 


Ray Oil Burner Company booths 
at the Coliseum were visited by many 
old-timers, who appreciate oilburner 
equipment that’s good and that’s been 
around for years and years. New 
product for Ray is the Webco-Ray 
Husky Package Boiler. On display 
was a 70 horsepower sample for in- 
spection. It comes in ten sizes, 20 
through 125 hp. 

Eddington Metal Specialty Com- 
pany had at the show, as its new 
product, water-disposal unit Model 
A9LT.. 


water reservoir, of unusually neat and 


. including a cast-aluminum 


pleasing appearance for this type of 
equipment, and a motor-driven water- 
started and 
stopped by the level of water in the 


pump automatically 
reservoir. 

General Electric Company, Appli- 
ance Control Department, proudly 
showed its newest straight-line room 
thermostat proclaiming that its 
clean good looks and modern appear- 
ance match its proved, engineering ac- 
curacy. This department of G-E had 
in its booths something not there at 
a genuine oilburner 

not made by G-E, but there to 
show how oilburner-minded this par- 


previous shows 


ticular department has become 
General Electric men in the booth 
did very well describing the merits of 
a new G-E flame-detector, which can 
be used for pressure burners, etc. 
Burner-mounted, it has a bimetal heat- 
sensitive element. There’s a new idea 
in this. It is spring-biased towards its 
“cold” or “no-flame” position 
flame heat is needed to set it in its 
“flame-on” position. It can't slip to 


its “flame on” position during ship- 





ment, or during equipment installa- 
tion because of bumping or vibration. 
That feature is supposed to simplify 
starting up a new oilburner by elimi- 
nating one thing that can be a small 
headache or complication. 

V & E Products, Inc., manufactur- 
er of boiler-burner units for from 3.0 
to 12 gph, showed a new idea in fire- 
boxes. It had on display a boiler base 
lined with Fiberfrax, a ceramic fiber 
made by The Carborundum Company, 
Niagara Falls, N. Y. This high-tem- 
perature material is thin, light, and 
flexible. V-E pitchmen in the booth 
said it reaches equilibrium tempera- 
ture in 15 seconds (after the flame 
starts), and cools as quickly on a shut- 
down, thus avoids nozzle coking difh- 
culties. Through a Ye” thickness of 
material, it provides a temperature 
drop of 1,600°F, V-E mounts it on 
Va” thick stainless steel for rigidity. 


New Idea 


Thatcher Furnace Company men 
at the Coliseum explained a new idea 
they are using. They control the fan 
switch of a forced-air unit by stack 
temperature, rather than by plenum 
temperature. They find a direct rela- 
tionship between stack temperature 
and plenum temperature. Their new 
Model SCO oilfired counterflow unit 
(can be installed suspended also) uses 
the new idea. . . comes for .85, 1.0, 
and 1.25 gph in models that can be 
counterflow or horizontal, and in hori- 
zontal only for 1.40 and 1.60 gph. 

American Tube Products, Inc. fea- 
tured improved construction of its 
Extrol expansion tank, described as 
the modern pressurized diaphragm- 
type expansion tank for new and al- 
ready-installed hot-water heating sys- 
tem. All-welded for the first time, this 
expansion tank now withstands a 150 
lb. test. This is the tank with the 
captive expansion-gas, which does not 
escape. New in the line of Extrol ex- 
pansion tanks are large models, Nos. 
60 and 120. Also new are Hydro 
shock 


water hammer, described as combin- 


suppressors for eliminating 
ing the advantages of a resilient air 
cushion with those of a free-floating 
piston 

C. A. Olsen Manufacturing Com- 
pany had displays at the Coliseum, 


which proved oil-furnaces and their 
related summer airconditioning equip- 
ment can be displayed both glamor- 
ously and completely at such a show. 
New in this line of equipment are 
Luxaire air-cooled condensing units, 
available in capacities of two and 
four horsepower—of course for sum- 
mer airconditioning; new also are fac- 
tory-assembled, factory-wired, fur- 
nace-type winter airconditioners; also 
new are oilfired horizontal furnaces. 

Weil-McLain emphasized more em- 
phatically than ever before that it 
offers boilers, for firing from 10.6 gph 
to 32.9 gph, complete with oilburners. 
The oilburners are described as de- 
signed primarily for No. 5 oil, but 
capable of using lighter fueloils. For 
the first time at a national show, the 
Weil-McLain exhibit included a boil- 
er-burner unit equipped with one of 
these burners for No, 5 oil. This boil- 
er manufacturer is becoming more- 
and-more oilburner-minded, as are 
boiler manufacturers in general. 

The Dole Valve Company’s new 
products are a float-type vent-valve 
for releasing air automatically from 
hot-water heating systems, and a pipe- 
size Y2” tempering valve, adjustable 
from 120°F. to 160°F. This valve 
comes in one model for screwed-joint 
piping and copper tube fittings; it is 
interesting. 

Taco Heaters, Inc. showed its new 
valve for zoned-heat jobs, in sizes 3%” 


to 14%”, unusual in being heat-op- 
erated. Electricity applied to a heat- 
motor opens it. It’s described as ab- 


solutely silent because it contains no 
electric motor, gears, etc., which can 
make sound—and which after years 
of use can give noise trouble or other 
trouble caused by wear, 

Taco’s Perfecta hot-water circula- 
tors also are new, in sizes %” to 14%”. 
Their motor rotors run in the water 
of the heating systems. Features: 
Quiet operation; no seals; no drive 
couplings; no lubrication. 

Sun-Ray Burner Manufacturing 
Corp. announced at the show that its 
pressure burners Models R-18 and 
R-33, for 18 gph and 33 gph maxi- 
mum firing rates, will be available 
with the feature of low-fire starting. 
These are burners for No. 2 oil, not 
the models Sun-Ray makes for heavier 
oils, Fire sizes for starting will be 
twothirds of the sizes for running. 

S. T. Johnson Company, of hori- 
zontal rotary-cup oilburner fame, dis- 
played equipment fascinating for com- 
mercial-industrial oilburner men. New 
is the FDC-150 (the “C” stands for 
“Compact”)  forced-draft set-up, 
which includes the burner (for gas, 
or for oil, or combination oil-gas), 
complete panel includes controls and 
relays, and the forced-draft blower. 
The new trick in this set-up is to gain 
small 
blowers for forced-draft, rather than 
the usual one, large blower. The blow- 
er motor has drive shafts extending 


compactness by using two, 


from each of its two ends; on each 
end of the motor is a forced-draft 
blower. 


(Please turn to page 110) 
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Think You got troubles? 


Problems go with electric heat’s Popularity; Oilheating’s still a strong Competitor 


by Richard C. Wright” 


a IS NOT NEWS that the cost of 
energy is the number one prob- 
lem of electrical heating. There are 
several aspects to this problem. First 
of all, there is the efficienc y of con 
verting fuel to electricity. At best, 
only about 35% of the heat energy 
in the fuel is converted to electricity. 
That means that regardless of how it 
is done, three or four times as much 
fuel must be burned as would be re- 
quired to do the same job directly 
with oil heat. 

In addition to the cost of the fuel, 
there is the investment in equipment 
to produce the electricity. Electric 
generating plants are expensive and 
The utility 
company must invest at least $150 for 


are becoming more so. 


every kilowatt of generating capacity. 
On top of this, there is the enormous 
investment in distribution equipment, 
wires, poles, transformers, etc. Let's 
say the minimum investment to bring 
a kilowatt of electricity to the cus- 
tomer is $200. What does that mean? 
One kilowatt at 100% conversion ef- 
ficiency produces only 3415 Btu. 

A heating system requiring 70,000 
Btu per hour would need 20 kw. To 
supply this 20 kw requires an invest- 
ment of at least $4,000 by the utility. 
Let's see what that costs them just for 
the capital equipment. To borrow the 
money will cost 6% or $240. per 
year. Let's assume that this equipment 
has a useful life of 40 years before it 
is completely worn out or obsolete 
That is another $100 per year for 
depreciation, or a total of $340 per 
year to supply this house with 70,000 
Btu, with no consideration for fuel 
cost, labor, service, and other op- 
erating expenses, not to mention 
profit. We all know that it would 
cost about $160 to heat this house 
with oil as compared with $600 to 
$800 electrically. 

Insulation and sealing or weather 


*Vice-president, Iron Fireman Mfg. Co., 


Cleveland. 
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stripping can be utilized to limit heat 
loss almost within any extent the oc- 
cupants will put up with. Build the 
house like a butcher’s meat cooler and 
it will have almost no heat loss, but 
neither will anybody want to live in 
it. Problems of humidity control and 
ventilation become acute. Electric de- 
humidifiers will dispose of moisture 
and there are air cleaning devices to 
absorb odors. Sailors on submarine 
duty become accustomed to artificial 
atmospheres, but it will be some time 
before the average person will choose 
such conditions in his home. 

From my observations, electric heat- 
ing has very few of the advantages 
claimed for it. Regardless of the in- 
dividual room thermostats, tempera- 
ture control is seldom good. It is 
“Pop-In—Pop Off” heating of the 
poorest kind with no provision for 
modulation and generally with wide 
temperature differentials. 

Electric heating cannot justify its 
generally accepted reputation for 
cleanliness. All house dirt does not 
come from the fuel burner. Electric 
heating, with its lack of air circula- 
tion, and high convection tempera- 
tures, is generally not as clean as a 
fuel heated system. 


One Adantage? 


The one real advantage of electric 
heating—its instant availability—is 
likewise its greatest fault. It cannot 
be stored and must be manufactured 
as it is used. . 

Enough has been said about the 
problems of electric heating. In spite 
of these problems, people think they 
like it and are buying it and will buy 
in increasing numbers. What should 
we, the oil heating industry, do? 

One is for our industry to get rid 
of its inferiority complex. The fuel 
producers must recognize fueloil as a 
merchantable product with many 
desirable qualities, rather than a by- 
product which must be tolerated in 
producing other more easily merchan- 
dized products. Low price is impor- 


tant. but customer preference for 
what they want is more important. 

We must improve our appliances 
and give the customer what he wants. 
The industry should be ashamed of 
its record. We have failed to improve 
our performance standards to meet 
progress. 


The Time is ripe 


It is late, but not too late. My com- 
pany, for example, built two lines of 
equipment, standard units of con- 
ventional designs and meeting such 
standards as U. L., CS-75, CS-119 
and B-58, and we have a line of 
premium performance units which 
cost a little more than the ordinary. 
We find these superior quality units 
to be helping our business and we 
think it is also helping the entire in- 
dustry. We feel so strongly about it 
that we are spending a great deal 
more product development money and 
effort along the quality line. Our goal 
is to give the customer all those ad- 
vantages the “Live Better Electrical- 
ly” campaign is making him want, but 
give it to him at even less cost with 
oilheating as it should be. 

The chimney has always been a 
wasteful and expensive part of the 
house. We see no more need for a 
chimney on a house than on an auto 
mobile. Your automobile will burn 4 
or 5 gallons of fuel an hour, yet ex- 
hausts through a small pipe. Why use 
a great big chimney to dispose of 
products of combustion from 1 gal- 
lon of fuel per hour? Why put the 
boiler in the house in the first place? 
Why not locate it outside or put it 
in a small pit underground? Don't be 
surprised if you soon see boilers re- 
quiring only two cubic feet of space. 
Under-counter boilers of present de- 
sign will be huge in comparison. 

Maybe we should look at the elec- 
tric heating industry from the stand- 
point of joining rather than fighting 
them. I think we may be doing that in 
some of the heat pump areas. Aircon- 
ditioning is inevitable. To supply it 
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economically, the utility must have a 
load during the winter for the excess 
generating capacity. In certain cli- 
mates the heat pump is practical, ex- 
cept for short periods of peak load 
during extremely cold weather. That 
is where we fit in, because we can 
store our fueloil on the premises to be 
available when needed for those peak 
loads. Gas cannot serve for stand-by, 
because gas has the same peak load 
problems—in fact, oil heat already has 
to help gas carry its cold weather 
peaks. 

Unfortunately, even if electric heat 
is not perfect, people are going to buy 
it. Our job is to make oil heat as de- 
sirable. The buying public has a high 
degree of intelligence, so we must 
earn their confidence. 

We must learn to change our view- 
point with the changing times. We 
are constantly learning that old, tradi- 
tional, accepted facts may not be facts 
at all. For example, we have been ac- 
customed to comparing fuel costs on 
the basis of heating value and burn- 
ing efficiency. We have sometimes 
been surprised when the results are 
not as calculated. When this hap- 
pens, we should find out where we 
were wrong. 


Measuring Performance 


Utilization Factor is a new term for 
many of us, but we may expect to 
hear a lot more about it. The electric 
heating merchants have introduced 
this term as a factor to measure the 
difference in performance between 
central systems and individual units. 
Published data on electric heating in 
the Pacific Northwest shows— 


Utilization Factor 


Expected Practical 
Range Average 
8 to 16 12 

10 to 18 14 

10 to 18 14 

12 to 19 15 

19 to 24 22 


Wall convector units 
Baseboard units 
Wall fan units 

Ceiling panels 
Central forced air 


The factor represents a constant 
which when multiplied by the heat 
loss in kw and degree-days, then di- 
vided by design temperature differ- 
ence, gives the estimated annual con- 
sumption in kw hrs. 


kw hrs. = (kw Heat Loss) x D.D. x C 
Design Temp. Diff. 
What does this mean to us? For 





one thing, it says that central forced 
air furnaces require 50% more heat 
input rate to do the same job as in- 
dividual units. In our industry we 
have another type of utilization factor 
which represents the difference be- 
tween efficiency and economy. We 
have been accustomed to comparing 
the efficiency of our various furnaces 
and boilers by comparing the amount 
of heat absorbed by the furnace with 
the amount of heat in the fuel. We 
set up very profound testing pro- 
cedures and with great accuracy de- 
termine that our units are 70, 75, 80 
or even 85% efficient. 


Stand-by Loss 


But, when this furnace is in serv 
ice, it is not used in the manner it 
was in the Lab. It may be adjusted 
with great skill, but the serviceman 
knows it is best to set it a little low 
or he may have a service call. That 
loses some of the high efficiency, but 
the big thing is something else I call 
stand-by loss. The 80% laboratory 
eficiency was determined with con- 
tinuous firing at full rate. In actual 
service it runs intermittently for short 
periods of time. If it takes five minutes 
to warm up, then is off for 15 minutes, 
much heat is lost, wasted up the stack, 
in the ducts, furnace room, or other 
places. 

This is one reason why electric 
heating may cost only twice as much 
as oil heat in some cases where our 
calculations, even based on 100% 
electric efficiency, show four times as 
much. This need not be. We can de- 
sign oil heat units with much less 
stand-by loss, or in other words have 
better fuel economy along with our 
high efficiency. Some surprising fuel 
economies are showing up in the field 
performance of our newest oil units. 

Let’s take a look at what the elec- 
tric heat industry is claiming, and 
analyze these claims: 

1. Low installation Cost 

True, especially if needed building in- 
sulation is not included in heating 
equipment cost. 

2. Requires less floor Space 

True, for straight heating without air 
circulation and no airconditioning. 

3. Cleaner 

Not true. Not as clean as good mod- 
ern sealed combustion oilheating. 


Shag 


Electric heat Panels 


Two panels convened in the Coli- 
seum on April 6 and 7 during 
the OHI Convention and Exposi- 
tion in New York. Both looked at 
electric heat, the first from the 
standpoint of the hydronics (wet 
—_ industry; the other consid- 
ered electric heat competition as 
it may affect warm air heating. 

Richard C. Wright oe at 
both sessions on the "Technical 
Problems of electric Heating.” His 
paper is condensed here. 

b Barr, general sales manager, 
Jet-Heet, Inc., Englewood, N. J., 
also appeared at both sessions with 
a talk entitled, “Analyzing the 
electric heating Market." He 
chided electric heating economists 
for disparities in their estimates of 
the number of electrically-heated 
homes and their future projections. 
He also expressed the opinion that 
in general electric heat would com- 
pete more seriously with gas than 
with oil, largely because of 
graphical considerations. The WA 
area accounts for most electric 
heat installations, he continued, 
but the Pacific Northwest being 
a very strong electric heat area 
does offer stiff competition to the 
oilheating industry there. 

Arthur McManus, chairman, 
Electric Heat Study Sub-Commit- 
tee, National Association of Plumb- 
ing Contractors, on April 6 pre- 
sented his organization's viewpoint. 
On April 7 O. U. Mutz, Peerless 
Corp., Indianapolis, discussed pres- 
ent forms of electric heating and 
their relation to competition with 


warm air heating equipment. 
eT eT ele iitt 


4. Provides individual Control 
So do modern oil units. 


5. Gives more even Heat 

Not true. Modern oilheating systems 
with precise thermostats provide more 
uniform heat. Oil heat with modu- 
lated temperature controls are much 
more uniform than “Pop-On—Pop- 
Off” electric units. 

6. More healthful 

An absurd claim. How can uneven 
heat, more dust and dirt, more odors, 
excess humidity, and poor ventilation 
be “more healthful.” 

7. More efficient 

True, but what is the advantage to 
be more efficient if it costs twice as 
much or more to operate? Economy 
is important, not efficiency. 
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Oil Specs 
affect Performance 


Oilburners need Fueloils 


uniform in Gravity and Viscosity 


Last February Technical Com- 
mittee E, American Society for 
Testing Materials, met to discuss 
fueloil specifications. The follow- 
ing is an almost complete trans- 
script of the proceedings. 

As a footnote, it should be 
pointed out that light fueloils 
specifications section met during 
the OHI Convention in New York 
and approved a proposed change. 
This would urge the present 
specifications for No. 2 fueloil 
be changed to 30 API gravity and 
a maximum 90% point at 640°. 


QO” OF THE MOST IMPORTANT rea 
sons for calling this meeting of 
Technical Committee E on Burnez 
fueloils is the rapidly growing publi 
interest in the problems of atmos 
pheric pollution. The products 

combustion of fueloil are always ex 
hausted to the atmosphere and, there 
fore, are logically suspected of con 
tributing to atmospheric pollution. A 
reprint of a layman’s article on air 
pollution that was printed in the 
April, 1959 issue of Red Book Maga 
zine gives an indication of what might 
happen if the smoke inspectors and 
other air pollution control agencies 
take it upon themselves to regulate 
fueloil. Such regulation has already 
happened to a degree in several com 


for best Operation 


munities, If the industry does not do 
something about it, the politicians 
probably will. 

It is unfortunate that so little tech- 
nical data is available on the effect 
of variations in fueloil characteristics 
More 
should be made available without fur- 
ther delay 


on oilburner performance 
It has been stated many 
times that there is no evidence of need 
to change the present temporary fuel- 
D-396-48-T. Pos- 
sibly that is the case, but it should 


be investigated 


oil specifications, 


Reproduced here are several curves 
showing the effect of changes in 
gravity and changes in viscosity on 
one high pressure, gun-type burner 
operating under one set of conditions 


These 


representative of 


curves may Or may not be 
average burners 
under average conditions, but in the 
opinion of some they are representa- 
tive, and the data are just about as 
would be expected. 

FIGURE A might better be a family 
of curves rather than one single curve. 
This shows the effect of changes in 
viscosity on smoke-spot number with 
this particular burner, all other con- 
ditions remaining unchanged. Note 
that zero smoke is obtained at about 
31.5 Ssu, with smoke increasing as a 
straight line up to No. 5 at about 


37.6 Ssu. This burner might have 


been adjusted for zero smoke with 
fuel of any other viscosity, but the 
slope of the curve would probably 
have been about the same for the 
same burner setting. The undesirable 
performance was not the result of any 
particular viscosity or any particular 
burner, but was the result of changes 
in viscosity for a particular burner 
setting. It is not economically prac- 
tical to provide automatic regulating 
devices to adjust the average small 
oilburner to compensate for changes 
in viscosity. It is easy to make a burn- 
er operate well on a fuel of any 
viscosity within the limits of the 
specifications, but it is difficult to 
make a burner perform well on fuels 
of a wide range of viscosities. 

FiGURE B shows the effect of 
changes of viscosity on percentage of 
COs in the products of combustion, 
all other conditions being constant. 
Note that as the viscosity increases, 
the percentage of COz also increases 
but that levelling off occurs at the 
upper end of the curve at the mini- 
mum requirement of excess air ap- 
proaches. 


Flow Rates 


FIGURE C indicates that flow rate 
through a high pressure nozzle in- 
creases as viscosity increases. This 
phenomenon should be investigated 
more fully and more complete data 
obtained. 

FIGURE D shows that smoke in- 
creases as API gravity decreases. The 
curve is similar to FIGURE A except 
that gravity instead of viscosity is 
the variable. 

FIGURE E indicates that COs in- 
creases as gravity decreases. 

Considered together, these data in- 
dicate that this burner under these 
conditions, once properly adjusted for 
a fuel of low viscosity or high gravity, 
would smoke if it received a fuel oil 
the opposite Con- 
versely, they show that this burner 
might be expected to produce low 
COz and therefore high fuel cost if, 
properly adjusted for a high viscosity 
or low gravity fuel, it received a fuel 
of the opposite characteristics. The 
data prove that the properties of 
gravity and viscosity do affect the 
performance of at least one burner 


characteristics. 
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under one set of conditions. Data 
should be obtained to show whether 
this is typical of all small burners 
under all sets of conditions. 

The specifications for No. 5 fueloil 
likewise should be reviewed at this 
time. It would be advantageous to 
show the maximum viscosity in Ssu 
at 100 rather than SsF at 122, even 
though the present specification of 40 
SsF is generally used in determining 
the higher viscosities. Many users of 
No. 5 fuels do not appreciate the 
comparison between SsF and Ssu. 
Most designers of pumping systems 
and burners use Ssu exclusively in 
their calculations. It would, therefore, 
be convenient to express the maxi- 
mum at 800 Ssu rather than 40 Ssr. 

No. 5 fueloil falls in a viscosity 
range where heating equipment is not 
required on the lighter end, but is 
essential on the upper end. Even 
though No. 5 oil is specified as an 
“oil for burner installations equipped 
with preheating facilities,” it is cus 
tomarily used in many localities in 
burners without preheaters or with 
inadequate preheaters based on local 
customs. 


The lighter grades of No. 5 are 





This article is important to fueloil suppliers, fueloil salesmen, 
and oilburner servicemen. It includes five graphs, which show 
the effects of changes in fueloil viscosity, and changes in fueloil 
gravity, on the performance of a particular high-pressure, do- 
mestic oilburner. 

The big point of the article lies in stressing the importance 
of delivering domestic fueloil which runs uniform with respect 
to gravity and viscosity. 

The data in the article indicate that the particular oilburner, 
which was studied, could be adjusted properly for fueloil of low 
viscosity and high gravity. The oilburner then would produce 
smoke, if fueloil of appreciably higher viscosity and lower gravity 
were delivered to the installation. 

On the other hand, the particular burner could be properly 
adjusted while it used domestic fueloil of relatively high viscosity 
and low gravity. It then would produce low CO, readings, and 
would therefore waste oil because of increased stack losses, if 
fueloil of appreciably lower viscosity and higher gravity were 
delivered to the installation. 

This article also is of importance to men interested in com- 
mercial-industrial fueloils and oilburners, for it goes on to dis- 
cussions of problems of Nos. 5 and 6 oils. 





frequently referred to as “Cold No. 
5.” Few users of this fuel have an 
adequate conception of its standard 
specifications. Many vendors of No. 5 
likewise are unaware of the specifica- 
tions of the product they are deliver- 


ing. Some distributors of No. 5 fuels 
prepare their No. 5 by mixing No. 6 
and No. 2. Qualified processors, of 
course, do this under laboratory con- 
trol and supply a uniform product, 
but many small jobbers use the same 
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Viscosity 


Fig. A (left)—The test points plotted on this graph show 
how changes in fueloil viscosity cause one, particular, high- 
pressure, domestic oilburner to produce different smoke read- 
ings. Each test point is represented by an "X.”" The straight 
line shows the trend. This graph suggests that a pressure 
burner, which was adjusted for No. 1 smoke when using 
fueloil of 33 viscosity, will produce about No. 5 smoke, if 
later a delivery of 38 viscosity oil is made. Smoke readings 
in these graphs are in terms of the Shell-Bacharach scale; 
gravity readings are in terms of degrees API; as domestic 
fueloil is involved, of course the viscosities indicated are in 
terms of SSU at 100°F. 


Fig. B (center) —Effect of changes in fueloil viscosity on 
percent CO» in flue gases. According to this graph, a burner 
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Viscosity 


40 


may properly be adjusted to produce 11°% CO» while it uses 

fueloil of 38 viscosity. If oil of 33 viscosity is delivered later, 

the CO» reading will drop to 9'/2%, as one result... and 

the stack loss and fuel consumption will increase. (However, 

if the smoke reading is excessive using 38 gravity oil, as 

Fig. A suggests, the delivery of less viscous fueloil will reduce 
the smoke reading.) 


Fig. C (right)—This graph shows that the gph flow-rate 
through a high-pressure nozzle increases, as more viscous 
fueloil goes through the nozzle. Newcomers to oilheating 
always marvel at this fact, which is well known to those 
who are well informed. Fueloil which is more viscous goes 
more slowly through the orifice in a viscosimeter, but more 
rapidly through the channels in a pressure atomizing nozzle. 
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Fig. D (left)—The tests made to produce the points on this graph indicate that 

smoke decreases as API gravity increases. This graph is similar to Fig. A, except 

that here the variable is the gravity of the fueloil, while in Fig. A the fueloil’s 
viscosity is the variable. 


Fig. E (right) —CO» decreases as the gravity of the fueloil increases. The straight 
line suggests that a burner using 32 gravity fueloil is adjusted to produce a CO2 


reading of 10.2% .. 


. but if fueloil of 42 gravity is delivered later, the CO, 


reading will drop to 9.1%. 


percentage of the two ingredients, 
regardless of the viscosity of the No 
6 stock from which they start. This 
leads to an unnecessarily wide varia- 
tion in the viscosity of the final 
product. 

This same blending by unskilled 
distributors leads to other difficulties, 
principally that of gravity 
separation of the mixture due to in- 
adequate mixing, or excessive separa’ 


early 


tion due to incompatibility of the 
two products. One solution to this 
problem might be to add a supple- 
mentary specification, somewhat as 
follows: “Where two or more oils 
are blended, the blending shall be 
done by the refiner from compatible 
blending stocks.” Possibly, a practical 
specification can be developed to 
measure the degree of or rate of 
gravity separation in the storage tank. 

The usefulness of the specifications 
for No. 5 and No. 6 oil to the con- 
sumer might be enhanced by adding 
a supplemental specification to indi- 
cate the approximate viscosity of the 
oil as delivered. For example, No. 5- 
250 might be an oil with an approxi- 
mate viscosity of 250 Ssu, plus or 
minus 50 Ssu. This would not involve 
any change in the present specifica- 
tion range, but would make the con- 
sumer aware of the characteristics of 
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the product he is buying. This could 
be a great step forward in the public 
interest toward reducing the amount 
of smoke emitted to the atmosphere 
by automatically controlled unat- 
tended firing systems. 

G. T. Kaufman opened the dis- 
cussion on the light oil specifications 
and the advisability of reviewing them 
and possibly revising them 

A motion that the Specifications 
Committee consider the advisability of 
restoring the #3 grade with the de- 
sired amended 
after discussion to read as follows: 

That Sections 1 and 11 review the 
specs for distillate and residual fuels 


characteristics, was 


and consider the advisability of re- 
storing a No. 3 grade having the de- 
sired and that the 
Diesel specs be also taken into con- 


characteristics 


sideration. This was adopted. 

The meeting approved a motion 
that the findings and recommendations 
of the sections concerned with fueloil 
specifications be circulated before the 
June meeting of ASTM, and there- 
the next meeting of Tech E 
should be held at Atlantic City in 
June 


fore 


It was agreed that Mr. Kaufman 
would call a meeting of the light fuel- 
oil specs section to be held during 
the Ou! Exposition. 


Gulf sues Government 
on residual Allocations 


GULF OIL corP. has filed suit in the 
United States District Court of the 
District of Columbia to change the 
government’s method of allocating 
residual fueloil quotas among eligible 
importers. Named as defendants in 
the suit were Fred A. Seaton, Secre- 
tary of the Interior; Capt. Matthew 
V. Carson, Oil Imports Administra- 
tor; and members of the Oil Imports 
Appeal Board—Royce A. Hardy, 
chairman, Department of the Interior; 
Carl F. Oechsle, Department of Com- 
merce; and Philip Le Boutillier, De- 
partment of Defense. 

The Company’s complaint contends 
that the President's proclamation of 
December, 1959, requires that the 
Secretary of the Interior shall provide 
for “a fair and equitable distribution” 
of products among oil importers and 
that this is not being done in the case 
of residual fueloil. In commenting on 
the complaint, W. K. Whiteford, 
Gulf President, said, “The Company 
does not attack the President's 
proclamation directing limitation of 
imports of residual oil, nor do we 
challenge the maximum level of im- 
ports. We simply ask a fair distribu- 
tion among eligible importers so that 
we may satisfy our contractual obli- 
gations.” 

The complaint declares that Oil 
Import Regulation 1, issued by the 
Secretary of the Interior, “is unlaw- 
ful, void, and of no effect in so far 
as it fixes or prescribes a method of 
fixing allocations of residual fueloil 
imports, because it conflicts with, and 
fails to carry out,” the expressed 
intent of the President's proclama- 
tion. 


The complaint further contends 
that, “the method of 
residual fueloil imports . . . 


allocating 
has the 
effect of freezing all importers to their 
respective proportions of the total 
residual fueloil imports in 1957, with- 
out regard for changed circumstances 
thereafter . . . and results in two com- 
panies out of 35 eligible importers 
being allocated approximately 46% 
of the total residual fueloil to be im- 


ported .. .” 
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It pays to communicate 


First 20 Months of National Fueloil Council Program brings positive, practical Results 


by Bert Dunphy 


A GOOD WAY to have caught up on 


the remarkable job the National 
Fueloil 
Program is doing would have been to 
be present at the “PR-Communica- 
tions” Panel at the Nec Promotional 
Atlantic City on 
March 10. For an hour people who 
had participated in this industry pub- 
lic relations activity told how it had 
been a dynamic help in their own 


Council's Communications 


Conference in 


area of oil heat and their markets. 

What was most interesting was 
how this NFc activity has been so ef- 
fective in getting to people at the 
local level—as well as nationally 
with a wide range of practical ma- 
terials and well-planned projects they 
could put to use themselves. 

Some of the highlights of what was 
said on the panel should be of interest 
to everyone in the industry. 

Len Marshman, manager of the 
Wholesale Planning Department of 
the Mobil Oil Company, started the 
ball rolling: 

“In introducing the National Fuel- 
oil Council Communications Panel, 
I'd like to look back over this com- 
which is. still 
quite a new one in our industry 


munications activity 


and, in a brief way, bring the record 
up to date on what’s been done up 
till now. It was only about 20 months 
ago—July, 1958—that actual work 
started, and it started from scratch, 
under our previous organization, Oil- 
heating Market Reports. Since that 
time we have come quite a ways. 
“You have all seen the floods of 
communications materials which have 
come out of this activity in the past 
months. Incidentally, a lot of this 
material has moved into important 
areas where the industry has not had 
public relations materials before. In 
this period we have gotten a great 
deal of favorable mention for oil heat 
in the national media. And our wide 
range of public relations materials has 
been used effectively by the markets. 
They have been used with especial 
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Last month we reported on the annual Promotional Conference 
of the National Fueloil Council held in March at Atlantic City— 
the biggest and most exciting conference strictly devoted to the 
promotion of heating oil sales held by the industry to date. We 
saved for this issue this report on how the NFC Communications 
Program has moved dramatically ahead—a lot of this report was 
one of the features of the March NFC meeting. 

As Bob Gray said then: “It’s about 20 months since the majors 
decided to set up funds for an industry-wide Communications 
Program. . . . In these 20 months the industry has made enormous 
progress. Morale is up, sales are up, people can see the way ahead. 
Our planned and professional communications activity has made 
a very important contribution to this. As compared to a couple 
of years ago, the public knows about oil heat. The public par- 
ticularly knows good things, the things of strong consumer in- 
terest and value, and has undoubtedly been impressed by this 


flood of new information.” 


This report covers some of the highlights of the Atlantic City 
panel together with the concept, objectives and very sound 
achievements of the NFC public relations program. Read it if 
you want to know what makes this key oil heat program tick and 
how remarkably well it has ticked during the first stages. 
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effectiveness by those who have been 
fully alive and alert to the value of 
good public relations and publicity. 
All of us who have had anything to 
do with promotion know that public 
relations and publicity can do an in- 
valuable job working along with the 
other instruments of promotion. They 
can add to the penetration and im- 
pact of your advertising. And they 
can do their particular job at rela- 
tively much lower cost and consider- 
ably less effort, if good materials are 
available. 

“A little later on you will hear how 
typical markets put some of this new 
NFc communications material and the 
professional skills available to work. 
But before that, I want to stress some 
of the work of Nrc in this com- 
munications area. 

“Now figures aren't everything, but 
they are a good way of summing up, 
so I've asked Ralph Hartell to give 
me some up-to-date totals on what has 
been done in the various communica: 
tions projects. These cover the entire 
20 months of the program, and here 
they are: 


“25 releases and feature articles 
have been written, processed and sent 
out. In many cases, they have been 
serviced to Nrc’s complete lists of 
over 1800 newspapers as well as to 
hundreds of other publications. 

“30 Market Publicity Activities, 
including special notices to the indus- 
try, have been prepared for action by 
markets and others in the industry. 

“Seven different booklets and fold- 
ers turned out. Ralph tells me that 
close to 50,000 copies alone of “Facts 
About Fueloil and Home Heating” 
have been asked for throughout the 
industry. 

“Four kits of inter-related materials 

such as the Oilheat Centennial Kit 

have been produced. 

“Seven articles in a variety of 
magazines—in the general, building 
and business fields but led off by the 
recent story on new oilheat equip- 
ment in Popular Science—have been 
developed. 

“Lastly, a miscellaneous group of 
12 special pieces of background ma- 
terials for the industry and some 
major projects such as our consumer 
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television film, “Big Little Business 
man.’ 

After Len Marshman, Harold Mot- 
tram, president of Mottram Adver- 
tising Agency, Milwaukee, Wiscon- 
sin, pointed out how he had covered 
a whole state with the Nrc publicity 
materials. He first drew up a state 
program, laid out the entire Wiscon- 
sin picture for newspapers and other 
outlets. Then he picked up the Nrc 
materials and adapted them for this 
state-wide use. He checked his tech- 
niques with the New York office of 
the Council and developed his state 
program with their help. He also 
acted in special PR areas, such as get 
ting across the safety of oilheat against 
the competition by using NFc in 
formation and working with the local 
fire chiefs. 

The results of all of this were a 
raft of clippings, all Nrc 
skillfully localized to make 


materials 
Wisconsin 
news, and state-wide coverage for oil 
publicity tieing in with and very neat- 
ly reinforcing the cooperative adver- 
tising. The communications cost was 
an annual budget of $2,500 
a year or 7/10th’s of a cent per oil 
heated home in Wisconsin, Mottram 
concluded you can't keep present oil 


peanuts 


customers and build a climate to get 
new ones with good promotion at a 
lower per capita cost than that 

Next on the 
Cullen, 


were Bob 
managing director, and Joe 


program 


McEnaney, director of public rela- 
tions, of the Better Home Heat Coun- 
cil, Boston, Massachusetts. Their 
How a major Market de- 
veloped a new publicity Arm with 
the Aid of Nrc.” The Better Home 
Heat Council is probably a unique 
Nrc market effort in that it is the 
only one up till now that has brought 
in directly on its staff a full time pro 
fessional PR man. 


theme was * 


It came about this way, Bob Cullen 
told the When the NFc 
started its program in July, 1958, 
Bob, who had always been interested 
in getting the most he could for his 
market out of good public relations, 


audience. 


dropped down to New York and got 
to know Ralph Hartell, the new com- 
director. He liked the 
thinking and as _ the 
months went on, 


munications 
professional 
the materials com- 
ing out of the Nrc. The Boston mar- 
ket and New York headquarters be- 
gan to work closely together. 

Bob Cullen was, by this time, run- 
ning a big promotional program in 
his market—reaching toward $300,- 
000—and it was time, he felt, to use 
the good materials he was getting to 
fill a gap in the public relations area. 
He worked out a pattern in talks 
with Ralph Hartell and a short while 
later a well-known Boston “pro” was 
on the job, Joe McEnaney. 

Joe told the Promotional Confer- 
briefed himself in oil- 


ence how he 


. . .« » Communications Program 


a new field for him—by 
reading through the entire file of the 
Nec Communications materials. One 
of his first problems, he met with 
the help of NFrc—straightening out 
a public misunderstanding that a pos 
sible shortage of imports of com- 


heating 


mercial grades of oil might have any- 
thing to do with home heating oil 
supplies. 

What this section of the panel 
demonstrated was that with the plat- 
form provided by the professionally 
thought-out and prepared NFC ma- 
terials, PR talent in cooperating mar- 
kets had, in effect, a “springboard” 
and could begin to get effective pub- 
licity almost at once. 

The third report on the Atlantic 
City panel was by Francis Schuster, 
president of the Troy Oil Company, 
Indianapolis, who told how it felt to 
be an unpaid film star. Fran was the 
true-life hero of the Nrc 15-minute 
moving picture called “Big little Busi- 
nessman” which is showing on some 
270 Tv stations around the country. 
Fran amused the crowd with some 
“inside dope” on movie making—his 
daughter (who played a role in the 
film) couldn't change her hair-do for 

full week and Fran was worked 
hard by a French-speaking camera 
crew. But together with these human 
interest stories, he got across the pub- 
lic relations point that the 
dealer had 


fueloil 


been boosted by this 
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prestige film telling about his busi- 
ness, full of positive information about 
oil heat and stressing the dealers’ con- 
tribution to the community he lives in. 

The film has been shown four times 
in his home town of Indianapolis, he 
reported, and he has talked about it 
widely—to such groups as the Oil- 
men’s Club of Chicago—and national- 
ly it has been bought and borrowed 
by marketers and refiners not only 
in the Eastern half of the country, 
but in Canada and on the West 
Coast. For years there will be indus- 
try use of the Nec film after it has 
15,000,000 TV 


been shown to its 


audience 


The Program in Action 


Last on the panel, Jim Grady, ex- 
ecutive secretary of the Oil Heat In- 
stitute of Westchester (N. Y.), and 
Ralph Hartell told, in the form of a 
telephone skit, how they had worked 
together for oil heat, and Jim, with 
no PR training, had been able to de- 
velop a full-fledged publicity activity 
in his market this way. Here are some 
excerpts from the dialogue of this skit. 

Narrator: This fourth part of the 
panel is going to give you something 
a little different. We're going to act 
out a case history of how one market 
developed good public relations start- 
ing from nothing. The title of it is 
“How the Nec helped a market Sec- 
retary who did not have a publicity 
Agency develop effective—and much 
needed—public Relations.” You're go- 
ing to listen to a couple of fellows 
talking back and forth on the tele- 
phone. The time is just about a year 
ago. Jim Grady Ralph 
Hartell.” 

Jim Grady: (Riled Up, Upset.) 
“That you, Ralph? Say, we've got a 
bad situation up here. Some oilburner 
blew up in Fairlawn, New Jersey. I 
never heard of the place, but it’s all 
over the newspapers in Westchester. 
The gas boys are going to pick it up 
for sure. Do you know anything about 
the accident, Ralph?” 

Ralph Hartell: “We got tipped off 
from New Jersey yesterday. I got on 
the phone from home last night. . . 
talked to the Fairlawn officials, got a 


phones 


statement we can quote from the Fair- 
lawn Fire Chief, Art Brown. It was a 
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The above montage—and the one on the facing Fe agrees some of the 


activities of National Fueloil Council's Communica 


ons Program. The variety of 


the topics and the media covered convey some idea of the scope of the program. 


steam explosion. Valve got stuck. The 
oilburner didn’t cause it.” 

Jim Grady: “Okay, fine! But I 
can't tell the newspapers here a guy 
in New Jersey named Brown says it 
wasn't oil.” 

Ralph Hartell: “You can this time. 
All you have to do is use the stuff 
you'll get in this morning's mail from 
here. Hugh Tompkins, who runs the 
New Jersey Fuel Merchants Associa- 
tion, gave us his name for a statement 
quoting Fire Chief Brown. It comes 
right from the Jersey scene of the ac- 
cident and gives the correct facts. We 
also have a letter from Bob Gray, as 
president of the Council, document- 
ing the safety of oil heat. Get these 
to your editors.” 

Narrator: “Ten to 12 days pass. 
Then Jim Grady’s on the phone again. 
He’s cheered up. In fact, he’s sort of 
excited.” 

Jim Grady: “Hello. Say, what do 
you know, Ralph? I got a lot of cor- 


eloil 
jul 


rections after a few false promises.” 

Ralph Hartell: “So did we. From all 
over, Buffalo, Duluth. Even the great 
New York Times.” 

Jim Grady: “Yeah, but we got an 
editorial. The entire Macy chain, nine 
papers, carried a good piece about oil 
heat. Used your stuff, but didn't give 
you credit. We pretty well cleaned 
up a mean situation.” 

Ralph Hartell: “This unfair report- 
ing of heating accidents has been go- 
ing on too long . . . unselling oil heat. 
I'm going to write a manual telling 
the markets how to handle this kind 
of public relations. Also a fact leaflet. 
We'll need to keep after reporters 
locally every time it happens.” 

Narrator: “An entire summer 
passed. Meanwhile, Jim Grady was 
getting a surprise. A pleasant one. He 
found he'd gotten a foot in the door 
with Westchester publicity outlets for 
oil heat. Here he is that Fall on the 


phone again.” 
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Jim Grady: “Say, that feature ar 
ticle you sent around with all the 
modern dope on heater conditioning 
is hitting like a house afire up her 
I got it into the nine dailies, 8-column 
heading spread on page 
weeklies 

Ralph Hartell: “Good job. What's 
new?” 

Jim Grady: “Well, we're running 


You ve 


ads. Whoever can guess closest to 


a contest up here 


cost of heating some actual homes 


with oil wins a 1960 Chevrolet 
Corvair. We get in a swell compari 
son with how expensive gas is in the 
ads and the contest material. But can 


we get publicity on this?” 
Running a Contest 


Ralph Hartell: “Sure. You're run 
ning a big contest. You're giving out 
thousands of dollars in prizes and local 
people are winning them. That’s all 
news. What you have to do is stage it 
so it makes news. Have the answers 
of your contestants locked up and 
held by your bank. That emphasizes 
it's on the up-and-up. Then arrange 
for the announcement to be done pub 
lically in some well-known local spot 
A pretty girl could be a bank teller 
who holds up the names of the win 
ners. Your judges, who should all be 
very reputable guys, supervise picking 
Notify the press and 
press photographers a day ahead of 


them out 


time to send representatives 

Narrator: “Jim got a lot of publicity 
on this one too—he developed these 
ideas about making the contest into 
news and got stories in all the West 
chester papers. There weren't 
any more phone calls for about three 
weeks. Then Jim Grady’s voice came 
over the phone one day. It was a little 
weak, but happy. He'd struck gold.” 

Jim Grady: “I wanted to get you 
on the phone as early as I could this 
morning, Ralph. Herb Spade and | 
were out with one of the newspaper 
boys up here till three o'clock this 
morning. I think we sold him on 
something.” 

Ralph Hartell: “I can’t believe it, 
Jim. A year ago you wouldn't have 
been seen dead with a newspaperman 
What did you sell the reporter on?” 

Jim Grady: “New oil heat equip 
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We told him 
rful new stuff being developed. 
I'm stuck 


there's some 


Have you got any 
py on this for an annual com 

rce and industry review 
Ralph Hartell: “Ordinarily I can't 
vrite articles for individual markets. 
But [ve 


zine piece 


just finished developing a 
on this same subject 
th Popular Science, I can send some 
stuff that won't hurt their exclusive 
should make this feature into a 
ory. After you get your copy 
material, call the newspaper 
down with the reporter. Fill 
him in with figures from the study of 
your market that you put together 
You'll get 
across the fact that oilheat in West- 
chester is important business.” 
Narrator: “Jim called back on this 


with Fred Burroughs 


pecial new equipment story with re- 
sults the following week.” 

Jim Grady: “We made page 2 
yesterday and my phone has been busy 
all morning. Housewives wanting in 
formation on the new hot water heat- 
ers. We're really selling with publicity 
now-—a year ago I would have said 


it was impossible.” 
Good publicity Action 


This skit wound up telling how, a 
couple of months later, the NFc office 
in New York. 


Grady taking good publicity action 


working with Jim 


on the spot, cleared oil heat as the 
cause of an explosion and fire in a 
Chappaqua, New York, 
which killed a small boy. After phone 
consultation with the NFc, Jim took 


home in 


prompt action and tracked down the 
accurate facts from the local fire chief 
and other sources. Ralph wrote them 
up into an official correction. Both 
agreed that in this case the best pro- 
cedure would be to get this accurate 
and official correction on the record in 
writing and to use a telegram for 
quick action getting it to the press 
The incorrect story was stopped and 
retractions run in the New York press 

which had picked the story up. 

All in all, this Atlantic City com- 
munications panel pointed up a not 
too well known aspect of this NFc 
operation—how its professional ap- 
proaches and materials and its close 


working with the cooperative market 
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Statistical Map 


On the facing page is the latest 
statistical map prepared by Fueloil & 
Oil Heat for the API Market Devel- 
opment Subcommittee of the Market- 
ing Division's Fuel Oil Committee. 

The shaded portion of the map out- 
lines the primary oilheating market; 
the figures in each State are estimates 
of oilheating and gas heating in use 
(in thousands) and the percent each 
State represents the oilheating mar- 
ket. 

Estimates for electric heat are 
shown in the smaller map. 


associations is leading to a whole in- 
dustry development. Today coopera- 
tive groups of fueloil distributors have 
learned how to and are able to carry 
on grass-roots, down-to-earth pub- 
licity and public relations for their 
own business in their own community 
with the aid of the Council. 

This ties in with this entire NF¢ 
program's concept of developing pub- 
lic relations by a sound plan organized 
to achieve a purpose—the purpose be- 
ing to establish a good public image 
of oil heat and the industry and to 
provide a climate which can aid con- 
sales. The 
where it is going and it is going places 

out in the 


sumer program knows 
markets as well as 
through the national media. 

As Jack Minner of the Shell Oil 
Company, 1960 Chairman of the 
Board of the National Fueloil Coun- 
cil, said this month: “This special 
NFC activity is the only completely 
centrally emanating promotional seg: 
ment of our operation at the present 
time. It therefore plays a vital role in 
creating ideas and in guiding thinking 
and action. It also has a vital influence 
in stimulating distributor and refiner 
interest in promotional programs to 
sell their product. But on top of this, 
the Nrc’s professionally planned and 
executed resulted in 
literally millions of members of the 
consuming public being reached with 
public relations materials prepared to 


project has 


achieve definite purposes and build 
a positive image of oil heat.” 


1960 
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‘Toward lower service Cost 


Sohio Study points to improved service Management, better equipment Performance 
> 


by N. R. Steenstra’ 


. THE OUTSET, I should like to 
A state the basic burner service 
philosophy that has prevailed in our 
company for the past 20 years. “By 
all means, service the burners using 
our product—service them well, so 
that economy of operation and com 
plete customer satisfaction with oil 
heating is assured.” 

Ohio differs somewhat from the 
eastern markets in that heating equip- 
ment contractors are seldom retailers 
of heating oil. Most heating equip- 
ment dealers sell more gas heating 
units than oilheating units. Thus their 
service departments often are thor- 
oughly familiar with gas furnace serv 
ice and generally speaking are not 
proficient in servicing oilburners 
Recognizing this, they often look to 
the oil supplier to provide service on 
their installations. This we are happy 
to do. 

Any marketer of heating oil, to be 
successful, must think in terms of pro 
viding its customers complete heat- 
ing comfort in as uninterrupted man- 
ner as possible. 

Quality product delivered auto- 
matically and billed as painlessly as 
possible are vital; however, the matter 


*Manager, Sohio-Heat Sales, Marketing 
Dept., The Standard Oil Co., Cleveland, 
Ohio. 


iintaining the customers’ equip- 
in such a manner that it burns 
onomically and with minimum 
<down is the responsibility of the 
any, jobber, or distributor filling 
homeowner's tank 
During the booming oil heat years, 
our strongest sales tool was servicing, 
it a reasonable cost, the equipment 
that consumed our product. Today it 
still is our strongest sales tool, much 
stronger, perhaps, than in earlier years 
since it now plays such an important 
part in helping to resist the inclination 
of our customers to change to other 
avail ible fuels 
When our salaried servicemen enter 
a home they have only one objective 
to restore the highest level of com- 
fort obtainable for the occupants by 
repairing the oilburner promptly and 
at the lowest possible cost to the user. 
Contrast this with the policy of 
many heating contractors not engaged 
in fueloil distribution—their service- 
men’s interest is strictly short term, 
and often their objective is to see how 
much money can be made for their 
company on the call. Too often this 
type of serviceman lays the ground- 
work for his company’s salesmen to 
sell the customer a furnace using a 
fuel not delivered in tank trucks. 
For those not familiar with the 
Ohio market, I would like to point 
out that home heating oil would have 
to be priced at about 9/¢ per gallon 
to be competitive with natural gas. 
You can immediately see why it is 
vitally important that anyone having 
any interest in the other fuel stay out 
of our customers’ basements 
It is not our intent to make money 
on burner service operation, but 
neither do we care to lose any large 
amount in the performance of it. 
Breaking even is a satisfactory condi- 
tion. The real measure of profit is in 
the gallons sold to those customers 
secured and retained through good 
burner service. 
About two years ago, increased 


operating costs were pushing burner 


service losses beyond the figure we 
considered reasonable. We recognized 
that to continue to offer premium 
service salaried 
mechanics, either the cost of the plan 


through our own 


would have to be increased or a more 
method of operation 
would have to be developed, or quite 
possibly both. 

No basic 
available to properly evaluate either 
move. 


economical 
information was then 


A “Burner service Cost and cus 
tomer Requirement” study was estab- 
lished by our Marketing Research 
people to analyze the problem. 

We felt that management tools 
should be provided each local service 
manager for serviceman performance 
improvement and that in order to 
maintain a premium service at a 
popular price, the service needs of the 
customer should also be known. 

The only people who were in a 
position to supply all this information, 
on an uninterrupted basis, were our 
own salaried mechanics. 

In December of 1957 with the co 
operation of two service departments, 
similar in size, but varied in operating 
procedures, we began the study which 
is still in progress. 

The results discussed here repre- 
sent a 12-month period from March 
of 1958 through February of 1959. 


FIGURE I 
Percent Distribution of total 
paid Hours 
Dept. A Dept. B 
Productive Hours 73.3% 70.7% 
Miscellaneous 
Non-Productive Hours 
Grey Area 9.3 
Red Area 18 20.0 


FIGURE I 
RED AREA 


Analysis of non-productive Hours 


Dept. A Dept. B 

Activity % Total % Total 
Cust. Not Home 6.3% 0 
Shop 6.0 

Stock Truck 10.8 
Waiting for Call 37.8 
Car Service 7.1 
Meeting 2.3 

Office 16.8 
Standby—Call Out 0.6 
N/C Drive Time 12.3 
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The contract type service plan used 
in both areas is Sohio’s “Full Year 
Protection Plan.” The plan includes 
an annual inspection—call it a clean 
up or overhaul, if you like—of the 
oilburner, plus any number of subse- 
quent emergency service calls during 
the contract year for a total cost of 
$18. This plan includes no parts. 

It is significant to mention at this 
point that each service department 
takes a slightly different approach to 
the amount of work to be done on the 
annual inspection. 

Department “A” favors a “short” 
inspection, eliminating certain frills 
and leaving “well enough alone,” 
those items that appear to need infre- 
quent attention. Department “B” on 
the other hand favors the complete 
preventive maintenance type inspec- 
tion. We hoped the study would also 
help provide an answer to the ques- 
tion of how much time, if any, is 
saved in the long pull by going over 
the burner with a fine tooth comb on 
the annual inspection. 

Servicemen detailed their activities 
on a daily report form. All informa- 
tion was key punched and monthly, 
quarterly, and yearly tab reports were 
provided the service manager for use 
in improving operational perform- 
ance. Complete service information on 
every customer is also provided on 
an annual basis. 

Despite the conscientious effort of 
a serviceman, there always are some 
of his total paid hours that are non- 
productive. Our definition of non- 
productive time is the miscellaneous 
time spent each day for which there 
is nO income return to the company. 

These miscellaneous hours are time 
spent in stocking his truck, calls to 
customers not at home, meetings, driv- 
ing time not charged, office time, car 


FIGURE V 
Customer call Frequency and Total average Hours per Customer 


CALL FREQUENCY - 
% of Cust. 


Insp. Only 41.6% 


Insp. & 1 Call 

Insp. & 2 Calls 

Insp. & 3 Calls 

Insp. & 4 Calls 

Insp. & 5 Calls 

Insp. & 6 thru 9 Calls 
Insp. & 10 Calls and Over 


Total 100.0% 


service, working in the shop, delays 
in receiving calls from the dispatcher, 
and standing by for calls on nights, 
Sundays, and Holidays. We refer to 
this as Red Area time. 

A second group of miscellaneous 
non-productive time is vacation, sick 
and holiday time. We have called this 
Grey Area time. Little or no dis- 
patching control can be made of the 
Grey Area time. However, good dis- 
patching and serviceman cooperation 
can help to reduce the non-productive 
hours in the Red Area. 

FIGURE | shows time distribution 
between productive hours, and non- 
productive miscellaneous hours with 
an additional breakdown between un- 
controllable Grey Area hours and 
controllable Red Area hours. Im- 
provement in productive hours can be 
made by reducing the non-productive 
Red Area hours. 

A more detailed breakdown of Red 
Area time is provided the service 
manager in FicuRE ul. Discussion be- 
tween the manager, dispatchers, and 
servicemen bring about improvements 
in dispatching, scheduling, and serv- 


FIGURE IV 
Hours spent per Customer 
No. Hours per % Total % Total 
Custs. Customer Custs. Hours 
3,518 Lessthan 3hrs. 78% 49% 
993 3hrs.ormore 22% 51% 
4,511 100% 100% 


FIGURE Il 
Analysis of service Calls 


BASEMENT HOURS (EXCLUDING INSPECTIONS) 
PERCENT OF HOURS AND PERCENT OF FREQUENCY 
BY JOB ACTIVITY 


HOURS 


Dept. A 
Combustion 17.2% 
Nozzle 16.4 
Primary Control 13.8 
Ign. Assy. and Transf. 1 
Burner Motor 
Blower Assembly/Circulator 
Oil Pump 
Tanks-Lines, Oil Filter 
Thermostat and Limit 
Other Electrical 


FREQUENCY —— 


Dept. B Dept. A Dept. B 


Sa 


— DEPT. A———— 
Hrs./Cust. 


———— DEPT. B ———— 
% of Cust. Hrs./Cust. 
1.23 44.3% 1.59 
2.32 20.6 2.60 
3.03 12.3 3.52 
3.66 . 4.34 
4.59 : 5.54 
5.28 6.53 
6.83 7.99 
12.47 4.00 


3.00 100.0% 3. 


FIGURE VI 


Average Hours per Customer 
for one Year 
Dept. A Dept. B 


Hrs. Ts. 

Inspection Time 1.05 1.40 
Service Call Time 1.08 0.99 
Driving Time 87 .69 
Total 3.00 3.08 


No. of Service Calls 
After Insp. 1.4 1.2 


ice activity. Department “B” with 
20% of its time in the Red Area 
realized from FiGURE that more than 
50% of the Red Area time or 10% 
of total time spent in waiting for 
service calls indicated over-stafhng 
or a weakness in handling and dis 
patching calls. 

Another phase of the study was 
designed to provide the service man- 
ager with information about the 
integral oilburner parts causing serv- 
ice troubles. FiGURE mi shows the per- 
cent of hours and the percent of fre- 
quency by job activity. This is pro 
vided to the manager in summary for 
his department and in detail for each 
serviceman, While it is not always 
indicative of a serviceman’s weakness 
on certain parts of the oilburner, it 
does serve as an indication in some 
cases. It has been helpful in setting up 
special instruction for servicemen 
showing a weakness in a particular 
phase of oilburner service. 

It has long been said in the indus 
try that a small percentage of contract 
customers requiring large amounts of 
service is the chief factor for many 
departments operating in the red. 

FiGuRE IV lends statistical support 
to this theory. Seventy-eight percent 
of the total customers required less 
than half of the total service depart- 
ment hours while the remaining 22% 
of customers required a little more 
than 50% of our servicemen’s time. 

(Please turn to page 116) 
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Newburgh, N. Y. 
OILHEATING MARKET REPORT 


7 LOCAL oilheating market, extend 
ing in its widest westerly radius to 
about 15 miles from Newburgh, is of mod 
est size. It lies within a region that might 
be termed the Mid-Hudson district. Yet the 
oilheating market group active here feels 
that their problems and solutions, for the 
time being, at least, are peculiar to their 
specihe territory 

Thus, it seems best to treat this market 
restricted as it 1s separately until such 
time as consolidation of effort with the 
related programs in Kingston and Dutchess 
Counties appears more likely 

As suggested by the fact that there are 
only an estimated 35,000 single or two- 
family dwellings despite a population of 
over 155,000, a characteristic of this area 
is in its relatively high proportion of multi 
unit dwellings—probably bearing 
substantial degree of industrializatior 
1950, for example, in the city of Newburgh 
alone, the census showed that of 10,234 
dwelling units of all types 4,145, or 
40.9%, were multi-unit residences (hous 
ing more than two families) 


Home heating Characteristics 


Because of the less-than-county size of 
this trading area, federal census statistics 
are of little help in establishing the rela 
tive fuel usage figures as of 1950. An esti 
mate by the local oil marketers, however 
as to 1959 installation-ratios, seems to bear 
up well and check with other indications 


Non-Central 
Heating 


Central 
Fuel Heating 


Coal 1,900 500 
Gas 6,500 2,900 
Oil 17,500 3,750 

Other 1,100 850 

Total 


27,000 8,000 


A relatively large additional usage of 
No. 2 fueloil is found, in small commer- 
cial establishments, and especially, in the 
high proportional number of multi-unit 
dwellings for an estimated additional 
total of 4,100 installations of this type 


Competitive Fuels and Costs 


Coal, for househeating, has declined 
since 1950 by somewhere around 60% 
Today anthracite, for hand-firing sells for 
$26.50 per ton, or at the equivalent of 
10¢ per therm 

The current price of No. 2 fueloil, this 
past heating season, of 15.5¢ per gallon, 
works out to a per-therm-equivalent cost 
of Il¢ 

Natural gas was introduced in this area 
in August of 1950, by the Central Hudson 
Gas and Electric Corp., the same utility 
serving communities to the north along the 
Hudson, It is believed that this company 
now serves, for all uses, about 41,000 
natural gas customers. The present rate is 
not very competitive to oilheating, reach- 
ing a low of only 13.5¢ per Cef (or therm) 
for winter usage. Even after allowing for 


Copyright, National Fueloil Council, 424 
Madison Ave., New York 17, N. Y 


high-rate initial quantities, for cook 
1 water heating, however, because 
usage of gas for househeating at 
the minimum bracket, space 
run typically to 14¢ per 

is about 27% higher than oil 


Gas heat promotion has been sponsored 
by the utility on a substantial newspaper 
budget for the past three years 


Fueloil Distribution 


stimate of the marketed volume of 
oils in this area places No. 2 fuel 
7 to 40 million gallons; No. 1 or 
at about 4 million gallons. Major 
suppliers bring in about 86% of this vol- 
ume; independent wholesale suppliers the 
Together, however, they do no 
van about 15% of the retail or tank- 
volume, with the independent mar 
selling the principal share, of 85% 

the direct-to-user-business 


Dealer Operations 


There are 24 independent marketers of 
record in this specific market, operating a 
total of 48 trucks. The three largest run 
five trucks each in fueloil delivery. So the 
modest size of the average operator here 
has perhaps limited the extent of refine- 
ment in oilheating operational practices 
Only about 43% of the dealers, for ex- 
ample, sell oilheating equipment—account- 
ing, by estimate, for somewhere around 
one-third of the number of oilburners in- 
stalled annually in this market 

Service facilities are maintained by one- 
half of the dealer companies, and equip- 
ment service contracts are just beginning 
to be offered by the industry. Automatic 
deliveries are common practice, however; 
VENTALARM signals are in use on about 
two out of five tanks; budget plans are 
followed by 8% of oilheating customers 
And while this is not a market of great 
ndividual bulk storage by the average 
about 75% buy “under the fill” 
principally, fueloil dealers here are in the 
fueloil business strictly. Only 13% sell 
gasoline: 5% coal 


dealer 


Industry Organization and Promotion 


Practically all (90%) of the independ- 
ent fueloil marketers (accounting for 95% 
of the total dealer retail volume) are repre- 
sented in membership in the local industry 
organization, the “Eastern Orange County 
Fuel Oil Dealers, Inc.” This group has 
been supporting a limited promotional ef- 
fort since 1956, spending $500 to $900 
annually, in newspaper advertising 

In 1958 the group was fortunate in 
securing the services, on a part time basis, 
of Al Rhoades, whose principal connection 
is with the local newspaper, the Newburgh 
News. Coincidentally, an immediate in- 
crease in the extent of press coverage for 
oil heat has taken place, and the sights of 
the association have been raised on adver- 
tising plans to enhance oil heat’s position 

The trade character, “Little Bill” has 
been adopted through permission of its 
originator, On! of Long Island, and al- 
ready has become established through good, 
solid advertising approaches 


Top income Families 
buy Airconditioning 


FAMILIES with incomes of $5,000 or 
more—the top income half of the na 
tion—account for more than four out 
of five of the owners of home aircon- 
ditioning according to a study done by 
U. S. News & World Report, Wash- 
D. C. These families now 
7.5 million 


ington, 
number 

Of the 1.7 million families who 
went out and bought airconditioning 
in the past twelve months, either in- 
dividual units or central systems, bet- 
ter than nine out of ten had incomes 
of $5,000 or more. 

These incomes are a reflection of 
the job responsibility and education 
of the family heads, the study finds 
In two-thirds of these families, the 
family head is a managerial, super- 
visory or professional man. More than 
one-third of these families have at least 
one member who is a college gradu- 
ate. Three out of five have at least one 
member who attended college. 

The airconditioning market is a 
family market. Nine out of ten own- 
ers and buyers are married. Three out 
of five have an average of twochildren. 

Almost nine out of ten of these 
families live in a house; nine out of 
ten of them own the home they live in. 

Liquid assets of these families, an- 
other reflection of their economic 
standing, run high. Average amount 
of combined holdings—checking ac- 
counts, savings accounts, corporate 
stock and bonds, etc. 
$13.000. 


is more than 


The study shows that families with 
incomes of $7,500 or more, while only 
one-fourth of the nation’s families, ac- 
count for more than half the custom- 
ers for airconditioning. Families with 
incomes of $10,000 or more. a mere 
13% of the nation’s families, account 
for one-third of the customers. 

The study was conducted among a 
national cross-section of car owners 
from a list of names and addresses sup- 
plied by R. L. Polk & Company of 
Detroit. Inasmuch as there are 27.5 
million families in America with in- 
comes of $5,000 or more and 27 mil- 
lion car owners with incomes of $5,- 
000 or more, the study was, in effect, 
a survey of all families in this impor- 
tant bracket. 
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Fitth commercial 
oilburner Examination 


Test Yourself to learn the numerical Value of 
your Knowledge of commercial-industrial Equipment 


by John W. Schulz 


K \RLIER EXAMINATIONS of this kind 
4 appeared in issues of FUELOIL & 
Oi Heat dated April 1952, Decem- 
ber 1952, March 1954, May 1955, 
and March 1959. No copies of these 
earlier examinations are available now, 
unfortunate ly 

As did the earlier examinations, the 
following examination uses the selec- 
tion method. You study all the possi- 
ble answers which follow each ques- 
tion, then you select the possible an- 
swer which seems to you to be correct 

or, important, most nearly correct. 

This selection method of testing is 
used, for one reason, to avoid a man’s 
getting a low mark because he lacks 
skill assembling sentences and prepar- 
ing impressively well-written answers. 

Taking an examination of this kind, 
you won't be penalized, if you are not 
good at doing technical writing. 

In this country, the English lan- 
guage is used for equipment specifica- 
tions and installation and service in- 
structions. To read and understand 
these things, you've got to have a 
working knowledge of the English 
language ! 

The following questions have been 
road-tested, tried out in the field on 
practical men. The many men who 
properly 
proved that both the questions and 
the posible answers could be under- 
stood easily. 


answered the questions 


Don't, then, explain away a poor 
mark as due to examination words and 
sentences so unclear that you could 
not understand them. 

Follow these instructions: 

1. Thoroughly study a question 
and each possible answer that follows 
it. Select the answer which you think 
is most nearly correct. That’s impor- 
tant, as in some cases you will not find 
a possible answer which you think is 


100% correct. 


Here's another oilburner test of 
the kind which has become exceed- 
ingly popular with readers of Fuel- 
oil & Oil Heat. This test is suitable 
for all men in oilheating and fuel- 
oil organizations, who are supposed 
to have practical and technical 
know-how regarding commercial 
and industrial oilburners. Similar 
tests have been prepared by the 
same author for use by technical 
schools, particular companies, and 
cities who test servicemen with re- 
lation to licensing them. 

In service departments, marks of 
100°, for this test will be obtained 
only by servicemen who have had 
formal oilheating education or 
who have intensively studied text- 
books and such educational tech- 
nical articles as appear in Fueloil 
& Oil Heat. That's because obtain- 
ing a mark of 100°, depends on 
a serviceman's having the ability 
to use pencil and paper to make 
computations in answering build- 
ing owners’ questions about sizes 
of oilburners and boilers, yearly 
fueloil consumption, capacities of 
electric fueloil preheaters, etc. 

Two questions in this oilburner 
examination are decidedly differ- 
ent from the questions in earlier, 
similar examinations published in 
Fueloil & Oil Heat. These are ques- 
tions six and ten. Their innovation 
lies in their asking for detection 
of statements which are incorrect. 
In each case, four possible answers 
are given, but only one of these 
is incorrect. The man “taking the 
test’ must select and make note 
of the one, incorrect answer. Be 
on guard when handling questions 
six and ten! 


PECL CCC CLC 


2. List the question and the answet 
you select this way, on a separate 
piece of paper: Question #1—B; 
Question #2—A; Question #3—-D 

. and so on. 

3. Mark only one answer as correct. 

4. Change an answer if you desire, 
but make your final answer entirely 
clear. 





5. Take no more than 60 minutes 
Questions unanswered at the end of 
that time count as zero 

6. You get 10% for each 
answer. A mark of 70% or higher 


correct 


Passes. 


The correct answers are on p. 81 


Commercial-Industrial 
oilburner Examination 


Question |—-You are preparing to 


use a snap-on ammeter on either of 
two wires that go to an electric, fuel 
oil preheater having a label marked 
three kilowatts, 230 volts. Fuses have 
been blowing, and you want to find 
out if this oil preheater is drawing 
excessive current. If the preheater is 
all right, you will obtain approximate 
ly the reading 
Which of the following readings is 


following current 


correct? 


. . « Comm.-ind. Exam 


A. Current is about 13 amperes. 

B. The preheater should be given 
voltage no higher than 220 volts. 

C. Current is about 5.5 amperes. 

D. Efficiency can be estimated to be 


bout 70% with fueloil flowing 


Question 2— Allow 50% for piping 
ind pick-up. On that basis, which of 
the following figures represents the 
Btu’s per hour needed from a boiler 
for a load of 4,200 square feet of 
steam radiation? 

A. About one and one-half million 
Btu’s per hour from the boiler 

B. Boiler capacity of 45 horsepower 

C. Firing rate of 150 gph 

D. About 600,000 Btu’s per hour 
from the steam boiler. 


Question 3—You are checking the 
performance of a pump-set, which in- 
cludes a slow-speed, belt-drive, gear 
pump that draws No. 6 oil from a 
tank (suction-line temperature is 
125°F.) and provides oil under 30 Ibs 
pressure for eight oilburners firing 


With the 


pump-set running normally, a vacuum 


200 hi yrsepower boilers 








FOR FIREBOX TYPE BURNERS 





Type Boilers as illustrated here. 


fill it efficiently. 








Builders of fine Oil Burner Equipment since 1903 


gage near the pump inlet reads three 
inches. Then you close tight a suction- 
line valve on the tank side of the suc- 
tion-line gage, to cause this gage to 
give a different reading. If the belt- 
drive pump is in good condition and 
receives no air, which of these read- 
ings will the suction-line gage now 
give? 

A. Pressure of 30 lbs 

B. Vacuum of 25 pounds. 

C. Vacuum of 25 inches. 

D. Pressure of 100 Ibs 


Question 4—The manager of a fac- 
tory asks you the gph firing rate 
needed to produce 200% rating from 
his high-pressure, water-tube boiler. 
Rated output of boiler is 350 horse 
power. Efficiency will be not lower 
than 70%, not higher than 80% 
Which of these answers will you give 
him? 

A. Fire it about 15 gph 

B. Fire about 120 gph. 

C. Roughly 230 gph is all right. 

D. Approximately 470 gph is 
needed. 


Gor Smasth, Efficient Combustion 


negardled4 of Stack Conditions and Ginebox Pressures! 


FORCED DRAFT Package-Unit BURNERS 


These quiet, smooth-running compact units come to you completely assembled, 
tested and wired at the factory . . . ready for easy, inexpensive attachment to 
any boiler or heat receiver. They give you top performance and minimum fuel 


costs on any heavy-duty heating installation. 


They are built for firing on Oil Only . . . Gas Only . . . and for Combination 
Oil or Gas Firing. And they are available for either Scotch Type or Firebox 


These efficient units are powered by the time-tested, world-famous Johnson 
Model 53 Burners which maintain a fixed air-fuel-ratio regardless of variations 
in oil temperature and viscosity. Nine sizes are available ranging from 28 to 


560 HP. Whatever your need, there’s a Johnson Forced Draft Burner that will 


ohunson Gil Burners........ 


S. T. JOHNSON CO. 


940 Arlington Ave., Oakland 8, Calif. 


Church Road, Bridgeport, Pennsylvania 
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As near as your telephone 
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There are eight General Refractories Company warehouses at 
strategic locations throughout the country offering users of fire- 
brick the wide selection of “super market” shopping, but with 
the individual interest of the corner store. Designed to serve the 
less-than-carload lot buyer of refractories with top quality prod- 
ucts when and where needed, each warehouse is equipped and 
stocked to meet the unique requirements of the area it serves. 
Each warehouse is staffed by trained personnel long experienced 
in the refractory needs of their particular customers and 
prospects. 


ante enna enemas emeasanan” 


nO ae 
OF REFRACTORIES 


TRAINED PERSONNEL 


The salesmen in your local GREFCO Warehouse 
know the furnace problems in their area. They 
have helped solve many of them. These are not 
just order takers, they are trained refractory men 
who can roll up shirt sleeves and show how the 
job should be done. Their recommendations are 
made not from specification sheets, but from on- 
the-job experience. And, because of GREFCO’s 
complete line of refractories, their recommenda- 
tions can always be unbiased. The clerical staff 
n each warehouse is specifically trained to know 
the stock on hand at all times and to be able to 
follow orders through from request to delivery 
with a minimum of delay. 





MODERN EQUIPMENT 


To insure proper storage, shipping protection, and 
prompt delivery of your refractory needs, each 
GREFCO Warehouse is equipped with the most 
modern materials handling equipment and power 
trucks operated by men with years of experience 
in stocking and moving cumbersome and fragile 
refractories. Each warehouse is centrally located 
to demand and includes carefully designed load- 
ing and unloading accommodations for any size 
truck or trailer equipment. Expressly designed 
storage areas protect products. When you call 
they are available at once in perfect condition! 





ROUND-THE-CLOCK SERVICE 


Each GREFCO Warehouse maintains a complete 
line of firebrick and bulk refractory on hand at 
all times. Special sizes and shapes are cut to 
template or dimension, and the entire stock is 
carried on pallets; delivered on pallets, where 
practical, by company-owned trucks equipped 
with power unloaders to insure delivery when 
and where wanted. No need to wait for the con- 
venience of commercial carriers. For even more 
convenient and economical service, each GREFCO 
Warehouse offers its Inventory Control Plan (ask 
about it). Its unique features save the “Hidden 
Costs,” such as value of refractory storage space, 
demurrage charges, unclaimed carload damages, 
insurance, money-tied-up in stock, etc 


GENERAL REFRACTORIES COMPANY 


In New York City: 34-40 Laurel Hill Bivd. (Maspeth) RA-9-5353-4-5 
In Elizabeth, N. J.: 565 Division St. EL-2-5324 

In Philadelphia: 2950 East Tioga St. GA-6-6432 

Also in Chicago, Los Angeles, Detroit, and Troy, N. Y. 


Similor services available from many GREFCO dealers located 
in the U. S. and Canada. 





Mechanical x; y 


Atomizing 
Burners 


As a complement to our line of 
Class 60 internal gear pumps, the 
new Class 66 external gear 
design extends the working 
pressure range to 300 psig with 
the same outstanding perform- 
ance features expected from 
Kraiss| products developed 
through 30 years’ experience. 
Important design features... 

1. Ports in end plate provide easy 
access to pump interior and 
parts replacement without pip- 
ing disassembly. 

- Pyramid tooth form provides 
maximum gear strength. 

- Flange mounting on end plates 
permits use of foot or direct 
mounting into machine or drive. 

- Integrated Rotor and shaft 
erovides strong assembly with 
no weakening due to internal 
keys or pins. 

. Dowel pin alignment facilitates 
accurate assembly with proper 
working clearances. 

. Grooves vented to pump suction 
eliminate gaskets and insure 
face and end plate sealing. 

. Bearings are assembled close to 
load to minimize shaft defiec- 
tion. Provision is made for re- 
newal of lubricant. 

. Shaft seals isolate main shaft 
bearings from abrasive liquids. 

4 ee idler increases pump 
ife. 

. Interchangeable return seal 
(not shown) vents stuffing box 
to pump suction to minimize 
chance of shaft leakage while 
also providing simple change of 


rotation in the field. 
Write for Bulletin A-1847. Other 
Kraissi fuel oil products include . . . 
my and Duplex Strainers ¢ 
Light Oil Pumps © Compressors 
| 
CARAS. } KRAISSL CO. ix 
295 Williams Ave., Hackensack, N. J. 
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.. . C-l burner Exam 


Question 5 
ers, each intended to produce 120 hp, 
ire be installed to heat a 


irtment house located in Brooklyn, 


Two package oil-boil- 


ing new 
Both must operate at full rat 
to provide enough heat for the 
heating system. About how much oil 
ll these boilers use, serving only for 
heating the building, from September 
to June 30th? Or, how much oil 
ll be to heat 


ipartment house? 


us d yearly, that 1S. 


A. About 10,000 to 20,000 gallons 
B. About 40,000 gallons 
C. About 50,000 to 60,000 gallons 
D. About 


1 
I) 


30.000 to 


100,000 to 150,000 gal 


Question 6—Here are four thumb 
rules related to using electricity to 
preheat No. 6 oil. One of these is 
NOT Which one is it? 

A. To increase the temperature of 
gallon of No. 6 oil by 100°F. re- 


quires 150 watts of electric heater ca- 


correct 
One 


pacity 
B. For 
Btu equivalent of one kilowatt can be 


take n 
C. One kilowatt of electric heating 


thumb rule purposes, the 


as 35.000 


capacity will heat six gph of oil over 
a 100°F 
D. One kilowatt of electric heating 


rise. 


capacity will heat 100 gph of oil over 


Fahrenheit temperature 


S1X dk PTeE 


Question 7—An apartment house 
is being planned in Boston. It will 
have 60 apartments, each of five me- 
dium-size rooms. The heating system 
will be the modern, forced-circulation, 
hot-water type. Which of the follow- 
ing figures for standing radiation and 
Btu output of radiation fit this build- 
ing best? 

A. Standing radiation total of 3,000 
square feet, heat output of which is 
300,000 Btu per hour. 

B. Standing radiation total of 9,000 
square feet, heat output of which is 
1,800,000 Btu per hour 

C. Standing radiation total of 4,000 
square feet, heat output of which is 
2,000,000 Btu per hour 

D. Standing radiation total of 1,000 
square feet, heat output of which is 
700,000 Btu per hour. 








Question 8 


an already installed 3,000-gallon hot- 


In a chemical plant, 


water storage tank needs a new boiler 
to serve only for heating the water 
stored in the tank. The head chemist 
tells you he wants an oil-boiler which, 
with the oilburner running continu- 
ously, has capacity equivalent to giv- 
ing the tank 1,500 gallons of hot water 
per hour, with the water heated from 
50°F. to 150°F. Which of the follow 
ing firing rates is needed for a boiler 
which will perform as the head chem- 
ist specifies? 

A. Firing rate of about 2.5 gph. 
B. Firing rate of about 5.5 gph. 
C. Firing rate of about 8.5 gph 
D. Firing rate of about 12.5 gph. 


Question 9—A horizontal rotary- 
cup oilburner worked well for two 
years, but last March started giving 
trouble. Its flame size decreased so that 
on cold days it could not provide 
sufficient heat in the building, al- 
though it ran 24 hours a day. Using 
No. 6 oil, the burner is rated at up to 
70 gph firing rate. It is supposed to 
fire the boiler at about 50 gph. But 
since the trouble started, the burner 
appears unable to give a flame size 
higher than about 25 or 30 gph. Every 
few minutes, the flame splutters and 
almost goes out. 

The 


pump. According to a vacuum gage, 


burner has an integral oil 


Ld 


the pump developed 5” to 7” vacuum 
until last March, when the trouble 
began. Since then, however, that vac- 
uum has been about 10”. The build- 
ing owner declares that this proves 
that, starting last March, inferior No. 
6 oil was delivered, and is causing the 
trouble. 
There's 


mounted on the side of the boiler, pre 


an indirect oil heater 
heating the oil going to the atomizing 
cup. Cleaning this heater increased the 
temperature of the output fueloil 
from 165°F. to 175°F.,. but did not 


lessen the smail-flame trouble. 
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The burner’s oil pump can develop 
a maximum vacuum of 27”. That was 
ascertained by closing tight a suction- 
line valve with the burner running. 

Which of the following remedies 
matches the small-flame trouble which 
this oilburner is giving? 

A. Less viscous No. 6 oil, or No. 5 
oil, is needed to end the trouble. 
That's proved by the fact that last 
March the reading 
jumped from a satisfactorily low read- 


” Add 


ing to 5” to 


vacuum gage 


up to an 1m- 
properly high reading of 10”. 
B. The 


wore out, 


oilburner pump simply 


therefore cannot pump 
enough oil. Simply replace it, to end 
the troubk 

C. Because thicker, more viscous 
No. 6 oil now is being delivered, the 
job needs two improvements. First, 
install an indirect oil heater large 
enough to heat the cup-line fueloil to 
250°F 


the suction line, replace it with a suc- 


Second, whatever the size of 


tion line of greater size, so that the 


present suction-line vacuum of 10” 


drops to below 5”. 

D. Locate and seal suction-line air 
leaks. These may be in suction-line 
joints, in the packed bonnets of suc- 
ion-line valves, and in the gasket of 
a suction-line strainer. The delivery 
of slightly heavier fueloil, starting last 
March, did increase the suction-line 
vacuum slightly. There’s a slight pos- 
sibility that the increase in vacuum 
increased the bad effects of suction- 
line air leaks which the installation 


had since it first was used. 


Question 10 


tion-safety controls, or primary con- 


Electronic combus- 


trols, provide vast advantages for oil- 
burners, particularly commercial and 
industrial oilburners. However, in 
listing the advantages of such controls, 
a certain serviceman became overen- 
thusiastic and tossed in one point too 
many 

Which « 


not true of electronic combustion 
Safety 


point which is not true. 


f the following statements is 


ntrols used on commercial 
ind industrial installations? 

A. These electronic, primary-con- 
trol systems shut off oilburners in a 
matter of seconds when stack tem- 
peratures exceed desired high limits. 

B. When large oilburners having 
gas-electric ignition systems start up, 


these electronic controls monitor the 
gas flames of the ignition systems, and 
permit fueloil to enter combustion 
spaces only after electronic devices 
have ascertained that the gas flames 
are burning properly. 

C. Following failure of the oil flame 
with the burner otherwise operating 
normally (ignition system turned off), 
an electronic control system stops the 
flow of atomized oil into the firebox 
with great speed—in a maximum 


time of four seconds. 

















with 


re A 
UP-TO-THE-MINUTE RECORD 


OF TANK CONTENTS 


D. Typical, modern, electronic con- 
trol systems of this kind provide large 
installations with the advantages of 
pre-purge and post-purge. 
HUUUEVEVEUAUAUADAUAUAUAU ADEA OOADOUOOUDAUUOUEO EU EU EU EU ADEE EEA NEAT 
‘Y—0l ‘G—6 ‘G—-8 ‘dL ‘8-9 
ies O-0 St We 8. 

"LL *d uo syseys yoiym Uo 
-PUIWEX® JOUING}IO jel4ysNpUl-/eIosew 
“WwOo> ey yO sudlsenb of siemsuY 


SIOMSUY uorneuru ex 
AUUCEUUUUOVEUAUUOUEAEAEUEUAAEUEUEAUUEACUOU EEE THEE 














PETROMETER 
Remote Reading TANK GAUGES 


Here’s the gauge that gives you accurate readings—clearly 
visible—absolutely dependable. A quick glance at the 
gauge tells you the exact quantity of liquid in your tank— 


in inches of depth and in gallons, pounds or any other 


volume or weight units. 


The Petrometer operates on the principle of static pres- 
sure. There are no pulleys, wires, springs, or electrical 
mechanisms to go out of order. Operation is simple and 


reliable. 
INSTALLATION? IT’S EASY— 


These gauges can be installed on tanks above or below 
the ground and up to “% of a mile away. The tank assembly 
unit can be installed even when there is liquid in the tank. 
The single copper tube line from the tank is connected to 





the gauge by one simple compression connection. No setting 


up or adjusting is required on the job. 
PETROMETER GAUGES ARE IDEAL FOR: 


Commercial and Industrial fuel oil storage tanks 


Petroleum Bulk Storage 


Storage tanks for chemicals, solvents and other industrial 


liquids. 


Write for Bulletin PF for details. 


PETROMETER CORP. 


43-22 Tenth St., Long Island City 1, N. Y. 





sity and the Bureau of Yards and tion, operation and fuel; 

Docks Controls operating, interlocks, 
The course will run two days a primary, combustion controls, limit, 

week for six weeks. Each subject will valves, draft regulators, overload re- 

be covered in a three hour session. leases, fuses, water level controls; 


’ . . Among the topics to be covered: Insurance requirements; 
Comm.-Ind. Section plans a ee ee ee eee ed oo — 
. ° ° No. 4, 5 and 6 oil on the East Coast. Fuel comparisons and methods of 
Course in Washington 
Combustion and energy release calculations. 
A FUNDAMENTAL engineering pro primary and secondary air; Lectures will be given on servicing 
gram in commercial-industrial oilfiring Combustion chambers and types of horizontal rotary burners, low pres- 


and equipment is under way in Wash heavy oilburners. sure air atomizing burners, steam 


ington, D. C., under the sponsorshi Other topics: atomizing burners, packaged steam 


of the Oil-Heat Institute of America Preheaters steam, electric, hot and hot water generators, operating 


in cooperation with Howard Univer water, gas, hot wells, piping, installa- limit, primary and electronic controls. 





ae ihe —" - SALESMANSHIP - 


PRESSURE SWITCHES Here's an actual training course in sell- 


ing based on tested sales principles and 
techniques. 


“D” Scries Switch shuts 
off fuel if drop in fluid The 


or gas pressure occurs, "SELLING MAN" 


. as ) This is specialty salesmanship with em- 


phasis on burner selling. A valuable book 


“114" Series Switch ; J for your sales staff. Blue cloth binding 


RE Ten eae See 6 x 9 inches, 260 pages. The price only 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature. and postage. 


$4.00, plus 25c to cover cost of handling 


FREE CIRCULAR — Please send your remittance with order to: 
Dewey Gas Furnace Co. fueloil & oil heat 


102 E. Baltimore e« Detroit 2, Michigan + Uieen ditith on 
PROTECTION FOR: Oil Burners —Industrial New York 36, N. Y. 


Ovens and Boilers—Power Gas Burners 











NOT ENOUGH NATURAL OR FORCED DRAFT? 


© Quiet—Vibrationless WHITTY INDUCED DRAFT FANS 
© 22 sizes—to handle from 15 to , : SOLVE DRAFT PROBLEMS 


700 boiler horsepower WHY NOT USE WHITTY IN- 

DUCED DRAFT FANS IN THE BE- 

WHITTY c MPANY nC. GINNING AND HAVE ENOUGH 

0 , INC DRAFT — ALWAYS — AND A 

86 WESTERN AVE. » CLEAN BOILER ROOM — BE- 
BOSTON 34, MASS. SIDES! 
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THAT'S THE ONE... 


/ Power Flame 
HAS THE RIGHT BURNER 
FOR MOST APPLICATIONS 


One single source of burners for most every applica- 
tion—that’s what Power Flame offers you! In the 
fact-packed Power Flame Catalogue, you’ll discover 
a complete range of models and sizes in atmospheric 
burners, power burners and combination burners. All 
designed for lowest installation and maintenance 
costs...all “torture tested” for highest efficiency 
and dependability. Hot idea: Next time, consult 
Power Flame first! 


Combi- matic 
Dual Fuel 
Gas-Oil Burners 


With these out- 
standing features: 


e@ Completely factory assembled 
and wired : 
@ Balanced combustion on both fuels Listed by 
Underwriters 
@ Automatic air change for each fuel Laberatecton 
@ Each fuel has its own ignition system tne. 
@ Manual or automatic changeover. 
FGO Six models for gas and light oil, 
apacities to 3,500,000 BTU. 


Combi-matic, 


Dual Fuel 
Gas-Gas 
Burners 


BFGG For all gasses and Lique- 
fied Petroleum. A complete line from 
450,000 to 20,000,000 BTU. The BFGG 
Series incorporates many of the product 
features of the famous FGO Series. 
Underwriters’ Laboratories, Inc. 


Write today for complete literature, information 
and specifications on POWER-FLAME’S Combi- 
Matic dual fuel burners. Also get the facts about 
THORO-MIX gas burners and POWER-FLAME 
gun type and spread type burners. 


Power Flame 


1203 MAIN ST. 


Division, Inc. fonanoviaw. MO. 


ei 


* 
Quick drafé....1: wor's sarest 
POWER DRAFT UNIT FOR INDUSTRIAL, RESIDENTIAL 





AND INSTITUTIONAL EXHAUSTING 


U.S.A. Patent Nos. 
2,722,372 and 2,855,874. 
Other Patents Pending. 
*Covered by exclusive foreign patents 





Increases heating and 
combustion efficiency! 








Provides air power for 
bulk materials handling! 








Exhausts corrosive gases 
and abrasives! 








Quickdraft provides industry, commerce, institu- 
tions and homebuilders power draft engineered for 
economical and efficient combustion regardless of 
building or atmospheric conditions. Models suitable 
for every heating or incinerator application... 
eliminate pulsating or chattering, puffing, smoking 
and sooting. Reduce building costs, no tall, unsightly 
stacks required. Quickdraft also provides industry 
with 4 inch to 60 inches W.G. static pressure for 
exhausting corrosive gases, abrasives and paint 
spray. Heavy-duty, high-pressure models, 6 inches 
to 30 inches diameter, are available for moving 
bulk materials or anything that can be moved by 
air. Because there are no motors, fans or bearings 
in exhaust line, only Quickdraft avoids costly clog- 
ging, corrosion of moving parts or fan failure. 


IMPORTANT NOTICE 


For withstanding corrosive gases, all Quickdraft units are 
available in standard acid resisting vitreous enamel, No. 316 
Stainless Steel, rigid plastics (P.V.C.) and with plastic and 
Fiberglas coatings. 


FANS OR BEARINGS IN EXHAUST LINE 


Send for QUICKDRAFT ENGINEERING 
DATA on your application . . . now. 


Quickdraft 
CORPORATION 


P. O. Box 87-F Canton |, Ohio 


&3 





“Experience has proved the Ford F-750 to be 


ro) 
We bought Fords for our exactly right for our LP-Gas delivery units. And 
» : 


the $1,000 we save on initial cost — the price 
difference on a comparable truck to do our job— 


home delivery units is just the beginning of our savings. 


“Before switching to Fords, maintenance and 


because it would Cost uS repair costs were eating us up alive! Now, our 


repair and parts bills are much lower. These 

$] TUE ' . i we rugged Ford Trucks spend less time in the shop 
5 more (0 det f 1€ Same ... more time out making deliveries. 

“Our men like to drive Fords because they ride 


amount of truck easier and have plenty of power. And Ford's all- 


round performance cuts trip time to a minimum, 


in the other makes verre 


“Another big reason we like Ford Trucks for our 


SAYS E. A. REUTNER operation is the fact that they're very easy to con- 


Coase Ok Hee BORD vert for use with propane. With a Ford it isn't 


necessary to change pistons, and the conversion 
RED-E-GAS CO., ST. LOU/S, MO. ’ 


can be made in less than half a day.” 





UP TO 30 MPG! 
Now at your Ford Dealer’s Totally new for total savings! Ford’s new Falcon Ranchero 


delivers up to 30 miles on a gallon, yet its new 90-hp Six is 


geared to do a real job! There’s lower costs for oil, tires, 
FO R D America’s brakes, replacement parts . . . nearly everything! 
4 con lowest-priced* BIG 6-FOOT BOX! 
pickup truck! 


Capacity is more than ample for most pickup hauls—nearly 
RANCH b RO 8 feet of load length with tailgate flat. And thanks to the 


low floor height, loading and unloading is faster, easier! 
FEATURES: 
. Up to 30 miles on a single gallon 
- 4,000 miles between oil changes 
. Diamond Lustre Finish needs no waxing 
. Low loading height 
Instant-lock tailgate opens, closes 
with a single, one-hand motion 
The Falcon Ranchero is priced lower than any pickup in . Roomy comfort for three adults 


America with comparable standard equipment! And that is 7. Styled to capture admiration 
just the beginning of your savings. Single-unit construction 


i > > ‘to ; or on H . *Based on a comparison of latest available manufac’ srers’ suggested retail 
saves on maintenance ... its tighter, quieter, with main guanbetenuie camnsieaie 








underbody structural members zinc-coated against rust and 


corrosion. Front fenders bolt on, cost less to replace. And See the parade of pickups during your 


Ranchero’s passenger-car ride and handling ease lessen 


driver fatigue. FORD DEALER’S TRADING FAIR 


ee 
a 


FORD TRUCKS COST-LES -\\ 


. a “a. ¥v 


a] 


LESS TO OWN... LESS. Queue toma 
jt eee 


BUILT TO Lf 


* a 


eloil 





| 
ll you a lot about the general 
ot 


gasoline burner’s tail pipe? 


I your enyine 


hows grayish-white deposits, 
But if 
n oily black deposit inside 
pipe, 
are 


s tuned up just right 


it’s almost a sure 


ou much 


burning toc 
your rings 


thi 


k, 


number of t 


Ooty black deposit 
Your 
This 
an adjust 
he 
ric he r 


check 


by Chet Cunningham 


HI DRIVER PRAINING | 
I your fueloil distributing 


doesn’t have could cost you 


ine 
hing 


be overly rich 


roy 


rich 
filter 


mixturs 


t toc 
u ur air might 
a Dul th. 


gets 


Alsi 


of cash this year—-in excess insur 


enter 


in 
costs, in lost time, in laid up tru ks 
and in public opinion 


Yes, ['m trying to scare you 


Premature failure of bearings 
so I can get your attention—and s 
dor 
any type of a driver training 

he fl 


Every outfit should 


ft imply because the 


action. Chances are ye 


_ thi 


put 
f le 


ful. Hy 


imply itt 


ause most 


r get on th 
Thi 


mpe 


have one 
. serves 
It’s easier to 


start a 


For 


series 


yroyvran j 
| und t 


you might think INnstans 


start it with 
There 


these around 


can a ot 


trainil 
are literally hund 


And they 
The best Way 1s to 


films I 
are 
fet 
National Safety Council for a 
Here's for 
It’s the “Professional 


Writ 


st ways you can 


] 


One of the quicke 


LVE your trucking « 


if 


on Sts 1S 
a’ suggestion are of your tires 
1) S 
film at least once 


morning. Wat 


leaks OT 


pressure 


ing Series.” There are five, ten-min tires 
ute films for truck drivers in the seri punctures 
The films compare sports skills witl 


driving skills and show the fine th those valve caps! The valve 


The 
of 


pro commercial vehicle driver n¢ ‘ight not be on tight 


lirt 


Caps 
to maintain his job, his equipment 


his health 


There may be a small rental fee for 


ind and water out the 


ms 
eNn 


pressul 


rmal field build-up of 
O.K Check 
tires Ce ld 


pressurt 


tire 
but 
This particular 
series comes from a non-profit grou] 
The National Safety Council that 
located at 425 N. Michigan Avenuc 
Chicago, Illinois 

After using 


one a week for 


some of the films you will want, 
it 


tires again 


will be worth it 


are the next 


normal shows. 

d 

r damaged rims can cause 

Bent 

support the bead pre perly and 
sels 

iy 


tires 


Chang them 


( rims 
a series like this 


the 


five weeks, taper « 
You can 


safety men from your area, y‘ 


failure due te 


a monthly meeting 


ur local for cuts where fabric « 


law force or get a man from the Stat exposed. Remove_ the tire 


Police. You'll be surprised how man dirt and 


the 


uir it before water 


] 
K Way 


ad 
at 


people will be eager to help you Tul 
ther 


training 


their int tire 


driving safety through drive tre separation | 


ir 


Save instead of 


tire 
replacement 
te 


the 


How long has it been since you 'v ur retread when du 


A 


taken a good look at the business end ist retread point will 


86 


mean the loss of one or more retread 
capability 

@ Clean all tires thoroughly and 
inspect them for damage before stor- 
ing them 

e If 
block it up off the tires, and deflate 


your rig goes into 


storage, 


the tires to half pressure. If you can’t 
block the 


quently 


rig up, inspect tires fre- 
Jack it up and turn each 
tire a quarter turn before letting back 
down to distribute the tire strain 

e Always 
straight up. 


® When 


W heel, 


store tires standing 


1 


tne 
the 


off 
off 


wheel, and apply a coating of rust 


tires are taken 


clean rust and dirt 


preventative to bead seats 


The next time one of your drivers 
complains about his rig misfiring while 
under a load, look for one of these 
problems: 

Weak coil, spark over-advanced, 
incorrect carburetion, poor compres 
sion in One or more cylinders, partial 
ly gap 


correctly set on plugs or overheated 


fouled spark plugs, spark 


In 


spark plugs due to the wrong heat 


range 


Dirty oil causes shop men one of 
Keep oil ‘ 
Here 


some of the harmful effects creat 


their biggest headaches 1 


clean as you economically can 
are 
ed by various contaminants in your 
crankcase oil: 

Gasoline or diesel fuel—reduces oil 


viscosity. Partially burned or oxidized 
fuel 


tons, 


forms varnish or lacquer on pis 
valve stems. Water—corrosion 
Carbon, oxidized fuel or oil—varnish 
and lacquer. Sand, dust or dirt—-wear 
of pistons, ring bearings, et: 

Metal wear debris such as iron, tin, 
aluminum, lead—excessive amounts 
indicate failing of some vital engine 
Antifreeze 
freeze can polymerize and damage an 


sticky. tac ky 


coating that is insoluble in oil 


parts the glycol in anti 


engine by forming a 


When patching a tube, put a large 
chalk “X” hole 
buffing, and extend the lines beyond 
Then when 
on the patch, the 
the 


across the before 


the bufhing area putting 
remaining 
guide 


yellow lines serve to your 


patch accurately over the hole 
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Matched for 
Top Quality... 
Top Performance 


GF designed and rated to 
deliver the best in 
domestic hot water 

service! 


GENERAL Tankless Water Heaters, rugged, 
efficient, economical . . . become integrated sys- 
tems when combined with General’s unique 
Dial-Temp Mixing Valves. These compatible 
components are the key to maximum efficiency 
at minimum cost ... and bear the GF symbol 
that means superior service. 


The GF symbol of product reliability covers one 
of the most complete lines of plumbing and heat- 
ing specialties, fittings and tankless water heaters 
available. GF performance-proved line, backed 
by over thirty years of continuous engineering 
research and manufacturing experience, incor- 
porates the most recent developments in applied 
hydronics. For complete satisfaction, see 


GENERAL first! 


0 GENERAL All-Copper Tankless Water 
Heater . . . features integral-finned copper tubing 
for extra heating efficiency. All-copper construc- 
tion most rugged on market. Full thickness fiber- 
glass insulation for minimum heat loss. Available 
in a complete size range from 4 to 25 gpm. 
Wrench-sized heavy bosses for installation ease. 
Attractive blue hammertone exterior finish. 


2 GENERAL Dial-Temp Mixing Valve . . . 
the rugged tempering valve designed for years of 
trouble-free service. Fluid-filled, expansion-actu- 
ated element coupled with finger-tip control 
accurately and dependably maintains any selected 
hot water temperature over a 110° to 180°F. range. 


@ Efficient Water Heater 


@ Temperature Control 


* 
a 





For further details, write: 





GENERAL Baamalal<.-m ellie 
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oilheat, 


EAST GREENWICH -+- RHODE ISLAND 
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FOR HEATING ~. 
NOW 
AND COOLING | 


NOW | 











FOR HEATING 


NOW 
AND COOLING 


LATER 





— 


AIR-EASE fills both needs 


GAS OR OIL FIRED 
BASEMENT, HIBOY, COUNTERFLOW, HORIZONTAL 


WRITE eee . (le. . «+ for information 


and name of 
nearest distributor 


THE JOHNSON FURNACE COMPANY 


2129 WEST 117th STREET, CLEVELAND 11, OHIO 
Fd 


NEW PRODUCTS 


Hemco Road Runner Tandem is 
made for trucks and Tractors 
THE HEMCO road runner tandem for trucks and tractors is 
red for V-belt drive, Model 200 can also be used 
V-belts be 
it fits all types 
ic] Capacity 
Ibs and 
ighs 795 lbs 
It permits a full 2” adjustment of each axle on both sides 
*xact 90° alignment with line of pull. Axles can move 


horizontal posi 


grees in opposite directions from a 
tion without creating frame stress 


Made by: Hemco, Division of Heald Machine Co., 
Springfield, Mo 


Montgomery spray-can Solvent cleans 

electric Motors and plant Equipment 

\ CHEMICAL SOLVENT to clean electric motors and parts 
2 Chemi 
Called “Swish Elektrokleen” the solvent will also 


sturize equipment that has been short circuited by 


kaged in aerosol containers by Montgomery 


package has a special nozzle which provides 
oncentrated spray to flush 


Montgomery Chemical Co., Jenk 


\utomatic baseboard Diffuser 
developed by Controls Systems 
ERMOSTATICALLY controlled diffuser by Controls Sy 
intains desired temperatures in individual ro 
as which 
unduly 
or warm. The 
unit nsists of an 
automatic damper 
operated by a 24V 
It can 
- existing warm air perimeter systems 
Made by: Controls Systems Co., 5169 N. Elkhart Ave., 
Milwaukee, Wis 
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SHAFT PROTECTION—new gun- 
metal-like treatment of shaft 
resists rust so the blower is al- 


ways easy to remove. 


FAST ROTATION CHANGE cuts 

your inventory in half. Simply 
reverse leads (“A” to ‘’B’”). 

~ 

» } 


a 


AIR-SHIELD DESIGN transmits 
heat swiftly, greatly reducing 
“trip-outs” that result in time- 
consuming service calls. 


4-YEAR LUBRICATION at factory 
practically eliminates reoiling. 
Motor has doubled oil supply. 


OLDSTVE =G-€ FORM 6 
MOTOR MOTOR 


It’s that simple when you use 
General Electric oil burner motors 


General Electric’s oil burner motor will give years of 
reliable service on the oil burners you install, service, or 
build. This means you practically eliminate call-backs or 
emergency service calls, plus a high degree of customer satis- 
faction with the furnace equipment you supply. 


Contributing to the motor’s long life are a rust-resistant 
shaft, a special air-shield design, four-year lubrication at 
factory (see photos), a wear-resistant switch, and moisture- 
resistant Mylar* polyester film insulation. 


All these extra-value features are yours when you specify 
“G-E motors” on the oil burners you buy. They’re also ideal 
for replacement purposes. For more information, write Section 
738-06, General Electric Company, Schenectady 5, N. Y. 

* Registered Trade-mark of DuPont Co. 


Progress /s Our Most Important Product 


GENERAL @ ELECTRIC 





mountains of COOL air 
for your customers’ homes 


with 
PEERLESS 7 


PERFEC | EMP 


CENTRAL AIR CONDITIONING 


The Peerless “Power To Cool” 
Means Bigger Profits For You. 


Growing consumer acceptance of central air condi- 
tioning is creating a new profitable market for you. 
The quality and efficiency of the units you sell will 
determine how big a share of this market you get. 
With the Peerless ‘“‘Power to Cool’ you can con- 
fidently expect to capture more and more of this 
market. Peerless builds into each central air condi- 
tioning unit the extra capacity, the extra ruggedness, 
the extra dependability that means satisfied cus- 
tomers for every job you install. Peerless also offers 
the Clima-Pump, the all new, all electric heat pump 
plus a complete line of furnaces for oil, gas and coal 
from 65,000 to 1,000,000 BTU. Write today for all 
the facts. No obligation, of course. 


ad = nd  —-t-  O e) i le) Fy wale). 
1853 LUDLOW AVE 
INDIANAPOLIS 7, Seared 


Manufacturers of quality Furnaces, Central Air Conditioning 
and Electric € lima-Pumps. 


. . . « New Products 


Kaar Engineering Corp. has designed 
Citizens-band mobile radiotelephone 


A RADIOTELEPHONE, called the “D” phone has been de- 
signed by Kaar for economical, short range communica- 
tions. It is a five watt 

mobile unit that can 

be used on any two 

of the 23 available 

channels. The effec- 

tive range is usually 

five to ten miles. 

Made by: Kaar _— 

Engineering Corp., 2995 Middlefield Rd., Palo Alto, Calif. 


Premier adopts durable polymer 
Lining for vacuum cleaner Tank 


GREATER PROTECTION against chemical forces and abrasion 
within the tanks of vacuum cleaners is offered by Premier 
with its new polyvinyl chloride lining. The pvc lining 
was adopted after four years of development by the plas- 
tics industry. It is applied to bonderized steel. A baked 
industrial enamel finish protects the exterior of the vac- 
uum cleaners 

Made by: Premier, 755 Woodlawn Ave.. St. Paul 16, 
Minn 


Shy, Ove tee ca 
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WHISTLER | 


Model E, the only whist!e you can 
install without disturbing the 
present piping. Model D for 
new installations. 


APPLIED MECHANICS COMPANY 


381-389 CONGRESS ST., BOSTON 10, MASS. 


te see ihe ae 
bt ene Be a 


, 





one thermostat unit 
handles 


12 


different : 
heating 
and 

cooling jobs! 






FAN SYSTEM 
APPLICATION SELECTOR SELECTOR 


— PENN RIMSET REDUCES 
= YOUR CONTROL INVENTORY 


AUTO-OFF 


COOLING ONLY = 

Why carry a large inventory of room thermostats when 
ONE unit... the Penn “RIMSET”’ . .. will control any 
parang arg a HEAT.OFF-COOL heating-cooling function desired? You just stock vari- 
er . 24 r 
separate besting auto.on | weatorecots ables of the subbase . . . the same thermostat simply 

thermostat plugs onto any one of these subbases! 
eel HEAT.COOL And, here’s another extra... the Penn ‘““RIMSET”’ 


ComsiNanieel HEAT.COOL iS today s easiest-to-set, easiest-to-read thermostat. When 
Heating-Cooling —_—- HEAT-OFF-COOL setting temperature, simply dial the rim... the extra 


c > ; ; ~ " / “2 Se : 
AUTO.ON | HEAT.OFF-COOL large dial face remains stationary! Once you use this 

better thermostat, you’ll want it on all of your heating 

and cooling installations. Try Penn on your next job! 


PENN CONTROLS, VVC. ssc, n 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
MATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 





. . . « New Products 


General Controls has Oilifter for use 
with Oilburners and water Heaters 


FUELOIL can be pumped automatically from a storage tank 


to a burner that is up to 20 feet above the tank at a 


DOVER MODEL SERIES 7% capacity of 7/8 gph. General 


‘“ rf Controls has designed the 
S49 unit for use with space heat- 
ae ers. ranges, water heaters and 
~~ oilburners The unit is 
i 
PACKAGED BOILERS ‘ ey equipped with a simple dia- 
isk phragm pump driven by a 


22-watt shaded pole motor 


¥ 
FOR HOT is through a nylon gear train. 
P a It by 


can mounted to any 


WATER , z rigid support either above or 
7 ae the 


below t oil control valve. 


HEAT +. ; 3 Made by: Controls Company of America, Heating and 
, Ae * Al & 


onditioning Controls Div., Milwaukee 45, Wis 


Warn offers simple gravity actuated 
mechanical back-up Alarm for Trucks 


WARN-A-LARM is a gravity actuated mechanical back-up 
alarm which rings when the truck is reversed. It is in- 
stalled on the rear wheel and comes in three sizes of 
mounting brackets to fit nearly any truck hub 

Made by: Warn Sales Co., Riverton Box 6132, Seattle, 
Wash 


You Know 


You’re Right 
with Instant-Gio 


= Don't Gamble with Less than a Product = 
with Years of Proven Performance 


No combustion chamber com- ame 
pores with INSTANT-GLO — 


The chamber glows cherry-red in 
5 seconds from burner starting and 
gives all ‘round: 


*% TOP PERFORMANCE 
Cannot lose shape or fall in. 
INSTANT-GLO's thick insulating 
brick wall gives maximum sound 
absorption. It's rugged . . . out- 
lasts combustion chambers of in- 
ferior materials. 


: . _ Pe EASY TO INSTALL RIGHT 

a Little hoslor that dogs a big job rae Cuts, handles, assemblies easily. DO THE JOB GH 
; Rigid when installed. WITH INSTANT-6GLO 

EASY TO CLEAN 
Rugged INSTANT-GLO resists Short cuts are 
vacuum cleaner suction. No vulner- not fair to the 
able parts of heater to burner ex- 
posed. customer nor do they 


Nationally Advertised justi 
y On replacement jobs the old de justice to the 


—— , wane: a chamber should be removed to ‘eputation of 
td es —, 4 am ate . Oe make sure no air leaks exist. oil heating 


it | ii 1 i ae ; 
’ — Write for complete details 
Serving the Plambin | BOSTON MACHINE Oil Heating Supplies Div. 
L.O.KOVEN & BRO.,INC. HY2ETErey seen trerr tate 


RICHBOYNTON ROAD, DOVER, NEW JERSEY 
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EXECUTIVE OFFICES: 


744 BROAD 


sT., NEWARK 2, N- J. 


sgws VADSTAL 


COASTAL 
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TIERNLUND “Auto-Draft” 
Inducer 


Solves 


Your 
Problem 


Draft Jobs! 


CHANCES ARE, you're calling back too 
often on certain jobs where insufficient 
and unstable draft is causing smoke, noisy starts, and 
basement sooting. You'll completely eliminate these un- 
necessary service calls, and make additional profits, when 
you Guarantee Draft with “Auto-Draft”. 








a 


Cut rectangular slot in existing 
smokepipe 


-—_— 


Simple 





as 

A-B-C 
fo 

Install! 


Band on Tyernlund ‘‘Auto-Draft”’ 
Inducer 











Wire to existing controls and 
local codes 


Only TJERNLUND has all these Features: 


@ Heavy Duty construction. @ Venturi-type operation. 
® Nationally known motor. 
@ Light weight. 

@ Quiet Operation. 

@ Built for years of service. 


@ Doesn't rob furnace room 
of combustion air. 


@ Uses minimum smoke pipe 
length for mounting. 


At your Jobber, or Write: 


TJERNLUND MFG. CO. 
2140 Kasota Ave., St. Paul 8, Minn. 
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. » « « New Products 


Sparkler-Filtrion has unit 
to install on fueloil Trucks 


4 TANK TRUCK and bulk station fueloil filter has been in- 
troduced by Sparkler-Filtrion Corp. It is installed on 


trucks between meter 
outlet and hose reel 
inlet and is said to 
remove all solid im- 
purities down to 2 to 
4 microns as well as 
emulsified water par- 


ticles 


Made by: Sparkler-Filtrion Corp., North Chicago, IIl. 


Holub combination Strap and Nail 
fastens copper Tubing on Ceiling 


4 COMBINATION strap and nail for installing radiant heat- 
ing coils on ceilings is made by Holub Industries. It holds 
the tubing and drives like a nail thus eliminating the han- 
dling of two separate pieces. It comes in two types: one, 


with vertical threads for use in masonry or wood; the 


other with annular threads for wood only. Copper tube 


drive-straps are made in four sizes for #”, V2”, %” and 


Via 
4” copper tubing. 


Made by 


WITHOUT 


Holub Industries, Inc., Sycamore, Ill. 


DOWN TIME and with UNIT in SERVICE! 


Users’ Reports Tell How OYLTITE-Stik 
can help you 


to make instant repairs on base- 

ment storage tanks . . . a great time 
saver." 

A New York Oil Distributor 


"on seams of large oil tanks where 
weld was not perfect." ‘ 
A Wisconsin Fuel Company 


. . » we punched a hole in the tank 
with an ice pick, then filled the tank 
and plugged the hole with the oil 
running out; it has held for months." 
A Maryland Contractor 


*") . . to seal small holes of oil storage 
tanks, created through condensation." 
An Illinois Contractor 


"has done such a good job we do 
not want a service man to be with- 
out one." 

A Pennsylvania Heating Company 


". . to repair leaks in domestic tanks 
inaccessible for repair by other meth- 
ods . . . most satisfactory.” 

A Canadian Contractor 


OYLTITE-Stik is one of the best time-savers and trouble-stoppers you can find. 
® See your suppliers for OYLTITE-Stik or write 
direct on company letterhead for free sample. 


ff 


LAKE CHEMICAL CO. 


3086 W. Carroll Ave., Chicago 12, Ill. 





Two Units In One 


HORIZONTAL 
COUNTERFLOW 


“BLUE RIBBON” 


Winter Air Conditioner 
MODEL SCO OIL-FIRED 


THE NEW THATCHER SCO UNIT EASILY INSTALLS IN THE FIELD AS A HORIZONTAL OR AS A COUNTERFLOW, 


Horizontal 
left airflow 





* ee Go 
Set unit in desired position. 
Rotate burner as required. ea See your Thatcher representative now 


s , for ener —— yet pene ye nd 
draftbo a a clip the coupon low and ma rect 
iat: had Gs required. mg to Thatcher, builder of 
62% alee ; A home heating equipment for 110 years. 


bic 


ce 





r 
| THATCHER FURNACE COMPANY 
; DEPT. FO-5 GARWOOD, NEW JERSEY 


Please forward, as soon as possible, more detailed 
information on your NEW Model SCO Oil-Fired 
Winter Air Conditioner. 


THATCHER FURNACE COMPANY NAME 
GARWOOD, NEW JERSEY FIRM 
BOILERS . FURNACES AIR CONDITIONERS ADDRESS 
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city ZONE___ STATE___ @® 








DEPENDABLE 


Boiler & Furnace Vacuum Cleaner 


Pullman 





wef Beserases: et 
¥ te 


THE WORLD'S LEADING FURNACE CLEANER 


YOU CAN DEPEND ON PULLMAN 
WITH THE “NEVER-CLOG” AIR FILTER BAG 


¢ Cleans oil, gas, coal or wood fired furnaces + Exclusive 
“Never-Clog” Filter guarantees full time suction » Miracle Filter 
resists soot, soot acids, alkalies, rot and mildew « Flame 
resistant + Easily cleaned by gentile tapping » Completely re- 
juvenated by washing + Proven long use — up to 1400 cleaning 
jobs without change « 


PULLMAN PROFESSIONAL KIT FOR EVERY JOB 


1. Exclusive ‘‘Never-Clog"’ Filter bag 

2. 27” Metal crevice tool 

3. Power Blower Nozzle of Tapered Rubber 
4 

5 





- Handy Scraper Tool 
- Flexible Metal Asbestos-Packed Hose 
6. 10’ Long 1%” Heavy Duty Hose 
ON SALE AT YOUR JOBBER. WRITE FOR LITERATURE. 


VACUUM CLEANER 
CORPORATION 


Dept. FH-5, 25 Buick St., Boston 15, Mass. 


. . . « New Products 


Rotary Boilers are factory-assembled 
for installation ease by Toridheet 


ALL BOILER components and piping are factory assembled 
in Toridheet’s 600-RW rotary boilers. All electrical con- 
trols are wired into position. oF eae 
When furnished with a tankless 
coil, no layout or sweating of 
pipe joints is required in the 
field. Piping is arranged for tem- 
pered and untempered hot water. 
The boiler is provided in two 
sizes, 98,000 and 126,000 Btu, 
and both are constructed to pro- 
vide for a domestic hot water 
coil. 
Made by: Toridheet Division, 
16025 Brookpark Rd., Cleveland, Ohio. 


Lake Chemical’s Products handle 
higher Pressures, Temperatures 


OYLTITE-STIK made by Lake Chemical has had its formula 
changed so that it will withstand greater pressure and 
temperature. It can be used on hot oil pipes where pres- 
sures up to 75 psi and temperatures up to 400° are met. 
The pressure rating for the company’s pipe joint com- 
pound has been boosted to 10,000 psi. 

Made by: Lake Chemical Co., 3052 W. Carroll Ave., 


‘ » 
Chicago 


“Instrument check- 
ups open the doors 
to profitable equip- 
ment sales,” 








FYRITE CO, Indicator 


- ++ QUALITY INSTRUMENTS 
that Pay for Themselves 
The FYRITE Service Kit provides a complete 


set of accurate, quality-built combustion-testing 
instruments at the lowest cost. It includes the 


FACTORY FYRITE CO, Indicator which is unsurpassed 

$52.30 NET for fast, accurate flue gas analysis; and also 

lert contains the popular DRAFTRITE Draft 

Pree a Gauge and the TEMPOINT 200°-1000°E. 
eating Jobbers Dial Thermometer. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 


Send FREE Bulletin on Profitable Uses of Service Kit 
NAME 
COMPANY___ 


STREET ADDRESS____ 
CITY & STATE 
° 





DINATHERM mit 


BETHLEHEM FOUNDRY & MACHINE CO. 
Bethlehem, Penna. 


AGA listed, type “F3T” Series permits replacement of 
Combination Tem- the thermal fusible element without disassembling the 
perature and Pres- valve. Low in cost, type “F3T” is high in quality. Four 
sure Relief Valves . . . 
for automatic hot models to choose from for your specific application. 
water heaters. 


There’s a PLUS in Cash-Acme Relief Valves 
***Saves time in changing fusible plugs 
*++Extra-safety at NO extra cost 
***Reduces callback expense 


INDUSTRY'S WIDE WIDE LINE 


a = h—) | 
A. W. CASH VALVE MFG. CORP. XI Y\itae7iaTs 


Decatur, Ill. ACM = 


pressure reducing and regulating valves » automatic temperature and pressure 

relief valves « hydronic heating control valves « tempering valves + back pressure 

valves * vacuum relief valves « vacuum breakers « temperature regulators 
* special purpose valves 
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Good friends get together. Ted and George Saegh of Star Petroleum are always 
welcome. They’re the Solar Heat dealers who sold Al and Joe on switching to Gulf. 


Ay a, 4 
¥. i | 
“ * 


ee 


" HOME HEAT CO. 





Since they switched to Gulf Solar Heat last year, the two Home Heat Company installed oi] heating systems in 33 
partners have had plenty of time toinstall new oil burners. of 38 houses in one development. You can see part of two 
Time, too, for Joe’s favorite pastime— hunting. of the houses behind the truck. 


May 


” 1960 





Home Heat Co. of Waltham, Mass. profits by fellow 
dealer’s experience. Follows advice offered by Star Petroleum: 


“Switch to 


Hydrogen- Purified. 
Gulf Solar Heat!” 


‘“‘WE’D BEEN HEARING about new Solar Heat ever 
since Gulf developed it,” says Joe Gould of Home 
Heat Company. ‘‘Whenever we'd see our friends from 
Star Petroleum they’d remind us how much cleaner 
it was than the fuel oil we were selling. We already 
knew about the hydrogen-purification process that 
makes Solar Heat burn extra clean. 


“But they know the fuel business, so we listened. 
What Star Petroleum said made sense. Especially 
when they told us how clean-burning Solar Heat 
saved them money because of fewer service problems. 
They sold us on Solar Heat and we’re glad of it.” 


Joe’s partner, Al Digregorio, adds, ““We’ve been 
servicing oil burners for 30 years . . . selling fuel oil 
for 10 years. Until we started selling Solar Heat, 
service was a big expense. But not anymore. 


“The time we save on fewer service calls is spent 
selling and installing burners in new homes and apart- 
ment houses. We’re busy creating new customers for 
Solar Heat. Our business has never been better.” 


Customers of Home Heat Company are pleased with Gulf 


Solar Heat, too. They know it burns cleaner . . . gives, 


trouble-free heat. It’s purified with hydrogen to burn 
exceptionally clean. 


All Solar Heat dealers enjoy bigger profits because 
cleaner-burning heating oil means fewer time-con- 
suming service calls. 


Are you interested? Then phone your nearest Gulf 
office soon! You'll get the full story on Gulf Solar 
Heat and the many advantages you can enjoy as a 
Solar Heat brand reseller. Call us today! 


me 6 


mM liters 


Al Degregorio and Joe Gould create their own 
customers for clean-burning Gulf Solar Heat by 
installing heating systems in new construction. 
Here they are going over the plans for a heating 
system in a luxurious, modern house. 








Go one better 
— Go Gulf 


ea 
SOLAR HEAT aie 











PRINTED FORMS 
AND OPERATION AIDS 


For Immediate Shipment 


Check items you are interested in. 
Attach to your letterhead, mail for 
information, prices, FREE SAMPLES: 
( Degree Day Cards 
(] Service Order | () Telephone Call 
() Inter-Office 
Correspondence 


(_] Service Ticket 


Service Record 
Card 


C] EZE Stick Pressure 
Sensitive Label * 


C] Price Charts 


Daily Record of 
Deliveries 


Service Dept. CJ 


Record 


Weather Temp 
Recording 


: Thermomete 
Authorized sid : 


Receipt 


f 


] Safety Sidewalk 


sii: Atel Caution Signs 


Notice Card * 


oO METERED ONE-TIME 
CARBON DELIVERY TICKETS 
(Truck—Bulk Plant—Gas Pump) 





() Sort-O-Matic Rack 


My Name. 
Company.. 
Siveet........... 


FAllow 2 weeks to imprint your copy 


Petroleum Firms Over 30 Yes 


“DEGREE DAY SYSTEMS 


39-30F S8 ST WOODSIDE 77, N. Y. 


| ty never cut prices 


Sales building Rallies 


(Begins on page 56) 


formed an association, formed a credit 
organization and became interested in 
the builders’ problems. 

It is Moffat’s suggestion that before 
screaming at the supplier about mar- 
gins, the dealer take a look at his own 
business—he might find 25 points of 
waste right here. He also feels that 
electric heating will become a greater 
threat in years to come. “They (the 
utilities) are going to take that Medal- 
lion and beat your brains out,” was 
the way he put it 

The 
Brown, 


chelle 


busine SS ethics can stabilize business 


next speaker, Thomas A. 
Sentinel Oil Co., New Ro- 
N. Y., explained how good 
sales. He feels that businessmen must 
change their economic and social en- 
vironment for the better; they must 
be active in church and civic groups to 
improve life in the community 

It has been his experience that the 
biggest and best companies in his coun- 
and the compa- 
nies that did resort to price cutting 


didn’t survive in Westchester 

New England 
fueloil dealers was William Briggs, 
Middletown, 
who stated that they are still selling 


Representing the 


Briggs Corp.., Conn., 
accounts in tough markets. He pointed 
out that the dealer must spend enough 
money to keep his name before the 
public. Once this good impression is 
made it must not be lost by an em- 
ployee—Briggs trains his servicemen 
not to argue. His salesmen are trained 
to sell the company as well as fueloil. 

The Briggs’ salesmen work on a 
straight salary plus a car and are ex- 
pected to bring in 200 fueloil accounts 
and 25 heating jobs annually. They 
are backed up by a well-rounded ad- 
vertising and public relation campaign. 
In addition, the company offers pre- 
miums to present customers for leads. 

The salesman and the installer can- 
not do a complete job for the customer 

the equipment must be maintained. 
Helping the service department man- 
ager to do a good job in this area is 
the function of the distributor and 
rebuilder according to Joseph R. Zim- 
inski, Sid Harvey, Inc., Valley Stream, 


"SOOTMASIZEER FOR 1960’ LATEST PRODUCT 
OF ADVANCED ENGINEERING AND RESEARCH 
IN COMPACT INDUSTRIAL CLEANING. 


PORTABLE 


CHECK THESE FEATURES: 


1 — Maximum filtration for lasting suction. 


Powerful turbine fan suction unit. 


Exhaust design gives controlled exhaust of clean 
filtered air, eliminating disturbance of dust ac- 
cumulation on basement walls and rafters. 


Easier handling because of its 
lightweight and compact design 
Disposable paper filter bag 
eliminates messy soot disposal. 
Dollie has four swivel 

casters for finger-touch 
maneuverability. 


SOOTMASTER 


is the cleaner judged to be the most 
economical to use and is proclaimed 
to be the heating man’s right hand. 


Shown here is the Model 521-8 
Portable and Model 581 for 
heavy duty maintenance. Sev 


eral other models are available 10 DISPOSABLE 


PAPER FILTER BAGS 


WRITE FOR DESCRIPTIVE LITERATURE 


Distributed in Canada by: 
Imperial Refractories 
& Eqdipment Ltd. 
Refractories Building, 
Waterloo, Ontario 


“Inastercra 


INDUSTRIES/JINC. 
JOBBER & DISTRIBUTOR 


INQUIRIES INVITED 109 LANZA AVE., GARFIELD, N. J. 


May 


- 1960 





It PAYS to remind your customers — 


ielx 
CENERAL propucts IMPROVE HEATING! es 


Let General products help keep your customers happy. You will be boosting ty 

your bank account when you do. Every heating plant needs General servicing 

at least once a year to maintain top-notch heating performance—its worth Replacing Genefol Filter 
talking about—telling customers how important pre-season heating service Humidife So filter 


k 2 : meme e} ven n big 
is—with General, of course! conan s for-you.— 


A Ask your Jobber for these General Filters Products IN CANADA: 


GENERAL FILTERS, Inc. fto™ 


39 Crockford Bivd., 
43800 GRAND RIVER AVE. NOVI, MICH. Scarborough, Ont. 





once HUMIDIFIER Goncr2 Gomera CLEAN RIGHT 


FILTER Soot Remover 


Instantly cleans 

Lifetime cast Seah onl tee 

iron and steel chambers in any 

: construction. kind of heating 

Complete- Wool felt car- plant. Will not 

ly trouble-free. damage nozzies 

No float to stick. 4d or parts. Cuts heat- 

Corrosion free pan. . sizes fit all ing bills up te 
Lifetime diaphragm. plants. 25%. 


Guaranteed one year on parts. 


tridges. Two 


YOUR CUSTOMER PREFERENCE 
CAN BE MET WITH ONE LINE! 


..-PLUS MANY DESIRABLE DEALER AIDS 


Direct Dealer Franchise 


Complete line—Oil—Anthracite—Gas 
Boilers and Furnaces—Cast Iron and Steel 
Cooperative Advertising Program 


Equipment Display Plan 
Competitive Prices 

Field Assistance 

Dealer Sales and Service Bulletins 
Installation and Service Training 
Consumer Acceptance 


You'll find many profit advantages with E.F.M.'s 
full line—Write or Call Today— 


RIC FURNACE-MAN INC., EMMAUS, PA. 


FURNACE BURNER UNITS—BOILER BURNER UNITS—CONVERSION BURNERS 


OIL—ANTHRACITE —GAS 
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N. Y. Referring to his own company, 
he told how the firm sponsors service 
lectures for servicemen and maintains 
a display during June at the plant 
showing trouble spots that might be 
met. 

Ziminski stressed that a man’s time 
is more costly than most products and 
suggested that dealers keep records on 
how long a rebuilt part lasts. A part, 
even if it is free, is no bargain if it 
doesn't last as long as it should 

A distributor of equipment must 
maintain adequate stock for emergen 


cies, he must provide new product 
information to dealers, he must pro- 
tect the dealers, and he must provide 
sales aids on new equipment, stressed 
Ziminski. 

Charles Ricker, Gulf Oil Corp., 
gave some suggestions on the place of 
management in increasing heating oil 
sales. Some of his points: The product 
must be of the highest quality and 
competitive in price. Employees must 
know the value of a customer. Service 
must be prompt and efficient (one call 
job) and not priced above its value. 
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Blackmer Pump passes toughest test 


When a customer asked us how well our pumps would wear, 

we had these facts to tell. In one of the toughest pumping tests ever 
devised, a 2-inch Blackmer pump was driven at top speed for 

2000 hours, running absolutely bone dry. Vane wear was detectable 
only with a micrometer . . . proof positive Blackmer 

pumps can take it. And, even when vanes do show wear after 

years of use, they are easily and inexpensively replaced. 

Aren’t these a couple of good reasons why you should use 

Blackmer pumps? Write for Bulletin One. 


Ay “liquid materials handling"® equipment 


“BLACKMER / «~~ 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under “Pumps” in the Yellow Pages 
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The customer must never run out of 
oil. 

All of these factors combine to pro- 
duce a contented customer, who is the 
best salesman a company can have. 

Ricker feels that oilburning equip- 
ment is the most serious problem fac- 
ing the industry today and said that 
more time and talent are being devoted 
to creating new units than ever before. 
He conceded that refiners at one time 
had not paid enough attention to fuel- 
oil, but today the emphasis has 
changed. “With natural gas one-fifth 
the price of oil at the wellhead, a re- 
finer’s income is reduced to 20% of 
what it formerly was every time a 
fueloil customer is lost to natural gas.” 

A self-service bulk plant that is run 
on the honor system was described by 
Loren S. Pearce, Pearce-White Oil 
Co., Seattle, Wash. The plant is lo 
cated on a corner and 36 drivers load 
their trucks here. Each has a key that 
will activate the pump, and after load 
ing, the driver fills out the ticket with 
the company’s name and the driver's 
name. One invoice is sent monthly 
and in the more than three years of 
operation, the bills have been paid 
promptly and in full, and not one gal- 
lon of oil has been lost. 

Some benefits of the system have 
been the development of a spirit of co- 
operation among the Pearce-White 
dealers. The company itself, can spend 
more time on selling rather than on 
Pinkerton activities. The system, con- 
cluded Pearce, works and has built a 
larger volume. 

The art of estimating and comput- 
ing heat loss figures is vital to the sell- 
ing job, emphasized Walter O. Noyes, 
Jr., Henry M. Tuttle Co., Benning- 
ton, Vt. The utilities are able to do 
this job quickly and efficiently and the 
oilheating dealer must be able to do 
the same. 


Noyes demonstrated a system of 
charts that pre-figures jobs with simi- 
lar characteristics. However, the deal- 
er must understand the heat loss 
theory to use them, he warned. 

The final speaker was W. G. Wep- 
fer, Arkla Air Conditioning Corp., 
Little Rock, Ark., who discussed the 
new oil-fired airconditioner now avail- 
able. This subject was covered in some 
detail in the April issue, page 34. 
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Cities Service Assures You 
and Your customers of 


QUALITY 
CONTROLLED 
Heating Oil 
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Every step of the way, from refinery to distributor, Cities 
Service Heating Oil is processed under strict quality control. 
The quality of Cities Service Heating Oil is always the same 
... never varies from delivery to delivery. 

Fully inhibited against sludge, Cities Service Heating Oil 
burns cleaner, prevents clogged nozzles. Cities Service Dis- 
tributorships are profitable because constant quality control 
keeps service calls to a minimum. 

Call your local Cities Service office and learn the advan- 
tages of being a Cities Service Heating Oil Distributor. Or 
write: Cities Service Oil Company, Distributor Sales Depart- 
ment, Sixty Wall Tower, New York 5, New York. 


CITIES ) SERVICE 


QUALITY PETROLEUM PRODUCTS 


Sha 
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(Begins on page 58) 


vantage of sub-standard oilburner in 
etallations. 

Another point he made was that our 
industry thrives on the well known 
qualities of—clean, safe, economical 
Old equipment is most likely to fail 
in supporting those ideals, if it is not 
serving in the most efficient manner 

Another survey revealed that 2/3 
of existing installations are operating 
with an efficiency of less than 75% and 


that 50% do not conform with gen- 
erally accepted smoke standards. 

One example of what can and 
should be done was illustrated by a 
boiler-burner unit and a forced hot 
water system which used 2,330 gal- 
lons of oil in one heating season. After 
modernization it consumed 1,280 gal- 
lons in the following season—a sav- 
ing of 1,050 gallons. And that is not 
a laughing matter. 

Frank Wymbs, Jr., spoke of his ex- 
perience in the replacement field. In 
the New York area the price spread 





Residential 
RD Series 
6” e 9” 


between #2 and #4 oil is 3¢. The 
#4 oil also has from 8 to 10% more 
Btu’s. Any installation using 10,000 
or more gallons of #2 oil can well af- 
ford to pay the cost of a #4 burner 
which is soon repaid from savings. 

Chain stores are an excellent pros- 
pect for modernization, Wymbs 
started with F. W. Woolworth 12 
years ago and now has more than 200 
of their stores using #4 oil. 

It is Wymbs’ opinion that direct 
mail is the most effective means of 
soliciting replacement business. News- 
paper advertising is too costly in pro- 
portion to the possible return. He con- 
siders real estate journals a good me- 
dium for reaching owners of multiple 
dwellings. 

Joe Ross entered the discussion with 
suggestions. He expressed the belief 
that a few fines of from $50 to $500 
by the Air Pollution Control Board 
rapidly developed gas customers, 
whereas a small amount of attention 
by the oilburner dealer could result in 
profitable sales and a satisfied cus 
tomer. He also cited cases where load 
conditions change making it necessary 
to force the firing, or again, incorrect- 
ly sized boilers cause trouble right 
from the initial start. Often existing 
burner capacities can be changed by 
the substitution of a few parts. Com- 
bustion chambers, correctly designed 
and installed frequently spell the dif- 
ference between a satisfied customer 
and a gas prospect. 

Chimneys and oil heaters often are 
sized incorrectly. Domestic burner 
servicemen are sometimes called upon 
to service heavy oil burners, with re- 
sults well known in the industry. 


Annual Meeting 


On the afternoon of Monday the 


4th, the C-I Section at its annual 
meeting discussed the matter of devel- 
oping a means of educating the heads 
; of various Government agencies on 
technical matters pertaining to oil- 
burning. It is the intention to discon- 
tinue the use of coal in District of 
Columbia schools as soon as means 
can be established to provide correct 
specifications for the various require- 
ments, after which there will be a 
problem to educate the operators, 
mostly coal shovelers with little or no 
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One Calibrated Scale 
Push-Pull Slide Bar Contro} 
Single Point Gate Suspension 


Steinen Draft Regulators are also avail- 
able in Commercial 12”-32", Duo-Check 
for coal and for gas-fired and fuel-less 
Incinerators. Steinen also manufactures 
Oil Burner Nozzles, Electrodes and Heat- 
ing Accessories. 


One Piece Gate Construction {3 
Factory Pre-Set 
UL Approved 


WRITE today for illustrated 
catalog showing complete line 
of Steinen heating products. 


WM. STEINEN MFG. CO. 


HEATING PRODUCTS DIVISION — DEPT. A-5 
43 Bruen St. « Newark 5, New Jersey 
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Installing contractors say it is. Wholesalers agree. And 
ultimate users (the acid test) back both of them up by 
being completely satisfied with TACO Perfecta Pumps! 
It’s logical. Simplified design makes a Perfecta natu- 
rally troublefree. For example, there are no seals to 
leak, wear, or create extra friction. Impeller, rotor and 
shaft are assembled as a single unit and run in water 
. ». requires far less power and lubricates itself. It’s a 
completely safe design, too, because rotating parts are 
completely enclosed. And elimination of couplings is 
another of the many features that make the Perfecta 
the first new concept in circulators in over 30 years. 
Investigate all the advantages of using a Perfecta for 
your next installation. Complete specifications are 
Mo S t available. Write to TACO HEATERS, INCORPORATED, 
1160 Cranston Street, Cranston 9, Rhode Island. 


trouble-free circu/ator 


ever designed? 


Model 150 Perfecta Pump 
interchangeable flanges. 
Available with: 47”, 1”, 1%”, or 1%” 


SERVING THE HYDRONIC INDUSTRY SINCE 1920 
Pricloil - 


liters 
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knowledge of engineering requirements on any job. 
J. C. Coleman, General Services Th 


t ity ol 


significance of the responsibil 


Administration, addressed the me the C-I Section is better under 
when the over-all influence is 


The Washington, D. C. 


hools becomes 


ing, unofficially. As the purchaser of od 


75 million gallons of fueloil, | idered 


greatly interested in the amount and a minor factor when 
federal buildings in the nation 


The Post Offices 


important though a small 


kind of assistance his agency will r 


ceive in Washington involved 
They need new specification ir 


cluding basic specs for the many siz the building program 


and types of burners as well as th iesday morning there was a field 
ommercial-industrial installa- 


the New York area. Under 


ction of Henry Proctor, Iron 


type of fueloil to be used, These basi 
specifications can then be amplified by 


engineers in accordance with specifi 


STANDARD 
STRAINER 
FROM 1.00 UP 


SINTERED FILTER SUPPLIED 
ON 
50 THROUGH .85 g.p.h. 
AT NO EXTRA COST 


HAGO PRODUCTS 


1120 GLOBE AVE., MOUNTAINSIDE, N. J. 


IN CANADA — RICHARDSON, LTD. 
1169 Caledonia Road, Teronte 


Fireman, about 25 C-I men taxied out 
to several typical installations. Some- 
one remarked that it was a little like 
the postman taking a walk on his holi- 
day, but most agreed that no one ever 
knows it all about heavy oil burning, 
and the trip was both interesting and 
well worth while. 

On Wednesday the 6th, Milton 
Way, Ray Burner Sales, New York 
City, led a discussion on ““Marketing 
and specifying for commercial-indus- 
trial Distributors and Installers.” In 
his customary informal yet authorita- 
tive manner he outlined many of the 
problems encountered in dealing with 
consulting engineers, prime contrac- 
tors and subcontractors. He empha- 
sized the necessity for selling complete 
installations and retaining complete 
responsibility for satisfactory opera- 


tion. 


Sell complete Jobs 


When the prime contractor or the 
heating contractor buys and _ installs 
various component parts, he not only 
deprives the burner contractor of 
necessary profits, but usually is re- 
sponsible for unsatisfactory operation 
which is blamed on the burner con- 
tractor. Heating contractors seldom 
upgrade any part of an oilburning sys- 
tem, for the responsibility lies with 
the burner man. When a burner man 
finds the burner specs lacking details 
considered necessary for the best re- 
sults, he should sell the consulting en- 
gineer on necessary changes. The mat- 
ter of collecting payment for com- 
pleted work was tossed about and it 
was apparent that some of those in at- 
tendance went away with new ideas. 

The old subject of open, flat or or- 
equal specifications was as interesting 
as always, and as usual no definite de- 
cision was reached. It was apparent, 
though, that several of the questions 
were clarified. The presence of a local 
consultant proved of value. 

A large group of students from the 
Trade School at Springfield, Mass., 
learned about real life problems in a 
way which was probably more effec- 
tive than any theoretical class discus- 
sions. 

The final meeting of C-I Associates, 
directed by Murray Lieblich, H. Lieb- 

| lich & Co., New York City, consid- 
May 
1960 





‘““Our Burroughs Sensimatic Accounting System 
helped turn a loss into a profit,” 


reports Mr. Francis M. Coan, 
President and Treasurer, 
Coan Brothers, 

Natick, Mass. 


Coan Brothers has increased its 

fuel oil sales by four million 

gallons during the last four 

years. And they credit much of 

this increased gallonage to the 
mechanization of their accounting system with Burroughs 
equipment. 


“‘We mechanized when we discovered we actually lost 
money, due to outmoded bookkeeping methods, after 
what we had thought was a successful season. With our 
first Burroughs Sensimatic we immediately experienced an 
astonishing saving in clerical time while improving the 
efficiency of our whole operation. One girl with this 


Ask to see our film “‘Break 
Through for Profit!" No 
obligation! Prepared in 
the interest of fuel oil 
dealers everywhere. 


machine does as much as four or five girls with pencil and 
paper. Our Burroughs Sensimatic posts degree-day ledger, 
customer’s ledger and statement all in one operation. 


“‘We’ve added a second Burroughs Sensimatic—but no 
more personnel. Now our Burroughs Accounting System 
takes our increased volume in stride. We’re getting bigger 
‘drops’ and faster payment at less cost. 


“‘We bill customers promptly and they pay faster. Now 
we needn’t borrow—and pay interest on—the money we 
used to borrow in peak seasons.” 


Coan Brothers is one of many fuel oil businesses helped to 
peak efficiency—and marked economy—by a Burroughs 
Accounting System. 


Like to see what Burroughs equipment can do for you? 
Just phone our nearby branch office today for a demon- 
stration or write direct to Burroughs Corporation, 


Detroit 32, Michigan. Burroughs and Sensimatic—TM's 


Burroughs 
Corporation 


“NEW DIMENSIONS {| in electronics and data processing systems” 


107 





.. «+ C-l Associates Program 


ered “Service Contracts for commer- 
cial-industrial oilburner Businesses.” 
With the assistance of a panel con 
sisting of Jack Madison, York Power 
Sales & Service; Melvin Marmer, serv 
ice manager of H. Lieblich & Co., and 
Howard Klerk of Petroleum Heat & 
Power, all sides of a many-sided prob 
lem were discussed. 

Service policies of an oilburner con 
tractor, of a factory service organiza- 
tion and of a combined fueloil sales 
and burner service operation were set 
forth. Prices of contracts, for over 


hauls and hourly service charges, both 
regular and overtime were freely dis- 
ussed, Guarantees on both labor and 
material received much attention. 

At the final meeting Pesterfield 
asked for a vote from the sizable group 
ittending regarding their attitude to- 
ward future meetings. A large major- 
ity favored four meetings rather than 
a reduction to two, as was suggested. 

The C-I Section has been serving a 
definite purpose for several years, and 
it seems that the C-I Associates are 
destined to be equally popular. 


It really rolls in for the 
Sinclair Oil Heat Distributor 


Right now, the-alert businessman who qualifies for a Sinclair 
Heating Oil franchise can build it into a real money-maker. 
Four major reasons support this fact: 


You can offer premium quality products at regular prices. 
Sinclair Heating Oil contains an exclusive anti-rust 
ingredient. Result: reduced service calls. 


An effective advertising program—designed to be used at 
the local level— where it counts most! 


A special sales training program — full of profitable new 


ideas. 


Conveniently located storage facilities mean better, faster 
service to you. 


There’s much more in the market for you with Sinclair 
Heating Oil. For details, write: Sinclair Refining Company, 
600 Fifth Avenue, New York 20, N. Y. 
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Honeywell Booth 


(Begins on page 58) 


Also included in this section was 
Honeywell's Weather Station, cen- 
trally-located indicator and control. 
It contained a dial to indicate indoor 
and outdoor temperatures, another 
for humidity, a third for barometric 
pressure, an electric clock and a tem- 
perature adjusting dial. There also 
were trouble indicators and system 
changeover switches. 

The extreme right section of the 
booth featured new residential air- 
in the 


front right-hand corner was situated 


conditioning panels, while 
an operating demonstrator of an elec- 
tiostatic air filter. 

The left-hand side of the booth 
contained an R478 relay on life test, 
part of a contest to determine the 
winner of Honeywell's Win-a- 
Wagon “Merry Olds” contest. Along- 
side to the left there were new style 
stack relays with improved Pyrostat 
contacts and new two-piece oilburner 
controls, 

Final item in the display was an 
Ultra Vision flame detector demon- 
strator, the detector responsive only 
to ultra violet radiation of the flame. 

Illumination included all built-in 
spot lighting and revolving color 
lights behind the center section. 

The display was a company-de- 
signed booth by John Barkley; it was 
built by Haas Displays, Minneapolis. 

The judges selected for honorable 
mention: C. A. Olsen Mfg. Co. on 
the basis of creative use of space and 
Lake Chemical Co. for dramatization 
of product. 


oe ¢ ¢ 


David Guttman has been made sales 
representative in the Metropolitan 
New York, Lower Connecticut and 
Northern New Jersey area for the 
Heat Exchanger and Electric Heater 
Divisions, General Fittings, East 
Greenwich, R. I. 


Crawford E. Steiss has been named 
vice-president for sales, L. J. Wing 
Mfg. Co., Linden, N. J. He comes to 
Wing after 14 years with Sheldon’s 
Engineering, Ltd., Canadian manu- 


facturer of industrial fans. 
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Three of Ripley Oil Company's eight Macks line up to take on fuel for delivery throughout the 
big rural area serviced from the Ripley, Ohio, headquarters. Customer service rates high where 
fuel oil deliveries are concerned. That means using the most dependable trucks you can get. 


Dependable service 


Starts with dependable trucks 


“Dependable service makes old 
customers out of new, and our 
Mack trucks supply that depend- 
ability.” That statement’s from 
Mr. Richard Finney, president of 
Ripley Oil Co., Inc., of Ripley, 
Ohio. 

Ripley Oil operates in rural 
areas where operating conditions 
are frequently unfavorable. Yet, 
over the years, Ripley’s consistent- 
ly dependable service has resulted 


MACK 
for over 7 straight years 


by far in sales of 
diesel trucks 


MAC K 


FIRST NAME FOR 


TRUCKS 


in a steadily growing list of sat- 
isfied customers. 

You can be sure your customers 
get dependable service if Mack 
trucks do the job. Here’s why... 
a Mack truck is a quality vehicle. 
It is not just Mack-assembled — 
it’s Mack-built. Mack manufac- 
tures its own engines, axles, trans- 
missions, cabs, and other compon- 
ents. Every vital part is built by 
Mack for Mack trucks alone. Fur- 


thermore, fuel oil distributors find 
that Mack quality means balance- 


sheet savings in repairs, parts re- 
placement, maintenance, fuel and 
downtime. 

Your Mack branch or distribu- 
tor will be glad to help you select 
the model best suited to your re- 
quirements. Mack Trucks, Inc., 
Plainfield, New Jersey. Mack 
Trucks of Canada, Ltd., Toronto, 


Ontario. _ 





Product Report 
(Begins on page 59) 


Watts Regulator Company had 
other new products at the Coliseum, 
in addition to its unique circulator 
servicing tool described earlier in this 
report. The other new products relate 
to the fact that Watts Regulator 
Company has launched itself in an 
impressive manner into the field of 
heating. The 
brand-new Watts 1000 circulator, for 


modern, hot-water 


hot-water systems, cooling water, and 


hydronics in general, has a dozen im- 
portant features that cause it to be 
described as an unusual contribution 
to the science of heating and cooling 
with water 

Watts has added to its line all the 
other specialties needed for hot-water 
heating systems, chilled-water systems, 
etc. These include a two-way flow- 
check (for flow control), a combina- 
tion expansion’tank drain device (a 
four-in-one unit for  air-charging 
draining, shutting-off. and connecting 


a he se ) 


a combination air eliminator 


You'll be amazed! 


| THERM-OVAL TUBE 
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ASME CONSTRUCTION AND ASME 
LABEL. 
FLUSH AND EXTENDED JACKETS. 


COMPETITIVELY 
PRICED 


BUILT TO 
PERFORM 


PACKAGE Includes: 


Boiler, Built-in Combustion Cham- 
ber, 3 G.P.M. Coil, Jacket & Ther- 
mo-Altimeter, Burner, Nozzle, Pri- 
mary Control, Thermostat, and 
3-Way Aquastat Relay, Circulating 
Pump, Flo Control Valve, A.S.M.E. 


Relief Valve, and Draft Regulator. 


Crated, Wired. > 
and Assembled. 
Ready to Go! 


Exceptionally High Quality, 
LOW PRICE. Write us — 
You'll be GLAD You Did! 


V. & E. PRODUCTS INC. 


SCHUYLKILL HAVEN, PENNA. 





with flow-check, radiator diversion 
fittings, and two models of feed-water 
pressure-regulators, Relief valves, tem- 
pering valves, and low-water cut-offs 
are already in the catalogs of Watts 
Regulator Company. 

The H. B. Smith Company, Inc. 
showed its new Smith-Pac Fourteen, 
termed the complete cast-iron boiler 
package unit. Factory-wired, this is 
available with even a hot-water cir- 
culator piped, mounted, and wired at 
the factory. Easily and quickly in- 
stalled, this boiler-burner comes in 
sizes for 1.00 and 1.5 gph firing rates. 

Timken Silent Automatic now of- 
fers a line of oilfired horizontal fur- 
naces for firing rates from .75 to 2.25 
gph, featuring integral draft inducers. 

A. W. Cash Valve Company Corp. 
displayed at the Coliseum its new 
zone-control 


Hydrozone motorized 


valve, made in sizes from 3%” to 14%”. 
Heating Controls 


Penn Controls, Inc. displayed an 
array of new products including, as 
examples, Series 530 controls for fur 
naces, which are dual fan and limit 
controls (one of these has a single 
liquid-charged element); Type 820 
heat-anticipating low-voltage 
thermostats; and Type 426X auto 


room 


matic change-over controls for usz 
with combination heating and cooling 
room thermostats. 

New for Burnham Corporation is 
a line of packaged Scotch-type three- 
pass boiler-burner units, boasting stack 
temperature in the range of 400°F 
to 450°F., and made in 22 sizes for 
firing rates of 5 to 194 gph. These 
are available as “bare boilers with 
minimum trim,” and as complete 
boiler-burner units or package boilers, 
fully assembled, wired, and tested at 
the factory of the manufacturer. 

Industrial Combustion, Inc., famous 
round-the-world for its Hev-E-Oil 
burner, showed for the first time its 
brand-new Highlander boiler-burner 
plant, truly a thing of beauty. This 
invites taking color photographs in 
boiler rooms! Made in 21 sizes for 
from 11 to 460 horsepower (3.4 to 
140 gph firing rates), this is described 
as a boiler tailored to fit the flame of 
the Hev-E-Oil oilburner (for heavy, 


residual fueloil) which fires it. 
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THRUSH PUMPS 
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Water Circulators for Schools, Office RSH + TT I TTT 
Buildings, Apartments, Hospitals, Motels Or aE ne SE 


Here’s news! Now two new and more power 
ful pumps have been added to the Thrush 
line of Water Circulators the 

Oi olaeh-jam @tlaer0it-tcola-mar-lU-melaeha-16) 
in more than thirty years of dependa 


ie) anat-laler-Wam Mom ol--10lg-me)meleli=) Om -NAi 








i dv) ance) am oat-lahan-1-1e-pmelalelel-1-0m Malaei-in 


wholesaler today or write Dept. C-3 


Quality Hydronic Heating Specialties 


H.A.THRUSH & COMPANY 


PERU + INDIANA 


AM 





Industry Groups 
(Begins on page 33) 
Oil-powered Airconditioner 


pushed in Florida Markets 


FLORIDA has been selected as the mar 
ket for the introduction of the new 
Arkla oil-powered airconditioner, and 
members of the Better Home Heat 
Council are installing the units in the 


Jacksonville, Miami, St. 
and Orlando areas. 


Petersburg 


According to Reggie Moffat, BHH« 


president, 


SPIN- ON TYPE 
OIL BURNER FILTER 


Oil BURNER 
FUEL FILTER 
OBF-100 


o 
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@ Exclusive POROSITE 
pleated paper filtrant 

@ Over 228 square inches 
of filtering surface 

@ Removes even microscopic 
contaminating particles 

@ Guaranteed to exceed 
120 gph gravity flow 

@ COMPACT! 5-9/16” high, 
2-3/4" wide, 8 ounces 

@ Listed as Standard by Un- 
derwriters Laboratories, Inc. 








REPLACEMENT 
CARTRIDGE 
OBC-100 
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the new equipment ulti 


This revplutionary, new WIX Oil Filter 
easily £eplaces all comparable standard 
fuePOil filters ... makes cartridge servic- 
y+ simpler and more profitable. Just a 
twist-of-the-wrist’’ does it—no tools, 
no filter pot to clean out! It’s the self- 
contained unit that brings new efficiency 
and new economy to every oil burner 
operation. 
Install this WIX Fuel Filter on all the 
burners you service or install—speed up 
your maintenance, increase your profit 
margin. Merely insert the die-cast alumi- 
num head in any 44” N.P.T., one or two 
pipe (high or low ‘feue} oil burner 
system and... SPIN-ON the WIX Filter 
Cartridge! That’s all there is to it. From 
then on, servicing requires only chang- 
ing the Cartridge —no mess, no trouble, 
no time wasted — spin-off and discard the 
old—SPIN-ON the new! 


Head and Filter are constructed of light- 
weight, rust and corrosion-proof alu- 
minum with the Head featuring an 
exclusive air bleed and a safety locking 
screw. WRITE, today, for details on 
how this great, new WIX “SPIN-ON” 
Fuel Filter can work and make money 
for you! ® 


Cue 


OIL BURNER / FILTERS 


WIX CORPORATION ¢ GASTONIA « NN. C. 


In Canada: Wix Corporation Ltd., Toronto 


The Better Fuel Council of Dade County 

has a Scot-clad speaker who appears 

before commercial user organizations. 

Here, the radio-TV voice for fueloil 

commercials addresses the Greater 
Miami Hotel Association. 


mately will revolutionize the fueloil 
industry in the state by providing a 
summer market of greater importance 
than the winter market for heating. 

The fueloil dealers of Dade County 
(Miami) are taking the direct ap- 
proach to marketing the airconditioner 
“Little 


Bill”’—a local radio announcer who 


and other oil-powered units. 


serves as the voice for the Better Home 
Heat Council radio and Tv commer- 
cials in Florida—does the talking for 
the local organization. 

He has appeared before the Greater 
Miami Apartment House Association 
and the Greater Miami Hotel Associa- 
tion and emphasizes that the new unit 
will cut airconditioning costs by “one 
half to two-thirds.” 

Another prime function the speak 
ers serves is to refute gas company 
claims. 

Slides show newspaper headlines 
concerning a pipeline break which 
caused an interruption of service and 
others illustrating customer complaints 
due to low gas pressure during cold 
spells. “These things have already hap- 
pened in Florida, even though natural 
gas has been here for only a short 
time,” Little Bill points out. 

In the opinion of Robert Siegel, 
president of the group, the “Little 
Bill” speeches have been the most ef- 
fective done to combat gas. The speak- 
er is accompanied at each appearance 
by representatives of the Council who 
answer questions following the pres- 
entation. 
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Shell “Certified Comfort” 
-the profit plan for fuel oil distributors 


“‘Certified Comfort” is Shell’s tried and 
proved program for building year-round 
volume and profits for fuel oil distribu- 
tors. It has been skillfully designed to 
benefit both customer and dealer. Here’s 
how it works: 

1. Customer gets steady, efficient heating 
with Shell’s super-refined oil, the modern fuel. 
2. Special additives in Shell’s premium- 
quality heating oil keep fuel filters clean. 


3. Customer pays no more than for ordinary 
heating oil. 

4. Customer is assured of premium service 
. . . including degree-day system deliveries, 
anti-corrosion treatment of fuel tanks and 
metered delivery receipts. 


5. For you, a full-scale cooperative advertis- 
ing program makes use of television, radio, 
billboards, newspapers and direct mail. 
Available to all distributors of Shell Heating 
Oils upon request. 


SHELL OIL COMPANY 


eloil fp 


Now’s a good time for you to contact 
your local Shell representative. You'll 
get full details. And remember, the 
“Certified Comfort” Plan is the Profit 
Plan for Shell Fuel Oil distributors only. 
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. . « « Industry Groups 


Long Island Oil Heat Institute 
elects Leonard Braun President 


AT THE MAY meeting of the Oil Heat 
Institute of Island, Leonard 


Braun was elected president. Retiring 


Long 


president, Ray Nathan, made his an 
nual report 

The following vice-presidents we 
named: Richard MecTarnahan, . 
Wells, and Wi 
Kampfer, James Mulligan was ele 
Robert Allyn 


elected assistant treasurer 


Eugene Fusco 


treasurer and 


(Advertisement) 


LOW COST “PACKAGED FUEL OIL BUDGET PLAN” REDUCES 
TURNOVER, SIMPLIFIES COLLECTIONS, BOOSTS SALES 


Wee ae i 


ae 


a 
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WORKIN, 


Cromwell Plan proved most 
efficient in national tests 


Fuel Oil Dealers of every size are in 
creasing profits with this comprehensive 
Budget Plan Package introduced by 
the Cromwell Printery of Albany, New 
York. Easier bookkeeping, 
account turnover, simplified collections 
and immediate cash income are almost 
automatic with — this 
which includes everything from Pros- 
pect Letter through Budget Envelope 
or Coupon Book. 


reduce d 


packaged plan 


Package comes with: 1) Attractive full- 
color Prospect Letter pointing out ad- 
vantages of budgeting fuel oil cost over 
entire year, to be sent with 2) Budget 
Folder explaining Budget Purchase 
Plan, application card requesting esti- 
mated annual fuel oil cost and amount 
of monthly payment, reply envelope. 
These items may also be enclosed with 
regular statements and other mail or 
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drivers can drop them off to C.O.D. 
customers when making deliveries. 3) 
\ Computation Sheet giving customer 
detailed data on his specific fuel oil 
needs to show how plan can help him, 
accompanied with 4) Budget Envelope 
Set or Budget Book for 
monthly plus fuel 


Coupon 
payments record 


chart on which customer may keep 
track of gallons delivered and current 
prices to compare cost of deliveries in 
the dead of against his 
monthly budget payment. Prospect Let- 


ters, Budget 


winter as 
Folders, Computation 
Sheets, Budget Envelope Sets, Budget 
Coupon Books and Return Envelopes 
are imprinted with dealer's name and 


address 


A FREE kit containing samples 
of every Budget Plan item is 
available by writing CROMWELL 
PRINTERY, INC., Church & Bleeck- 
er Sts., Albany, New York. 


Ray Nathan, outgoing president of the 

Oil Heat Institute of Long Island, con- 

gratulates Leonard Braun, the new 

president. Looking on from left to right, 

are James R. Wells, Richard McTarna- 
han and Robert Allyn. 


The group will install its new ofh- 
cers at the annual dinner-dance, May 
14, at the Huntington Crescent Club, 
Huntington, N. Y. 


Clay Flue Lining Institute 
names L. E. Hoyt Secretary 


L. E. HOYT, Worthington Ceramics, 
has been named secretary of the Clay 
Flue Lining Institute, Akron, O. He 
succeeds Robert F. Larson, Natco 
Corp. 

Other officers are James L. Clough, 
Evans Brick Co., president; A. R. 
Thorson, Mill Hall Clay Products, 
Inc., vice-president; and Philip E. 
Kopp, Malvern Flue Lining, Inc., 


treasurer. 


Wm. Steinen Mfg. Co. publishes 
third edition of Nozzle Guide 


THE THIRD EDITION of the pocket-sized 
“Nozzle Guide” has been published 
by the Heating Products Division, 
Wm. Steinen Mfg. Co., Newark, 
N. J. 

The book contains pertinent data 
furnished by more than 175 manufac- 
turers of oilburners, furnaces and boil- 
ers. Information covers the manufac- 
turer's own recommendations on noz 
zle size, angle of spray and pattern 
type for approximately 3,000 models. 

These data are offered to simplify 
proper nozzle selection for both new 
and existing installations. 

The guide is priced at $1.50 per 
copy. 

May 
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THESE AMERICAN-STANDARD OIL FURNACES ARE FACTORY ASSEMBLED AND WIRED TO 


CUT INSTALLATION COSTS 


NEW! Upflow Model U- OB 
60” low x 20"-27” wide x 32'/.” deep 


4 sizes: 84,000—95,000—112,000—140,000 Btuh 





This brand-new oil-fired winter air conditioner is shipped 
completely factory-assembled and wired, with burner 
installed. Burner and controls are completely enciosed in 
an attractive cabinet that’s so compact you can install 
it almost anywhere— basement, utility room, game room, 
hallway, alcove. 


The small size is made possible by a new-type sectional 
heat exchanger that gives more heating surface in less 
space, extracts maximum heat—and gives you a strong 
fuel-economy sales story. Both the primary control— 
with flame-sensing device in the burner blast tube—and 
the fan-and-limit control are factory-connected to a 
single Central Control Station. 


NEW! counterfow Mode CF-OB 
65” low x 20"-24” wide x 32'/.” deep 


3 sizes: 84,000—95,000—112,000 Btuh 


Here is the best-engineered counterflow unit made today. 


For example, a new-type sectional heat exchanger 
provides maximum radiation surface in minimum 
space. The new Central Control Station handles every 
operation of the furnace automatically. The new primary 
safety control is factory-mounted right in the burner 
blast tube. 


“MERCURY-ROUND" THERMOSTAT 
Here’s big news! This DeLuxe mercury-acti- 
vated Thermostat is standard equipment on 
all belt-drive furnaces at no extra cost. The 
new hermetically-sealed mercury switch elim- 
inates dust and dirt problems. Clear plastic 
baseplate speeds installation. If desired, cover 
can be detached and painted to match any 
color scheme. 


Both the U-OB and the CF-OB are equipped with the 
proven American-Standard “ACD” burner, which has 
earned a reputation among dealers as ‘‘the most reliable 
burner on the market.” These two units are all you need 
to handle 95% of your oil-fired installations— basement, 
utility or counterflow. (If you need larger capacity, a 
two-furnace installation has definite advantages.) Units 
convert easily to gas... cooling is easily added. Get 
the spec sheets and the low competitive prices at your 
American-Standard distributor today. 


AIR CONDITIONING DIVISION 
Elyria, Ohio 

















40 VALUE-PLUS MODELS FROM % 


Bodies you can depend on—best built in the industry—with 
many “‘plus” features at no extra cost. Compare Morysville’s 
wide selection feature by feature with any others. You're 
sure to find “More for your Money in Morysville’’. 


TO 2 TONS 


HU SERIES 
5 MODELS, 
5 SIZES 








TH SERIES - 5 MODELS, 5 SIZES 


UW/ozf Ine. 


IMMEDIATE DELIVERY BOYERTOWN, PA. 


WIDE RANGE OF OPTIONAL EQUIPMENT 


National Distribution Inquire today for the name of your nearest distributor 


Write for FREE Literature 

















Toward lower service Cost 


(Begins on page 74) 


Poor equipment, old installations, cus 
tomer nuisance calls, and a service 
man’s unfamiliarity with a particular 
burner are all possible causes that con 
tribute to the one out of four custom 
ers costing as many man hours to 
service as three other customers 
Service managers are provided with 
a tab machine run giving the season's 
history of each of these “costly service 
accounts.” This run gives him a de 
tailed breakdown on all calls and en- 
ables him to analyze the causes. Once 
the reasons have been determined, 
steps are taken to upgrade the cus 
tomers’ equipment, instruct the cus 
tomer in expected operation, and in 
some cases to further educate the 
servicemen in special types of burners 
which may absorb more of his time 
than the ordinary. By this process we 


ncentrate on moving the “expensive 
service’ customer into the more profit 

bracket thereby reducing the pos 
sibility so many of us face, of raising 
our contract rates to all customers to 
ompensate for a few. 

As in many service operations there 
is a substantial number of accounts 
who never have need for service other 
than the annual contract cleanup. 
FIGURE V indicates that in each of the 
two departments the percentage of ac- 
counts visited only once during the 
season ranges from 41.6% to 44.3% 
This is an ideal category since it 
means uninterrupted comfort to the 
customer and lower operating costs 
for the service department 

Some discussion has been evident 
in the industry on the merits of the 
thorough annual overhaul of an oil- 
burner. There have been strong com- 
ments made at industry meetings and 
trade publications on the advisability 


of reducing the number of preventive 
maintenance steps taken during the 
annual overhaul. 

We have produced single year data 

FIGURE vi which permits you to 
“pay your money and take your 
choice.” For two years prior to the 
sample year, Department “A,” at the 
serviceman’s discretion, performed 
limited overhaul service while De- 
partment “B” thoroughly followed the 
long established complete preventive 
maintenance practice. 

It is obvious from these figures that 
while Department “A” 
complete their inspections in 1.05 
hours as against Department “B's” 1.4 


manages to 


hours they also have a longer time 
spent on additional service calls and 
their frequency of service calls per 
customer after inspection is somewhat 
greater than Department “B.” The 
total average time per customer for 


Department “B” is 3.08 hours and 





FASTEST CHAMBER 


FROM CARTON TO FIRING 


Se fast . . . so easy to install because there's fewer pieces. One package 


gives you everything you need including pre-cast self-leveling base or 


hearth. Designed with maximum combustion area . . 


. engineered for 


more complete fuel combustion—immediate delivery . . . sizes 
6/10 to 12 gallons per hour. Write for latest bulletin. 


product of G rant \yVilson inc, 


141 West Jackson Boulevard + Chicago 4, Illinois / 
SOLD OWLY THROUGH BETTER JOBBERS EVERYWHERE! 
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IF YOU THINK YOU HAVE TO PAY 
FOR A BIG MOTOR TO GET A BIG VAC 
YOU HAVE A FREE THINK COMING 


and here it is 


A lot of vacs use high priced horsepower fighting 
dirt through a stuffed up filter. This one doesn’t 
waste its breath. The filter is three times ordi- 
nary size, and the vac cleans all day without 
clogging. Thus a smaller, less expensive motor 
throws all its weight into the work; you get lean, 
hard muscled performance and a price that’s 
close to the bone: $175.00. 9 Cleans faster 
than a man can work —@®* Disposable paper 
filter protects permanent filter #" New Safety- 
flow filter available, resists flame, acid, mildew 
pw White enamel finish easy to care for, sells 
clean service to customer. Only Premier offers a 
complete line of equipment made especially for 
furnace, boiler, and air conditioning cleaning— 
all accessories and 8 great vacs including the 
P908 or P1008—three machines in one—and the 
low priced P950 for dry pickup only. Write for 
Furnace Trade Brochure and price sheets. See 
us at Booth 429, International Oil, Heat and 
Air Conditioning Show. 


Some resale distributorships still open on 
a selective basis. Three pay finance plan 
and full details available upon request. 


The P1009 holds 1'% bushels, weighs 38 Ibs. 


THE PREMIER COMPANY 


755 Woodlawn Avenue « St. Paul 16, Minnesota 
35 Gerrard Street ¢ Toronto 2, Canada 
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Add a “HANDYMAN” 
to your furnace 
cleaning crew for 
bigger profits! 


Check all these 
“HANDY MAN” 
exclusive features: 


© SPACE-SAVING MODERN DESIGN 
© ONE MAN OPERATION 

© SELF CLEANING FILTER BAGS 

© FAST ALL WEATHER OPERATION 
© LOW MAINTENANCE 

75 Cu. Ft. SOOT HOPPER 

© CONVENIENT HOSE STORAGE 

© 2 EASY-TO-REACH TOOL BOXES 


be positive INSTALL VIKING 


positive displacement 
pumps 


Fig. 124 





The NEW, MODERN SPACE-SAVING 


EON/ANVOYMAN 


:| POWERVAC FURNACE CLEANER 


io 28 


Get your share of the profitable furnace cleaning business 
with a minimum investment that insures big returns 
The General “HANDYMAN” Furnace Cleaner is built 
with more power (up to 40 H.P.) and greater capacity 
than any other cleaner available today. Now... All resi- 
dential, commercial, institutional and industrial heating 
system cleaning jobs can be done with ease at a maxi- 
mum profit 

Investigate all the features and advantages of the Gen- 
eral “HANDYMAN” Powervac Furnace Cleaner before 
you buy furnace cleaning equipment for your shop. Send 
for our Profit Portfolio with complete information and 
prices on the “HANDYMAN" and other General Fur- 
nace Cleaners. Do it now . and start profits rolling 
your way from more cleaning jobs, more repair jobs and 
more replacement part sales for a profitable 1959. 


Wm. W. Meyer & Sons 


8760 Elmwood Ave., Skokie, Illinois 





...0n your 
transport and 
delivery trucks 


VIKING TRUCK PUMPS GIVE YOU: 


Profit from the experience of many oth- 
er experienced truckers and specify fast, 
positive Viking Pumps — to be sure of 
efficient service and long life. Over 


® Revolvable casing for handy port lo- 
cations. 8 positions. 


® Integral thrust bearing of sturdy 
construction. 


for Department “A” is 3.00 hours. 
Perhaps if Department “A” were 
radio dispatched, as Department “B” 
is, a reduction in driving time would 
be effected and tend to improve the 
10% Red Area waiting for call time 
shown in FIGURE IL. 

Two intangibles are not measur- 
able in a report of this type. They 
are customer comfort and economy 
of operation; both of these are im- 
portant factors to consider before al- 
tering present procedures for the 
overhaul. 

Our first year of experience with 
these reports shows promise that im- 
provements can be attained in man- 
agement’s direction of service person- 
nel; in upgrading customer equip- 
ment; and in achieving lower service 
operating cost which in turn can be 
used to prevent any increase in con- 
tract service costs to the customer. 

Any management tool such as this 
is only as effective as management 
chooses to use it. Our service man- 
agers see it as a way to more ef- 
ficiently carrying out our basic service 
philosophy. 


Superior Filtering for all 
Oil Burning Equipment! 


Klett icv 
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There's ao Klemm Fuel 
Filter for every stondard 
burner using No. 1 and 
2 fuel oil. Your choice . . | 
metal or glass bow!l. 
“Millions Since 1932." 
1. Practically no flow 
resistance—true be 
FF-430 U/L E  epth filtration. #F-4300 
mn 2: Simplified construc- 





tion for simplified 
service...no tools 
required. 

. Eliminates nozzle and 
line clogging for 
increased burner 
efficiency. 

4.All parts...Hi- 
PK-150 U/L § Chrome and Brushed 











Zine. 





many years, truckers have learned that 
Viking Pumps are often still going strong, 
when trucks they're mounted on are | @ Either extra long packing box or ntrolied porosity element assures 
worn out. Ee mechanical seal. Ta: trept aster renee 


® Connection through power take-off. 


No speed increasers required. chemistone 


Ips wote emoves dust 


Klemm PRODUCTS 


Division of 
KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1722 Worth Damen Avenue © Chicago 47, Illinois 
EXPORT: Guitermen Co., Inc., New York 4 
CANADA: Elgee, Ltd., Toronto 


‘ ; ® Safety valve on head. 
For complete information, send for new | 


© Complete capacity range of 35 to 
catalog GEE. , pany 


é 300 gallons per minute. 


VIKING PUMP COMPANY 


Cedar Falls, iowa, U.S.A. In Canada, It's ‘‘ROTO-KING’ Pumps 





Offices and Distributors in Principal Cities * See Your Classified Telephone Directory 
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NEEDS ONLY FOR ALL PARTS TO INSTALL 








THE COMPLETE 
METALBESTOS CHIMNEY* 


So quick...so easy...and it’s approved for all high-tempera- 
ture fuels including oil, wood and home incinerators. For new 
or old construction, inside or outside installation. 


Get complete details from your Metalbestos Distributor. He’s METALBESTOS 


as close as your telephone. Or write Dept. M-4. WILLIAM WALLACE COMPANY - BELMONT, CALIFORNIA 
Manutecturing Plants in Belmont, California + Logan, Ohio 


Gap M19 


“Average time for an average installation. 





’ Servicing | | nay 20 page Catalog chock-full of Popul 
; 3 yy wandy ar 
Oil Burners 7 b QePLACEMENT PARTS and SERVICE TQ, ¢ 


ur SErvicin j 
YOU NEED THIS ss | to make yo g easier. 
“ iN @ FUEL UNIT PARTS @ CONTROL PARTS 
@ CIRCULATOR PARTS e@ SHAFT SEALS 
@ STRAINERS e GASKETS 
©@ IGNITION TERMINALS 


\\ Your friendly Oil Burner Jobber stocks the 
( HYDROVALVE Line. 


alve i} Ask him for a copy of Catalog #60, or write direct. 
ovaly= | 


ar 


ae | Hydro ValVG conc 


_ 
1319 Utico Avenue, Brooklyn 3, N. Y. / BUckminster 4-1330 


—_ 





FLOOR FURNACE 
RAJAH TERMINALS ‘ee with a FILTER 


FOR OIL BURNER SPARK PLUG gone ONLY G/A HAS THESE ADVANTAGES 
IGNITION CONNECTIONS LO @ 30° HIGH . . . 16%2"' below joist. 


@ INSULATED JACKET 


® @ CIRCULATED, FILTERED AIR 
Made in Two Styles ng 


CRIMP TYPE and SOLDERLESS @ RETURN AIR OPENING . . 


Model to facilitate a return-duct if used. 
C-85-FB @ EASY ACCESS 
—— for filter removal or furnace service from 


| OIL-FIRED top. 
| 85,000 Btu @ PRE-ASSEMBLED & WIRED 


—- GENERAL AUTOMATIC PRODUCTS 
Cede No. C/T #11 Code No. $-SOS #11 aia CORPORATION 
2300 Sinclair Lane 
THE RAJAH CO., 35 Verona Ave., Newark, N. J. Beltimere 13, Md. 
| Get the complete s — ° 
CALL, waite OR Wine Now: - EAstern 7-7703 

















MCLARTY DRAFT BOOSTERS 


ADJUSTABLE 


Shortest route to | | AND QUIET 


Ventilated 


BIGGER PROFITS! |X NS er 


COOL 
Enough for 


, : Rubber 

Time saved enroute means money in your \\ Mounting 
pocket! Save time normally used on unneces- : ' bis Suated Ghdnedee 
sary backtracking and duplicate runs — use \ _ for Cool Enough Motor 
- Mont 2-Way Radio. With 2-Way Radio you can Bearings 

ave continuous contact between driver and =~ 

headquarters for rerouting instructions, pick- STEMS 

ups, extra deliveries, etc. 2-Way Radio is the 2550 Dickman Rd., “=” Battle Creek, Michigan 
nearest thing to having your office phone in 
every truck — its so convenient, economical 


oe eveco ADJUSTODRAFT 


Write for details DRAFT CONTROL 











Fully adjustable for precise accurate setting 
and instant response to draft voriations: 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 
cealed solid brass beorings, and other 
features, insure lasting dependability and 
maximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 











® —_—_ - i Available in sizes from 
5 thru 12 inches. 
Mobile Communications Division 


Allen B. Du Mont Laboratories, Inc. 750 Bloomfield Avenue, Clifton, N. 3. 45-18—162nd St., Flushing, L.1., N.Y. 


MANUFACTURING CO. 
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“A few answers to questions about 


HIGH GASOLINE TAXES 


all oilmen should know!” 


Q. What is the average federal and state 
tax on ten gallons of gasoline? 


A. About one dollar! 


Q. At what rate, then, is gasoline taxed? 


A. At about 50% of the price, or nearly five 
times the tax rate on such luxuries as furs 
and diamonds. 


Q. How much have gasoline taxes in- 
creased in the last ten years? 


A. About 51%. 
Q. What about gasoline prices in this 
same period? 


A. They have increased only 5%, as com- 
pared with 22% for prices in general. 


Gasoline’s a buy...only the tax is high! 


COMMITTEE ON PUBLIC AFFAIRS 
of the American Petroleum Institute 
1271 Avenue of the Americas, New York 20, New York. 
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HAY WARD 


Rotary Atomizing Burners 
¥%, to 12 Gph 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 
¥% to 10 Gph 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 


Write for franchise information: 


HAYWARD OIL BURNER CORP. 
19 Spring Street, Tounton, Mass. 
Branch Office: 

86 Kirkland St., Cambridge. Mass 





KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 
STEAM AVOID 
raster © AIR LOCK 




















FIRE BOX 
fueloil & oil heat 


WANT ADS 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 


No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 


ula 





TURN YOUR SURPLUS INVENTORY of stoker, oil burner or gas controls 
into cash. Mail list and price to Box 885. 


SALES EXECUTIVE and/or Salesman, available in the Washington, Baltimore, 
Delaware area. Can handle field men; sell to jobbers and work with them: 
and also to retailers. Has good record—knows all forms of heating and firing 
Will make you a very happy employer, if you get him for a field man, zone 
manager, or salesman, Excellent references. Box No. 14¢ 


UNUSUAL OPPORTUNITY to purchase well established Heating and Oil 
Burner (Domestic and Industrial) Business. Selected Clientel. Business build 
ing and Plumbing Dept. also available in fast growing Northern Wes 
Community in New York State l 


MANUFACTURERS’ REPRESENTATIVES covering plumbing & heating whole 
salers. Manufacturer of complete line of Domestic Steel Boilers, offering com 
pletely packaged or standard units, is seeking additional representation. Various 
territories open. Reply with resume for full particulars, Box No. 1507 


MANUFACTURER'S REPRESENTATIVES WANTED 
Move’’——and that can mean but one thing 
be the market for “America’s most efficient, completely engineered Oil 
Package Unit’! Yes—''Dynatherm's on the Move Manufactured by one 
the oldest and soundest manufacturing establishments in the country, with 
better than 30 years experience in oil burning theory and practice, Dynatherm 
has been acclaimed the outstanding domestic heating unit in the East for many 
years. And—Dynatherm actually has no competition—anywhere! Now 
expanding our sales and advertising programs, because Dynatherm’s on the 
ove’! If you are presently calling on heating wholesalers and jobbers, are 
sincere, ambitious and interested in representing us in an exclusive area, we 
suggest that you write immediately stating qualifications to: Raymond Dietz 
Sales Mer., 
W 


tchester 
Terms can be arranged. Box 04 


Dynatherm's on 
oon the entire United Srates will 


we re 


Dynatherm Division, Bethlehem Foundry & Machine Co., 225 
/, Second St., Bethlehem, Penna. 

BUILD A FAVORABLE IMAGE, sel! advantages of doing business with your 

firm, with newsy newspaper column I write for you weekly. Edward Fiske 

Company, 2 Deport Plaza, White Plains, ‘New York 





YOU NEED A 


CONSTANT 
K-FACTOR! 


HIDY DEGREE-DAY RECORDER 
GIVES IT TO YOU. 


Your degree day system needs the HIDY Degree- 

Day Recorder. The gives a constant, de 

pendable K-Factor for every customer even in highly 

variable spring and fall weather when weather bureau 

figures are often misleading. The HIDY reads and 

interprets every measureable element affecting degree \ j 
day count. The HIDY Degree-Day Recorder is an fj 
excellent advertising tool as well in promoting eo” 
waranteed aucomatic refueling—builds customer re 

ations—prevents run-outs—cuts trucking and bookkeeping costs 


Write for the free booklet “Here's Proof!'’, comments from satisfied HIDY 
Recorder users. 


HIDY-BROWN RECORDER CO. 


6988 FIVE MILE RD. 
CINCINNATI, OHIO 
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KENITE 


REPAIR THAT LEAKY FUEL OIL TANK with the new miracle fiberglas 
plastic Tank Bond. Apply to the outside of the tank. Put a new bottom 
in an old leaky tank and make it just as good as new! One can is enough 
to cover the bottom of a vertical 275 gal. tank. $4.05 per can or $45.00 


per case of 12 cans. Order from Tank Bond, 400 F St.. N-E 
D. ¢ 


) 


Washington 2 


DOES YOUR DELIVERY SYSTEM ALWAYS PERMIT MAXIMUM FILL? 
The Hidy Degree-Day Recorder provides a constant K-Factor for every customer. 
Assures accuracy in your degree-day system—even in highly variable spring 
and fall weather. Accurate to your locality. Reads and interprets every measur- 
able factor affecting degree-day count. Cuts trucking and bookkeeping costs up 
to 30 Makes it really possible to schedule deliveries. Your degree-day 
system needs the Hidy Degree-Day Recorder. Write for free details in booklet 
May CFM today. Please tell us if you are now using a degree-day system, The 
Hidy-Brown Recorder Co., 6988 Five Mile Road, Cincinnati 30, Ohio 


FOR SALE: Surplus and obsolete burner inventory, controls and parts. Lise 
furnished upon request. Box No. 1510 

WE WANT TO BUY A FUEL OIL BUSINESS, regardless of size, in Metro 
politan Philadelphia. Write Box No. 1511 


REPRESENTATIVES: A complete line of heating equipment Oil, Coal and Gas 
fired furances and Boilers also Baseboard Radiation—High Commissions to ex 
perienced Rep’s selling to the Dealer-Contractor. Write your Qualifications 
Territories desired and lines now selling: Box No. 1512 


SERVICE MANAGER with wide experience in automatic heating, with both 
manufacturers and dealers, interested in making new connection. If you are a 
manufacturer or dealer in need of a first-class man with administrative and 
field experience in service management, please reply to Box No. 1513 
AMERICAN MANUFACTURERS’ REPRESENTATIVE residing in Europe 


interested additional lines for oil heat industry, no burners. Write Box No. 1514 


WANTED MANUFACTURERS, REPRESENTATIVE. Manufacturers of 
Heating Equipment and Sump Pumps want representative. Choice territories 
till open. Write or call: Burn-Rite Products Co., 354 Saw Mill River Rd., 
Yonkers, N. Y. YOnkers 9-2729 


AV AILABLI well qualified operations man, many years in all 
domestic service and heating application and engineering 
No objectic g 

No. 151 


phases of 
some commercial 
travel at sales engineering level, East or West Coasts. Box 


ERUDITE YOUNG EXECUTIVE, heavy background in engineering, personnel, 
public relations. all phases of oil heat sales and service, desires association with 
progressive distributor in need of General Manager, or someone capable of full 
control of field operations. Now with large eastern concern. Complete resume 
available, Interested only in company believing in the future of oil heat. Write 
Box No. 1516 

GENERAL-MANAGER—Service Department, must be qualified to handle entire 
Service Department, light and heavy oil burners, large independent fuel oil 
dealer established 25 years on Long Island. Salary $10,000.00 plus benefits 
Box No. 1517 


"© Satisfied Customers With 


WARM AIR MODULATION 


Eliminates nuisance service calls — gives 
our customer highest quality warm air 
eating performance by automatically 
regulating blower speeds. 
@ CONSTANT CIRCULATION @ EVEN TEMPERATURES 


@ stops DRAFTS @ SERVICE FREE @ EtiMiNates Noise 


NATIONAL MODULATION COMPANY 
2726 NORTH HIGHWAY 61, SAINT PAUL 9, MINNESOTA 
May 
1960 





PO ee OM BP ERE 


x WALKER 


SHUR -Fto 


THE INSIDE STORY OF 
SHUR-FLO EFFICIENCY 


@ Hi Volume Self-Feathering Fan 


@ Self-Cleaning Blades (No soot 
build-up) 


@ Stainless Steel Shaft, Hub, and 
Blades 


@ Quiet, burn-out proof motor 
@ Silicone oiled Bearings 


@ Extra heavy gauge galvanized 
steel construction 


e Extra rigid mountings. 


ROYAL PURPLE 
for smaller central 
heating plants 


BALANCED 34 
for larger, special 
central heating 


Sha 




















" 





"Most Efficient Draft System Ever Made" 


Say Heating Contractors, Architects, Home Owners 


Draft problems end with Walker Shur-Flo (Pats. 
Pend.), SUREST DRAFT SYSTEM EVER DE- 
VISED for oil, coal or gas-fired installations from 
older homes to modern, low-roofed houses. Install 
it, forget it! What could be better? 


Fan-operated draft-inducer draws only flue gases 
—not outside air. Quiet. Costs less to operate. 
Needs little power. Installs quickly at any angle. 
Virtually eliminates costly call-backs, corrections. 


For full details, see your supplier or write direct 


WALKER MFG. AND SALES CORP. 
1750 Penn Street St. Joseph, Missouri 


JUNIOR LINE TYPE BB 
central heating commercial and 
budget control industrial control 


“HOW TO CURE 
SICK CHIMNEYS” 


Now, the first ready-refer- 
ence guide collecting all 
the information on Power 
Inducer Venting you'll need 
to solve your draft prob- 
lems. You'll find it indis- 
pensable. Get your handy 
copy now! Absolutely no 
obligation. 

WRITE TO US AT 

ADDRESS AT LEFT 


VENTURI CAP 
for heating 
and ventilating 
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Use “GRESCENT PARTS” Service 


Serving St. Lowis Trade Area 
“FACTORY REBUILT” Repair Exchange con- 


trol service on all popular makes at regular 


manufacturers list prices and trade discounts. 





CONTROLS 
Minneapolis- Honeywell 


White-Rodgers 


Detroit @ Pertex 


Penn 


Mercoid » General 





—A 


American Petroleum Institute 
American-Standard Air 
Conditioning Division 


American Standard Plumbing 
and Heating Division 


Applied Mechanics Co 


— 


Bacharach Industrial 
Instrument Co. 

Bell & Gossett Co 

Bethlehem Foundry & 
Machine Co 

Blackmer Pump Co. 

Bock Corporation ... . 

Boston Machine Works Co. 


Brodie Company, Ralph N. 
Inside Front Cover 


Crescent Parts and 
Equipment Co., Inc. 


825-831 + Boyle Ave. 
St. Lowis 10, Mo. 


BRANCH 
1140 St. Louis Ave. 
East St. Louis, Ill. 





OIL—GAS—STOKER 


Parts & Controls 


OFFICE installations Materials 


& Accessories 


Heating Specialties 





G 


Products Corp. 120 
General Controls Co 10 


General Automat 
General Electric Co 
Filters Corp 
Fittings Co 
General Refractories Co 
Grant Wilson, Inc 


General 


General 


Guardian Products Cory 
Gulf Oil Corporation 


H 


HRB-Singer, Inc 
Products 
Petroleum Cort 
Sid 


Hago 
Hartol 
Harvey, Inc., 


TONGUE & 
GROOVE JOINTS 


LITE-CAST 


COMBUSTION CHAMBERS 


lolUilel Ga aiz-a 


MONOGRAM has... 


HIGH 
SIDE WALLS 
° 
DOUBLE SEAL 
BETWEEN 
FLOOR & WALLS 


LONG LIFE 


333 Standard Designs and - 


2678488 


Furnaces. 


No. 


U.S. Pat. 


sizes of LITE-CAST Insulating 
Refractory Combustion Cham- o 
bers for ALL Boilers and 


-75 TO 23 GALLONS 


PRE-CAST FLOOR 


AIR SPACE 
BENEATH FLOOR 


PER HOUR 





MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4, PA 


Lake 
Lincoln Air Control 
Products, In 


Chemical Co 


Mack Trucks. Inc 
Maid-O-Mist, Inc 
Marlow eal 
Mastercraft industries, ‘lac 
McDonnell & Miller, Inc. 
McLarty 
Meyer & Sons, Inc., 


Pumps 


Back Cover 
120 
118 


Systems oeee 
William W 
Minneapolis-Honeywell 

Regulator Co 
Mobil Oil Co — 
Monarch Mfg. Works, Inc 

Inside Back Cover 

124 
116 


Monogram Products Co. 


—; 
Quickdraft Corporation, The 
_— 


Rajah Company, 
Rectorseal 

Revcor, Inc. 
Rockwell Mfg. Co 
Roper Hydraulics. Inc. 


= 
Scully Signal Co 
Shell Oil Co. 


Sinclair Refining Co. 


Steinen are 
William ; 


Sun Oil Co 

Sun-Ray Burner Mfg. 

Sundstrand Hydraulics Div., of 
Sundstrand Corp. 


Morysville Body Works 

Motorola Comm, & 
Electronics, Inc. ... 48 

Mutual Manufacturing Co 120 


r hs ¢ * 107 
Burroughs Corp Hayward Oil Burner Cor; 


Henry Furnace Co., The 
Hess, Inc 
Cash Valve Mfg. Corp.. A. W. Hidy Brown Recorder Cx 
Chevrolet Motor Division Homeward Products, In N 
Cities Service Petroleum, Inc Hydrovalve Co 
Coastal Oil Company . I 
Crescent Pants & 
Equipment Co., Inc 
Cromwell Printery, Inc. 


T... 
— sade 
Taco Heaters, Inc. 

Texaco, Inc. 

Thatcher Furnace Co. , 
Thrush & Company. H. A. 
Time Saving Fills, Inc. 
Tjernlund Manufacturing Co. 


National Modulation Co 
Neptune Meter Co 


Industrial Combustion, Inx 
Ingersoll-Rand Co 


_ 
— 
OPW Corporation 


} Olsen Mfg. Co., C. A 


Janitrol Heating & Air 


V & E Products, Inc. 
— Viking Pump Co. 


P. 
Degree Day Systems 


Delavan Manufacturing Co. 
Dewey Gas Furnace Co. 
DuMont Laboratories, Inc., 


Conditioning Division ; _w— 
The 90 
Penn Controls, Inc : 91 
Petrometer Corp 81 
Philadelphia Valve Co 46 
Plastic & Appliance Co. 44 
Power Flame Division, Inc. . 83 

; 117 
Inc. 124 
Cleaner Corp. 96 


Johnson Company, S. T Peerless Corp 


Johnson Fil-Quik Systems Walker Mfg. & Sales Corp 
Warts Regulator Co 
Webster Electric Co. 
Whitty Company, Inc., 
William Wallace ... 
Williamson Company, 
Wix Corp 
Worcester Brush 


Johnson Furnace Company, The 
x The 
Kenite 
Klemm Automotive 
Koven & Bro., Inc 
Kraiss| Co 


Laboratory 


Products Premier Co The 


Electric Furnace-Man, Printline Company, 


& Scraper Co. 124 


Bill your oil out as fast as you deliver it with our 
combination Invoice-Statement with “Built-In” 
Check Collector. Unmistakably ready for payment 
when presented, it has proven to reduce receivables 
and paper work while saving double its cost in 
statement postage alone. Our custom-styled printing 
will compliment your business. Write for samples. 


M.E. MEYE 


Ever-Tite Coupling Co. . . Pullman Vacuum 


SEERA RIA SEAR} 


WISE Hi 


Padi oda 
» “ 


N44 
fn 75) 


cleaning up... 


ae | with the Right: 


BRUSHES and SCRAPERS 
Stock Up Now! 


WORCESTER BRUSH AND 
SCRAPER CO. 


Division of 


MASON-WORCESTER 
BRUSH CO. 
AUSTIN ST. WORCESTER 1, 


‘ 


’ 48 
LANE 


Clamshell Lane, 
Northport, L. 1., N.Y. 
MASS. 


124 





ST 
CHOICE 


OF THE INDUSTRY 
SINCE 1926 


PRECISION NOZZLES 


INDIVIDUALLY OIL TESTED 


No matter how satisfactorily ‘“‘test samples’? may operate in the laboratory, reliable on-the-job, 
PERFORMANCE in the field is still the most positive and final of all nozzle tests. That’s why, even 
after the most precise and carefully controlled manufacturing operations, each and every MONARCH 
nozzle is individually performance-tested on oil! Think of it! Every Monarch nozzle is individually tested 
for capacity, spray-angle, quality of spray and balance. 

Why waste time and money “trying out” several 
ordinary nozzles just to find one good one if you can be 
assured of results the first time—every time—with 100% 
tested MONARCH nozzles? 

Whether you are an Oil Burner Manufacturer, a 
Dealer or a Serviceman... You Can Be Sure—lIf 
it’s a MONARCH NOZZLE! 


AIR MIXING EQUIPMENT 


COMBUSTION HEADS: 
G-81-C Head is as easy to install as an ordinary Air 
Cone and Stabilizer. Produces high COs with no 


“adjustments” to get out of order. For 3%'' or 4” 
1. D. Air Tubes. 


MANU FACT URING WORKS ’ ie aw ny ond four blade Stobilizers for 


ordinary Air Tube replacement from 31/2" to 8” |. D. 
2503 —E. ONTARIO ST., PHILADELPHIA 34, PA. Also special “Anti-Pulsation” equipment. 


Also available: Flame Mirrors, 24" and 
48" Nozzle Boxes, Racks, Wrenches, etc. 





é : a 
DEALERS: Buy from your Monarch Jobber. Write for Catalog 0” 


REMEMBER: It costs more to clean a nozzle than to replace with a new, precision, guaranteed-uniform Monarch Nozzle. 











Low Water Cut-offs on Hot Water Boilers? | 


...the industry has phe 


Cut-off. Widely used 


+. / Ss OMPRESSION TANKS f het 4 7 
given the answer » 2 . gas 


Yes, the answer has come from the field . . . es 
from the engineers, contractors and manu- 

facturers. They have seen the logic of install- 
ing a water level control on hot water space 
heating boilers . . . a low water cut-off, or 
for even greater precaution —a feeder cut-off 
combination. 

We knew it was a good idea. Expected it 
to grow and grow. But frankly we have been 
surprised at how rapidly the heating indus- eianioes 
try has taken hold of water level control as a { Q LOW WATER 
logical team mate for an ASME pressure mo” 
relief valve. 

In fact, many local codes now require a 
low water cut-off, or feeder cut-off combina- 
tion, on hot water boilers installed in places 
of public occupancy —including multiple 
dwelling units. 

Notice the diagrams of recommended in- 
installations opposite. For more detailed 
discussion get this booklet that tells the 
whole story: ‘Basic Safety Controls for Hot 
Water Space Heating Boilers.”’ 








HOT WATER BOILER 


























The What-Why-How 4 The essential low water control for a hot water boiler. 
A McDonnell Low Water Cut-off located above lowest 


in eight interesting pages | permissable water level; also McDonnell A.S.M.E. Pressure 
Write for Bulletin P-30C | paner Vanve. 








COMPRESSION TANKS 


SUPPLY MAIN 


i 


MEDONNELL ASME 


° RELIEF 
Your Jobber , } : A- 230 = 240 SERIES CHECK 
Stocks MCDONNELL ; ; VALVE "CITY WATER 


Products 4 ~\ == SUPRLY 





FALL VALVE 
NORMALLY 
USED 








MCDONNELL & MILLER, Inc. 
3500 N. Spaulding Ave., Chicago 18, Ill. 


HOT WATER BOILER 


| (me 
C 2 The safest and most complete control for a hot water boiler. 
Offers a combination of mechanical and electrical safe- 


guards which is today’s best and most complete answer. 
A McDonnell combination Boiler Water Feeder and Low 
Water Cut-off; also McDonnell A.S.M.E. Pressure Relief 
Valve. 
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